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The small businessman has a BIG need 


for Employee Life Insurance. 
You can satisfy this need and increase YOUR business 
by recommending 


The Travelers Employee Life Plan. 
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For further details call your nearest Travelers Life Manager or General Agent. 


He’s as handy as your telephone. 


The Travelers INSURANCE COMPANY 


Hartford, Connecticut 
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Retiring President T. A. Sick 
Reviews Activities Of Year 


Chicago—Comparison of the scope of 
activities of American Life Convention 
today and 25 years ago when he attended 
his first ALC meeting was commented 
upon by T. A. Sick, president of Se- 
curity Mutual Life of Lincoln, Neb., in 
his address as president of ALC at its 
annual meeting here. 

“In reality the changes of our times 
are only different degree from the 
changes throughout all generations,” said 
President Sick. “The one constant thread 
which runs through the story of hu- 
manity is that of change. In fact, it is 
this change in the world picture, in the 
national scene, and the local community 
which makes it so necessary for manage- 
ment to exist. If policies could be es- 
tablished in our business which would 
last for a generation, there would be 
little need for management; but it is 
because each day brings its own quota 
of decisions to be faced that manage- 
ment is so vitally necessary. 


Responsibility of Management 


“The men and women who direct the 
management of the life insurance com- 
panies of the United States and Canada 
have proved their leadership ability. If 
we as individuals do possess such leader- 
ship ability, we can well play a larger 
part in directing the trend and thinking 
in the midst of changes which are con- 
stantly taking place in our country so 
that these changes will make for stability 
and a movement always in the direction 
of a stronger economy. This can only 
come about through our acceptance of 
responsibility. 

“It is easy to feel that with every hour 
now crowded with 60 minutes of activity 
that there is no time for community 
service, leadership in civic enterprises, or 
even cooperation upon the national level. 
Yet one of the most heartening things 
at the moment is the way in which 
leaders in various fields of industry, 
many times at personal sacrifice finan- 
cially, have joined with President Eisen- 
hower in forming the new cabinet and in 
filling various places of leadership. It 
simply means that these men have recog- 
nized their responsibility to do every- 
thing within their power to make our 
national life strong. If we were prone to 
criticize preceding administrations, the 
great obligation is all the more ours now 
to shoulder responsibility. 

“As one of our poets expresses it, life 
calls for placing the ‘stubborn ounces 
of our weight’ where we believe their 
influence will count for the most good. 
One of the privileges of being an Amer- 
can or a Canadian is that we have the 
tight to choose which cause shall have 
the ‘stubborn ounces of our weight.’ The 
choice is always ours. 

“The world is in a conflict at the mo- 
ment over whether man has’ grown 
enough throughout the centuries of time 
to be inner-directed rather than outer- 
controlled—whether we are of sufficient 
stature to govern ourselves. Somehow 
We must change the concept in this coun- 
try that democracy means freedom from 
responsibility to the thought that it 
really means liberty to accept respon- 
sibility. If America means just a grab 
bag of privileges, if we are nothing more 
than 160 million seekers after individual 
ikes, we will surely undermine the 
moral foundations of our country and 
make it a prey to those who would en- 
Joy seeing this country toppled from its 
Dlace of world leadership. 

_ “Liberty, like good health, is a bless- 
ng which can be abused and destroyed; 
ut our very liberty itself depends upon 
our voluntary discipline, our  inner- 
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control, and the true love of those ideals 
which are so much a part of our national 


heritage. If ever we needed the spirit 
of good will, cooperation, and under- 
standing, it is now as events have 


forced America into its place of world 
leadership. Certainly, it offers each of 
us the opportunity to place the ‘ounces 
of our weight’ in the front lines of those 
forces which develop the American ideal. 
In Canada and the United States we 
have more than 300 billion dollars of life 
insurance in force and over 80 billion 
dollars of assets. We have a tremendous 
obligation to our policyholders to offer 
our leadership talents in helping to 
maintain a sound economy. 


Important Staff Change 


“rn 


The past year has been a rather un- 
usual one for the Convention in that a 
new staff office was created last Octo- 
ber. You will recall that since 1950 the 
American Life Convention has jointly 
maintained an office in Washington with 
the Life Insurance Association of Amer- 
ica. At the time this office was opened, 
your executive committee felt that no 
less than the Convention’s top staff man, 
Bob Hogg, should represent the Conven- 
tion in Washington. It was soon appar- 
ent that the duties in Washington were 
most time consuming. As a result of 
this, last October the executive commit- 
tee drafted Lee Parker, president of 
American Service Bureau, to become the 
administrative vice president of the Con- 
vention in Chicago. Lee is not a new- 
comer to Convention problems since he 
has served more than 30 years with the 
Convention’s affiliate, the American 
Service Bureau; however, this year he 
has been confronted with problems and 
duties of a different nature. In my 
opinion, he has performed in an un- 
usually efficient manner. 

“There was a time when the president 
of this Convention was the dominant 


(Continued on Page 19) 


Officers of Legal Section 

Chicago—New chairman of Legal Sec- 
tion of ALC is Ray B. Lucas, vice presi- 
dent and general counsel of Kansas City 
Life, and former Missouri Insurance 
Commissioner. William H. Satterthwaite, 
counsel, Penn Mutual Life, is the new 
secretary of the Legal Section. 


Ralph R. Lounsbury, New President, 
Long Prominent in ALC Activities 


Chicago—Ralph R. Lounsbury, presi- 
dent of Bankers National Life of Mont- 
clair, N. J., was elected president of 
American Life Convention on Wednesday 
at the annual meeting here. He has long 
been prominent in activities of the con- 
vention and a member of its executive 
committee. 

Back in 1917-18 he was state actuary 
for Nebraska and left that position to 
become secretary-treasurer of the Union 
Life and Accident of Lincoln, Neb. In 
1922 he helped organize the Bankers 
National Life of Colorado. Later he or- 
ganized and became president of the 
3ankers National Life of Florida and 
still later in 1927 he organized and be- 
came president of the Bankers National 
Life of New Jersey. In 1929 the Colorado 
and Florida companies were merged with 
the New Jersey company, Mr. Lounsbury 
became president of the consolidated 
company. 

Mr. Lounsbury was born in Aurora, 
Neb., in 1892, was educated in University 
of Nebraska and University of Michigan 
and had one year of post-graduate work. 
He has his A. B. from University of 
Michigan, Phi Beta Kappa and is also 
a member of Beta Theta Pi fraternity. 
He is a member of the board of man- 
agers of Montclair Savings Bank, presi- 
dent of the New Jersey Citizens Tax 
Study Foundation and a director of the 


Status of Field 


Chicago—At a panel on status of field 
forces for Social Security purposes held 
Wednesday, moderator of which was 
E. J. Faulkner, president of Woodmen 
Central Life, Lincoln, Neb., the follow- 
ing were speakers: Gerald A. Schumaker, 
J. S. Treasury Department; Harold P. 
Packer, Old Age and Survivors Insur- 
ance Division, Department of Health 
Education and Welfare; Allen C. Steere, 
associate general counsel, Lincoln Na- 
tional Life, and Eugene M. Thore, Life 
Insurance Association of America. 

Under the Social Security Act, the 
common law rules apply in determining 
whether an indiv dual is an employe. In 
1950 Congress recognized that these 
rules fall short of covering certain in- 
dividuals who in many respects are like 
common law employes and should as a 
practical matter be treated as employes 
under the Old Age and Survivors In- 
surance. The resulting 1950 amendments 
to the SS Act added two categories of 
such individuals, one of which was full 
time insurance salesmen. 

Mr. Thore told the panel of some 
conclusions which seem important in 
construing the term “full time insurance 
salesmen.” He said: 

“The Senate Committee report sets 
forth factual situations which are illus- 
trative of some of the individuals falling 
within the occupational group called full 
time insurance salesman. The illustra- 
tion mentions the following character- 
istics: the salesman is not a common law 
employe. His entire or principal busi- 
ness activity is devoted to the solicita- 
tion of life insurance and annuity con- 
tracts primarily for one life insurance 
company. He ordinarily uses office space 
provided by his company or the general 
agent. He ordinarily has the benefit of 
stenographic assistance, telephone facili- 
ties, forms, rate books, advertising ma- 
terials.” 

Mr. Thore gave some conclusions in 
construing the term “full time insurance 
salesmen.” The term was designed to 
describe an occupational group, but not 
to define the individuals within the 
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New Jersey Taxpayers Association. He 
was appointed to the Federal Salary 
Stabilization Board in February, 1952. 


Forces for SS 


group. The words “principally” and 
“solicitation” of life insurance and 
annuity contracts are not words of limi- 


tation but are descriptive of a class of 
life insurance salesmen who are pri- 
marily employed by one company to per- 
form the services usually performed by 
a career life insurance agent. 

“It is important to note that the illus- 
trations excluded life insurance salesmen 
in terms of the contract between the 
parties and what is contemplated under 
such contracts,” said Mr. Thore. “For 
example, one illustration states that the 
individual is not covered if the contract 
contemplates that the individual’s prin- 
cipal business activity will not be the 
solicitation of life insurance and annuity 
contracts for one company. Finally, if 
an individual falls within the category 
of full time life insurance salesman that 
alone does not mean that he is covered. 
He must meet two other tests. They are 
these: he must not have a _ substantial 
investment in facilities; he must be in a 
continuing relationship with his princi- 
pal.” 


Arnold Heads Agency Section 

Chicago — Charles W. Arnold, vice 
president and superintendent of agencies, 
Kansas City Life, is new chairman of 
Agency Section, ALC. He attended Uni- 
versity of Missouri. After graduation 
he entered Kansas City Life home office 
in its policyholders service department 
and then after being with policy division 
department was transferred to agency 
department. 


New Texas Commissioners 

Chicago—Garland Smith, former Cas- 
ualty Commissioner for Texas, has been 
advanced to Life Commissioner succeed- 
ing George Butler who died recentiy. Mr. 
Smith also becomes chairman of the 
Texas Board of Insurance Commission- 
ers. Byron Saunders, a lawyer who has 
been chairman of the Texas Board of 
Public Welfare, has been appointed 


Casualty Commissioner. 











October 9, 1953 





American Life 


Convention Meeting In Chicago 





Hogg Reports New [rend Away From 
“Let Government Do It” Philosophy 


Chicago—There is a new trend in 
Washington away from the idea that 
everything big must be done by govern- 
ment which in the insurance field shows 
as a willingness to let private insurance 
demonstrate what it can do in expand- 
ing insurance benefits for the people, 
it was reported by Robert L. Hogg, ex- 
ecutive vice president of ALC in his 
annual report 

“There has been rather consistent 
pressure for the past few years in the 
direction of extension of Social Security 
into related fields,” said Mr. Hogg. “Pri- 
vate insurance has asked for an oppor- 
tunity to meet the challenge. In the 
past few months, there has been a no- 
ticeable trend to veer away from trying 
to put all these comprehensive social 
coverages in the lap of the Federal Gov- 
ernment. More attention is being given 
to claims of private insurance that they 
can furnish this service. This doesn’t 
mean that claims of private insurance 
have been accepted. It means that the 
march of these social coverages toward 
government has been temporarily stop- 
ped. The Congress, and the Department 
of Health, Education and Welfare, want 
to hear more about what private insur- 
ance can do. It seems to be a sort of 
probationary attitude. Advocates of di- 
rect Federal control will be extremely 
critical of what may be done on a vol- 
untary basis. 

“Yet there is danger in developing the 
wrong kind of voluntary machinery. For 
example, there is strong pressure for 
Federal subsidy of voluntary non-profit 
plans. This may be but one step removed 
from a wholly Federal plan. Govern- 
ment subsidy will always carry govern- 
ment control. Indeed, there may be little 
difference between the private plan, fed- 
erally controlled, and a simon-pure Fed- 
eral plan. The federally subsidized vol- 
untary non-profit plan is a big step to- 
ward a wholly Federal plan. 

“Those with the philosophy that every- 
thing big must be done by government 
are not so much in evidence. They can, 
and probably would, reappear in a dif- 
ferent political atmosphere. Those who 
have supported government operation in 
these other social fields because they 
doubted the capacity of private insur- 
ance to meet the need, are more in evi- 
dence, asking assurance by private in- 
surance as to its capacity in this field. 
What philosophy prevails will greatly 
affect the individual’s desire for private 
insurance. 

Policy Toward Social Security 


general field of Social Se- 
curity, the Convention has had only a 
vague policy. It is true that we did not 
oppose the establishment of Social Se- 
curity in the first place. Many individual 
companies made contributions towards 
its perfection. But, so far as a broad, 
over-all Social Security policy is con- 
cerned, there has been little or none. 
The closest approach to it was the 1944- 
45 draft of a joint statement by com- 
mittees of the Life Insurance Association 
of America, the National Association of 
Life Underwriters, and the Convention. 
Although their report was printed. it was 
not formally adopted by either the As- 
sociation or the Convention, and has 
simply had the status of a committee 
pronouncement. The position taken by 
the Convention and the Association has 
been on the basis of each particular 
Social Security legislative proposal. It 
has seemed that we should have a clear 
declaration of policy for staff guidance, 
rather than form policy on a day-to-day 
basis. With this objective, the Associa- 
tion and Convention appointed a joint 
committee under the chairmanship of 
Mr. Asa Call, president of the Pacific 


“In this 


Fabian Bachrach 
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Mutual Life Insurance Co. This com- 
mittee, and its various subcommittees, 
have worked long and effectively, with 
the result that the committee will have 
for presentation to the governing bodies 
of the two organizations, a report em- 
bodying broad policy which can be used 
as a staff guide dealing with the mul- 
titude of questions that are bound to 
arise when the Congressional Committee 
concludes its study and presents its 
recommendations for legislation. Mem- 
ber companies are greatly indebted to 
Mr. Call and his committee associates for 
the work which they have done.” 

Mr. Hogg reported that a special com- 
mittee has been working to develop a 
uniform policy as to qualifications for 
membership in ALC which was expected 
to report at the present meeting. The 
membership is now 233. One year ago 
Lee N. Parker, president and general 
manager of American Service Bureau, 
was made administrative vice president 
to handle the Chicago office following 
the establishment of the Washington 
office. Referring to the Washington 
office Mr. Hogg said: 

Washington Activity 


“In 1950, on account of the rapidly in- 
creasing number of matters requiring 
attention at the Federal level, the Con- 
vention established a Washington office. 
Comparable action was taken by the Life 
Insurance Association of America. Not- 
withstanding the strong support of the 
move by both organizations, some 
doubted wisdom of it. T feel that the 
past three vears of operation has calmed 
many of these fears. Deferring refer- 
ence to some of the institutional prob- 
lems centering around the Washington 
office, I wish to point out two generali- 
ties. 

“First, on the ground representation 
has made possible more effective han- 
dling of many important matters. Sec- 
ond, and this is extremely important, is 
the new atmosphere of multiple-trade 
organization cooperation. The Washing- 
ton office, to me as one vitally interested, 
has proved an outstanding example of 
cooperation, when there is a will to co- 
operate. 

“We are indebted to the Life Insur- 
ance Association of America’s General 
Counsel, Gene Thore and his able as- 
sistants Ralph McNair and Paul Walker 
for their fine work. The past year has 
seen the addition also of a staff member 


Pille Sees Turnover 
Continuing Problem 


HIGH IN OTHER’ BUSINESSES 
Mutual Benefit Vice President Suggests 
New Approach to Agents’ Turn- 
over and Financing 


Chicago, Oct. 6—No business can guar- 
antee success to its salesmen, Richard 
E. Pille, vice president of Mutual Benefit 
Life, told the American Life Convention 
today in a speech highlighted by docu- 
mented answers to critics of the high 
turnover of life insurance salesmen. Mr. 
Pille, who heads the field force of Mutual 
Benefit Life, told the Agency Section 
that it is important that the business 
recognize turnover as a normal business 
condition. It is also important, he said, 
that we have some idea of what may 
be a normal turnover rate to expect in 
the life insurance industry. He also 
urged that the business strive to improve 
selection, training and supervision of 
agents. A gain of even a few percentage 
points in turnover rates can represent a 
major step forward in economy. If 
enough energy is then applied, objectives 
can be achieved in spite of normal turn- 
over. 

“What is the success ratio in Amer- 
ica?” Mr. Pille asked. “What business 
can guarantee success? None. Only rela- 
tively few salesmen succeed in a sub- 
stantial manner in any industry. So with 
us. Should all this stop us from recruit- 
ing? No, for we have an opportunity 
second to none. We only owe men the 
opportunity for success. In life insurance 
selling, success opportunity is as great 
or greater than other lines of endeavor 
and with special advantages for that man 
peculiarly suited to our calling. 

“My point is this. As an individual or 
as a company, turnover of salesmen has 
been with us and it always will be. All 
right, let’s recognize it and put it to 
work. That means a greater application 
at our job so that we get the desired 
end results after turnover has had its 
effect, namely, enough successful sales- 
men to cover the market—blue collar or 
whatever market we are attempting to 
reach. 


Compares Well With Other Businesses 


“Tt would be fascinating to see an 
accurate study of distribution costs in 
other businesses in relation to our own. 
I believe we would show up very well. 
We have no tax dollars to spend. We 
have no expense accounts to ‘deduct. 
Some have said we are fortunate in not 
being permitted to invest as heavily in 
sales management props as is industry 
at large. We have been forced to do a 
better job of building an economic dis- 
tribution system than we might other- 
wise have done. While our distribution 
costs have risen and we must make every 
effort to control them (that includes 
agent financing), on the whole I think 
we have done a very good job indeed 





representing the Institute of Life In- 
surance in Washington. The work of 
Bob Taylor, the Institute representative, 
has been invaluable in the relationship 
we have been able to maintain with the 
working press in Washington. Of course 
our own Bob Crichton is extremely val- 
uable. He is an acquisition of which we 
are all proud. 

“In the three years the business has 
had these Washington offices, we have 
been able to establish important chan- 
nels of information with the working 
staffs of government departments. We 
are called upon more and more to fur- 
nish information and assistance to the 
Congress and governmental agencies in 
areas where the background and source 
material of the life insurance business is 
invaluable in the analysis of specific 
Federal problems. There is a more un- 
derstanding atmosphere for our business 
in Washington.” 


during a rough inflation period.” 

Mr. Pille pointed out that no other 
business devotes the time and study to 
problems of the unsuccessful agent as 
does the life insurance business. How- 
ever, he introduced some available fig- 
ures to show the turnover among sales- 
men in other lines of selling. Mr. Pille 
said that the average turnover for the 
period 1947-1952 of all employes in the 
manufacturing industry was 51.3%. In 
other words, one out of two workers in 
the manufacturing industry, not only 
salesmen but every one in the industry 
changes his job each year. 

Turnover, he explained, applies not 
only to human beings but also to the 
“corporate person.” A survey of the U.S. 
Chamber of Commerce in 1951 showed 
that during the eight-year period of 
1944-1952 almost 25% of the operating 
businesses in the United States discon- 
tinued business for some reason or other 

Turning to professional men, he pre- 
sented figures brought out at the Insti- 
tute of Life Insurance Management, Uni- 
versity of Illinois, 1950, showing a high 
degree of turnover among lawyers, doc- 
tors and other professional men. For 
example, of 218 men in the final year 
of law school of a great university, only 
44% were actually practicing law 18 
months later. The figure for the medical 
students was 53% practicing medicine at 
the end of two years after the final year 
in medical school. Other professions 
showed similar turnover. 

Other source material presented showed 
a high turnover rate associated with all 
forms of commission salesmen. 

“It appears that other businesses ad- 
mire and envy the life insurance indus- 
try for our knowledge of turnover, sur- 
vival, etc.,” Mr. Pille said. “That’s a 
tribute to our individual companies and 
to our associations. But I repeat, our 
industry facts aren’t too complete or 
accurate and they don’t go back very 
far historically. Furthermore, our defi- 
nition of full-time salesmen varies so 
much between companies that it is diffi- 
cult to make comparisons or collect 
statistics. However, we have made some 
real progress in this area in recent years 
and I hope it continues.” 


Financing New Agents 


Turning to the subject of financing 
new agents, Mr. Pille explained that the 
life insurance business expects new men 
to begin to earn their living from the 
day they start in the profession, a factor 
not present in some other professions. 
Secondly, because of the nature of the 
life insurance product, the agent is 
started off under a method of pay usu- 
ally reserved as an award for business- 
men in the pay-off years at the height 
of their success—the system of first year 
commissions and renewal commissions. 

To get a man started it has long been 
the common practice to give the new 
man some financial help. Mr. Pille said 
that the level of financing is much 
higher now than it ever was, comparing 
the amounts advanced at present with 
the “draw” of $100 a month which was 
common in the 1930’s. 

Mr. Pille pointed out that the “rate 
of risk” on money used to finance agents 
was perhaps no greater now than it was 
in the 1930’s. He based this statement 
on the fact that the rates of agent pro- 
duction was extremely low in 1933 com- 
pared with 1947 and later. 

“The rate of risk is the same,” Mr. 
Pille declared. “but the need for capital 
has tripled. The lack of sufficient capital 
is a brake on expansion. Men will invest 
if capital is available and they fully 
understand the rate of risk is no greater. 

“Tf as an industrv we are to cover our 
market, we must have sufficient sales- 
men. If the level of financing is higher 
because of demand in a tight manpower 
market and the inflation of costs, then 
we must invest more capital than for- 
merly, either directly through company 
plans or indirectly through helping our 
field management obtain the necessary 
capital for investment.” 








t only 
dustry 


Snot 
to the 
e USS 
howed 
od of 
rating 
liscon- 
other 
€ pre- 
Insti- 
t,U ini- 


iedic al 
‘ine at 
| year 
ssions 


he wed 
ith all 


Ss ad- 
indus- 
*. sur- 
at’s a 
Ss and 
t, our 
te or 
very 
defi- 
es so 
- diffi- 
‘ollect 
some 
years 


ncing 
it the 
* men 
n the 
factor 
sions 
f the 
nt is 
usu- 
ness- 
eight 
year 
ns. 
been 
new 
- said 
much 
aring 
with 
. was 


“rate 
gents 
t was 
ment 

pro- 
com- 


Mr. 
pital 
pital 
nvest 

fully 
ater. 
r our 
ales- 
gher 
ower 
then 
for- 
pany 

our 
sary 





October 9, 1953 















American Life 


Convention 








Meeting In Chicago 





Report of Alfred N. Guertin 


Chicago, October 7—Life insurance 
companies of the United States will pay 
taxes aggregating more than $369,000,000 
to the states and Federal Government as 
a result of operations during the year 
1953, it was estimated today by Alfred N. 
Guertin, actuary of the American Life 
Convention of Chicago. Speaking at the 
annual meeting of this organization here 
this week at the Edgewater Beach Hotel, 
Mr. Guertin told the hundreds of life 
insurance company executives assembled 
there that “state taxes on 1953 premiums 
will amount to $163 millions, other state 
imposts will exceed $21 millions, social 


security taxes, federal and state, will 
amount to $27 millions. These, along 
with $158 millions of federal income 


taxes will produce a grand total of $369 
millions of state and federal taxes not 
including taxes paid on real estate. These 
taxes will take $344 out of every $100 
deposited with us by our policyholders, 
for the protection of their dependents 
or for their old age. It is a heavy load 
to be placed on the amounts set aside 


as savings in 1953 by the frugal and 
thrifty of the nation.” 

Member companies of the American 
Life Convention, of which there are 233 
held 97.6% of all the life insurance in 
force in the United States at the end of 
1952, Mr. Guertin reported. These com- 
panies held 96.87% of the assets of all 
United States companies and collected 
94.77% of all the premiums collected 
in the United States. “In speaking for 
our companies” said Mr. Guertin, “we 
do speak for virtually the entire life in- 
surance business. 

“One of the important problems at the 
state regulatory level,” he said “is the 
threat of over regulation, particularly 
with respect to accounting methods and 
reports. The blanks committee of the 
National Association of Insurance Com- 
missions is familiar with the problems in 
this area, and most of us are ready to 
look to them to handle the interstate 
effects judiciously, with reasonable re- 
straint and with due consideration of 
the interests of all companies.” 


Ben Hadley Gives Plan for 
Activating Average Agent 


The problem of activating the average 
agent can be met by devising specific 
tools for each definite move the agent 
must make in effecting a sale, was the 
conclusion of Ben F, Hadley, vice presi- 
dent and superintendent of agencies of 
Columbus Mutual Life, speaking before 
the ALC meeting in Chicago this week. 
Mr. Hadley displayed each of the pieces 
in his company’s plan and demonstrated 
its use. He summed it up in this way: 

“In each of these sales plans we: State 
definitely and positively just what jobs we 
want the average agent to do in using 
the plan; set forth clearly and precisely 
just how we want him to do those 
jobs; provide him with simple, effective, 
easy-to-use tools for doing those jobs.” 

Mr. Hadley then stated five principles 
which had been developed in the appli- 
cation of the standardized tools as fol- 
lows: 


Gives Five Basic Principles 


“There Must Be a Tool for Every Job 
an Average Agent Needs to Do—Leave a 
gap, and the agent tends to bog down 
at that spot. And in bogging down at 
even one spot, his entire operation tends 
to slow down or grind to a full stop. 
It’s tough to activate the average agent 
to do a job when he doesn’t have an 
effective tool for doing it. However, build 
a tool for that job; teach the agent how 
to use it; and activating him becomes 
easy—he almost activates himself! And, 
as he pulls out of the mire at that one 
spot, his whole operation picks up and 
rolls forward. 

“These Tools Must Work for the 
Average Agent—Now that principle is 
not as silly as it may sound. Every one 
of us, with a little objective analysis, will 
find in our own company material cer- 
tain plans we continue to push at our 
average agents, which simply do not 
work for the average agent. And all of 
us know how tough it is to activate an 
agent to use a plan which just doesn’t 
work for him! So instead of hammering 
on the average agent to make use a 
tool which he can’t seem to use success- 
fully, we have found that we make 
much faster progress in activating him if 
Wwe use that same time, energy and in- 
genuity in devising tools which he can 


and will use successfully. 

“These Tools Must Be Easy for the 
Average Agent To Use—In fact, they 
must enable him to get the job done 
more easily than he can do it in any 
other. way. We have had many ex- 
periences which prove to us that unless 
a tool is easy to use, the average agent 
just won't use it. Therefore, since we 
want to activate him, we must give him 
tools which not only make it easy for 
him but also make it easier for him 
than any other way. 

“The Easier We Take It In Building 
Our Tool, the Harder Will Be Our Job 
in Teaching and Activating Our Agents 
to Use It—We have learned over and 
over again that if we are sloppy or in- 
complete in our thinking, and if we fail 
to develop an effective tool which makes 
it easy for the average agent to do the 
job we want him to do, we have a 
terrifically hard job in teaching the 
average agent how to use that tool and 
in activating him to use it. However, we 
have found that if we pay the price of 
whatever hard, realistic thinking it takes 
to devise a tool which the average agent 
can use, and then if we pay the further 
price of whatever gruelling, discouraging 
work it takes to test, revise and simplify 
our tool until it is fully effective and 
easy-to-use for the average agent, we 
find that from there on our job is 
relatively easy. 

“If Too Many Average Agents Either 
Can’t or Won’t or for Any Reason Don’t 
Use a Given Tool, There Is Something 
Wrong With the "Tool, Not Something 
Wrong With the Average Agent—How 
often have you heard someone say, 
‘Gosh, this is a wonderful plan—if the 
agents would just use it!’ Well, the rule 
in our shop is that no matter how won- 
derful we think any given tool is, if too 
many of our average agents don’t use 
it, it is not a wonderful tool—there is 
something wrong with it, and we have 
to improve it or simplify it or, if neces- 
sary, devise a new tool which our aver- 
age agent will use. 

“Those five principles are very, very 
tough to live with, but we have found 
that living with them and by them has 
actually made our job easier in the long 
run.’ 


Agent’s Importance Stressed by Cady 


Chicago, Oct. 6 — Building and 
strengthening the agent is the first step 
necessary to increase the percentage of 
spendable dollars put into life insurance, 
Herbert M. Cady, manager in Phila- 
delphia for Connecticut General Life, de- 
clared in his address on “The Dwindling 
Percent” at this morning’s session of 
the annual meeting of the agency section, 
American Life Convention, in the Edge- 
water Beach Hotel here. 

Mr. Cady, a West Point graduate of 
1936 and in life insurance since shortly 
after finishing second in his class at 
the military academy, emphasized that 
since the ultimate object of the life in- 
surance industry is to distribute life 
insurance protection to the greakest num- 
ber of people at the lowest cost, to best 
solve the deep-rooted desires and needs 
of the public for personal security, the 
agent must be recognized as the key. 
Life insurance is distributed by agents 
and it will continue to be distributed by 
agents, he said. 

Stressing personal production as the 
keystone to life insurance sales, Mr. 
Cady continued: “The business your in- 
dividual company did in the first six 
months of 1953 was done by either (a) 
your own full-time agent; (b) the full- 
time agents of other companies, what- 
ever their reason for giving you the 
business, or (c) life or general insurance 
brokers, under the supervision and 
motivation of men who have had the 
experience of being full-time agents. 

“The amount of business that comes in 
without effort at one time or another, 
on the part of an agent, is less than 
negligible. In my agency over the years 
the amount of such free business would 
not have provided trolley rides for a 
semi-retired agent with a greater than 
normal lover for the good fellowship and 
comfort of the office. 

“Insurance must be sold. 


Public Realizes Need 


“Almost without exception, the public 
realizes the need for insurance, wants 
more, expects to buy more; but not 
today—tomorrow. It takes an agent to 
change the ever-elusive tomorrow into 
today. 

“Therefore, all other factors notwith- 
standing, our success in increasing the 
percent of spendable dollars going into 
life insurance will vary directly with our 
interest in, and ability to: (a) Recruit 
more agents. (b) Recruit initially better 
agents. (c) Assist the established agent 
to continue his growth; to capitalize to 
a great degree on his maximum 
potential.” 

Mr. Cady then gave some suggestions 
as to what the home offices can do in 
these three areas. He admitted these 
were not new—some are very old—but 
he added it perhaps can help to re- 
emphasize their importance. Many indi- 
vidual companies, including his, have 
made great progress, he continued, but 
“The industry as a whole must make 
accelerated progress,” he added. 

“The progress must start with a re- 
valuation by the home offices of the 
status, the importance, the _problems and 
the welfare of the agent.” In this con- 
nection he emphasized that the agent’s 
success, his reaction, should be given 
major consideration in every company 
decision, since all affect him and, there- 
fore, the end result. He added that the 
development of any kind of clevage, 
imaginary or real, a feeling that the 
home office is one industry—the field 
another, is a guarantee of lower pro- 
duction and a dwindling percent of 
spendable dollars for life insurance. 

Other suggestions he made were: field 
management must be improved by head- 
ing up the agency department with top 
men and where possible with men oi 


successful selling and management ex- 
perience—men that the most successful 
agents and managers can have the great- 
est admiration and respect for. The 
selection of the field staff, wherever pos- 
sible, from the company’s own personal 


producers. A higher caliber, trained, posi- 
tive field management provided with im- 
proved 
agents. 


tools with which to help the 
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There is no finer place to hold a 
group meeting—this magnificent re- 
sort hotel with every facility and a 
resourceful staff. Superb food and 
service. Golf on championship 
courses (playable two thirds of the 
time during winter). Swimming in 
indoor pool. 
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Need Human Relations 
With Agency Forces 


HOLDERNESS CITES PROBLEMS 


Jefferson Standard President Says Com- 
pany Officers Should All Be 
Close to Agents 


Close human relations between com- 
pany officers and the agents in the field 
and an understanding of the agent’s 
problems by all of the executives is im- 
portant in the growth of a company, 
Howard Holderness, president of Jeffer- 
son Standard of Greensboro, N. C., told 
the Agency Section of ALC at Chicago 
this week. 

Citing some of the problems of the 
agent and his need to prosper and to 
situation, Mr. 


feel satisfied with his 


Holderness continued: 
What Executives Can Do 

“While we are working hard to keep 
all these problems solved, in my opinion, 
company officers can yet do more to fur- 
ther the success of the fieldmen. Per- 
haps the area which presents the great- 
est opportunity for improvement is in 
the broad category of better human re- 
lations. We must never lose sight of 
the fact that the biggest factor in the 
field of agency management depends 
upon, and revolves around, human im- 
pulses and human relations. Unfortu- 
nately, since our business relies so 
heavily on the human element, we must 
expect a certain amount of selfishness, 
drives for personal gain, short-run think- 
ing, prejudices, and all the other weak- 
nesses to which man is heir. 

“These human elements which are so 
predominant in ourselves and field force 
are magnified in complexity when com- 
pared with the mechanical aspects of 
our business such as the mechanics of 
accounting and actuarial formulas. There 
can be no one solution, plan or system 
that will fit all individuals. In our rela- 
tions with the field force, we must re- 
member that they, like we, are a very 
strange mixture of strength and weak- 
ness, of selfishness and_ unselfishness, 
everybody possessing these qualities in 
varying combinations. They can only be 
treated accordingly. ; 

“In outlining a plan for improving hu- 
man relations between our officials and 
the field, we should consider these 
things: Recognize that agents want more 
money; agents want the esteem of 
others; they want self-respect; they 
want security; they want to be recog- 
nized as an important part of the team; 
they like to know that their suggestions 
and views are given consideration; they 
want assurance that company rules and 
regulations are not ol : they 
are in keeping with ledusity -wide prac- 
tice today, not ten or 20 years ago. 

Summing all of these things up, the 
agents should be treated as important 
human beings—which they are. A plan 
for better human relations can be car- 
ried out only if every company official 
has within him the philosophy of coop- 
eration between the home office and the 
field—that philosophy which recognizes 
that dealing with our human resources is 
one of the most important jobs in our 
business. Nothing is more apparent to 
an agent than the presence or absence 
of this quality in management. 


Pride in Company and Officers 


“I’m convinced the best way to instill 
pride in company and confidence in com- 
pany officers among the field force is by 
close personal contacts—not by an occa- 
sional letter or handshake but by a real 
visit where we can become well ac- 
quainted with those individuals who 
represent us in all parts of the country. 
Such a policy naturally involves a great 


No One Named Yet to Fill 
Post of Late R. R. McKenzie 


Chicago—No successor was named this 
week to the post which was held by R. 
R. McKenzie, executive vice president of 
American Service Bureau, an affiliate of 
American Life Convention. The new ex- 
ecutive vice president will be announced 
at a later date. 





deal of traveling. In our company, we 
see to it that our officials make agency 
visits as often as practical. In my own 
case, I have traveled many thousands 
of miles during the last few years. 
have visited more than half of our 
agency offices and have contacted at 
various meetings in the field the ma- 
jority of our agents, district managers 
and managers. Our medical director does 
extensive agency travel as do our invest- 
ment officers, our legal counsel, and our 
secretary. 

“In my opinion, there is no substitute 
for seeing the fieldman in his home town 
and discussing his problems with him on 
his level. There is no other way to really 
understand the agent’s viewpoint. When 
we have a group of agents into the 
home office for a sales training school, 
we see to it that the company officers 
mix with them and get well ac quainted 
with them. This is done through a for- 
mal luncheon—yes—but more than that, 
the officers see the agents informally, 
often visit with them in informal dis- 
cussion groups in the evening. At least 
one function is arranged during each 
school when the officers’ wives can meet 
the agents socially. We follow the same 
pattern at managers conferences or at 
any time we have any field group at 
the home office. It is standard procedure 
in our company to invite all of our offi- 
cers and their wives to our company 
conventions. All of them go and enjoy 
the convention fellowship with the 
agents and their wives. Our company 
does not operate in the state of New 
York, so 213 is no problem in this con- 
nection. 

“There is another slant which may be 
overlooked. The average company ‘offi- 
cer, in my opinion, is genuinely inter- 
ested in the field force, but the field 
force does not always realize it. Unless 
we can sell ourselves to the agent, we 
are likely to find them with a “big brass” 
concept of company officers. That feel- 
ing is somewhat difficult to break down. 
Any officer who makes the agency force 
feel that the interest of the company 
is genuine—that it is not just lip-service 
—is doing much for his company. 

“You may say that this is the job of 
the Agency Department and not some- 
thing of major concern to others. I dis- 
agree—I think an element of understand- 
ing must extend directly from each com- 
pany official to the field force and back 
again, without intermediaries, and it 
must have the grace of sincerity. Some- 
one has said that understanding is like 
electricity—you can’t carry electricity 
from the generator to the point of use 
without a closed circuit. The line of 
communications from the agent to the 
officer is just as important as the one 
from the officer to the agent. Under- 
standing is a two-way street. I am not 
saying that the whole company must be 
one big agency department. Although I 
do believe everyone in the home office 
should be sales- -minded—at least sympa- 
thetic to the problems in the field. 

“Believing in our service, believing in 
our commodity and with a full realiza- 
tion of how wonderfully the unselfish 
ideals of trustee-ship have been upheld 
in our business, we should advance the 
cause of life insurance with somewhat 
the attitude of a militant evangelist— 
with faith, with fervor and with fidelity. 
In my opinion, this can best be done by 
every top officer having knowledge and 
appreciation of our field force problems 
and a genuine desire to do everything 
possible which might solve or alleviate 
these problems.” 


Kastner Reviews Laws and Decisions 


Chicago — Ralph H. Kastner, general 
counsel, American Life Convention, in 
his annual review of legislation and liti- 
gation of 1953 discussed service men’s 
benefits, farmers’ debtor relief, solicita- 
tion of business on military installations, 
retaliatory laws, community property, 
real estate investments, compulsory in- 
vestments, labor laws, Group insurance, 
aviation insurance, war clauses and other 
subjects. 

About the World Bank obligations he 
said Minnesota was the only state which 
decided this year to permit domestic life 
companies to invest in bonds of the In- 
ternational Bank for Reconstruction and 
It fixed a limit of 3% of 
Despite a 
amendment to 
the bill introduced in Iowa that state 


Development. 
assets on such investments. 
conservative protective 
refused to join the ranks of those states 
permitting such investments. Similar 
legislation also failed in Missouri. 
Commenting on Group insurance Mr. 
Kastner said the question is often raised 
in connection with Group coverage as to 
whether the employer is the agent of 
the insured, the argument being that the 
employer collects the contributory part 
of the premium from the employe and 
remits the total premium to the insurer. 
In case of Hanieff vs. Equitable of New 
York, the Pennsylvania Supreme Court 
held that the employer is not the agent 
of the insurer. In that case the bene- 
ficiary contended the insurer was liable 
under the policy on the ground that the 
employe had tendered premiums, ac- 
ceptance of which had been improperly 





History of ALC Completed; 
Dr. Buley of Indiana Author 


Chicago—The preparation of the new 
book ‘ ‘The American Life Convention, a 
Study in the History of Life Insurance” 
—has been finished and will soon be 
published. It will be in two volumes. 

Author is R. Carlyle Buley, Ph.D., pro- 
fessor of history at Indiana University 
whose history of the Northwest won the 
Pulitzer prize. Dr. Buley has been en- 
gaged for six years in the w riting of the 
history. In discussing the American Life 
Convention Dr. Buley, who is attending 
the ALC meetings here, said: 

“Personal contacts and_ friendships 
through the years, more than anything 
else, have served to cultivate mutual un- 
derstanding i in the management of an in- 
stitution so vital to our economic and 
social life.” 

Dr, Buley for 10 years taught in In- 
diana high schools and was also head of 
the history department of Springfield, 
Ill, High School. He has been a pro- 
fessor at Indiana University since 1925. 
His Pulitzer-winning book was “The Old 
Northwestern Pioneer Period.” 


The History Committee 


The new history of ALC, which among 
things will include the history Gr 1.5, 
insurance journalism, was prepared un- 
der the direction of the ALC history 
committee which consists of Herbert M. 
Woollen, American United; Claris 
Adams, Ohio State; R. R. Lounsbury, 
Bankers National; R. B. Richardson, 
Western Life, Frazer B. Wilde, Connec- 
ticut General; Cecil Woods, Volunteer 
State; Harry L. Seay, retired, Southland 
Life; and Dr. E. G. Simmons, Pan- 
American. Also on the committee were 
the late Charles G. Taylor, Jr., Metro- 
politan Life; L. J. Dougherty, Occidental 
of California; and Senator Isaac Miller 
Hamilton, Federal Life, who was chair- 
man of the committee. 


refused and that no notice of _employ- 
ment termination had been given the 
insured, thus denying him the oppor- 
tunity of applying for an _ individual 
policy. The court held that whether or 
not the employer was justified in refus- 
ing premium or entering upon its records 
the date of termination of employment 
were questions which need not be con- 
sidered for they would be pertinent only 
in an action brought against the em- 
ployer since the employ er was acting not 
as an agent for the insurer but for the 
employes or for itself. Redress therefore 
must be sought from the employer and 
not from the insurer, 

In case of Prude vs. Equitable of New 
York, the U. S. District Court of South- 
ern District, West Virginia, held that 
there was no ground for estoppel where 
notice had been given by employer of 
policy termination and the court stated 
that the employer was not an agent of 
the insurer except for the collection of 
the employe’s part of the premium. 





MPLOYEE and em- 

ployer . . . those in 
the professions . . . in 
business . . . the enter- 
tainment field . . . all 
recognize and endorse 
the excellent insurance 
services of The Union La- 
bor Life Insurance Com- 
pany. Our insureds are 
aware that their guaran- 
teed future financial safe- 
guard can be found in 
the insurance plans we 
write for them. 

We are proud of the 
many prominent Ameri- 
cans who are numbered 
among our insureds. They 
join with all our policy- 
holders in providing an 
excellent endorsement of 
the soundness and secur- 
ity of our life insurance 
contracts. Their approval 
is demonstrated by the 
continued trust and con- 
fidence they have placed 
in our insurance counsel. 

Day by day our family 
of policyholders increases 
at a record rate as they 
subscribe to the one cer- 
tain way of gaining their 
fair share of financial 
security. 
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Vincent Booth Discusses “Semantics” Resist Proposals That Violate 
Insurance Principles—R.D. Murphy 


Chicago—An examination of the use of 
words in life insurance contracts was the 
subject of an interesting talk on “A 
Study in Semantics” given by Vincent 
vy. R. Booth, counsel, New England 
Mutual Life, at the Legal Section. 

Mr. Booth explained that semantics is 
defined as the science of meanings of 
words—"The historical and psychological 
study and the classification of changes 
in the signification of words or forms, 
viewed as normal and vital factors in 
linguistic development.” : 

The troubles encountered in the use 
of words, he said, arises from the fact 
that words often convey different mean- 
ings to the draftsmen of policy forms, to 
applicants, medical examiners, underwrit- 
ers, insureds, beneficiaries, claim depart- 
ment managers or officers, and, of great- 
er significance, to judges whose inter- 
pretation of the instrumental will de- 
termine the rights and liabilities which 
flow therefrom. 

Court Decisions Turn on Words 


Mr. Booth examined a number of court 
decisions that hinged on the interpreta- 
tion of the wording of questions con- 
tained in the policy application and the 
answers that were given by the insured. 
He told of differences the court found 
between being under a doctor’s care and 
being examined by a doctor, between be- 
ing attended by a physician and consult- 
ing with him, and of having an ailment 
and having a disease. Even more difficult, 
Mr. Booth said, are those situations when 
the questions turn from factual situations 
to the subjective mind of the applicant. 
He told of a case where the question, 
“Have you ever suffered from any ail- 
ment or disease of the brain or nervous 
system?” was said to seek to probe the 
insured’s mind and a truthful answer to 
the full extent of the applicant’s knowl- 
edge did not constitute a false repre- 
sentation. The suggestion has been made, 
he said, that to avoid these difficulties, 
all questions in the medical examination 
should be phrased to elicit a factual re- 
sponse. Certainly questions of a subjec- 
tive nature are of little value if the mind 
of the person interrogated is closed 
against the obvious. Under such circum- 
stances the company must proceed with 
caution and rely to a greater extent on 
the avenues of inquiry revealed by 
answers to factual questions. 

Mr. Booth suggested that perhaps the 
answer to the problem of the choice of 
words in the medical questionnaires 
“does not lie in the cold phraseology of 
the printed application, no matter with 
what degree of care it has been prepared, 
but in the techniques of the medical ex- 
aminer and the underwriter as_ estab- 
lished by the company’s medical director 
and underwriting executives. If the medi- 
cal examination is conducted in haste, 
with the examiner paraphrasing ques- 
tions, hurriedly inserting answers and 
pointing with a flourish to the place 
where the applicant is to sign, the careful 
thought of home office counsel in draft- 
ing the application is a waste of time. 
If, as a matter of company policy, to 
meet the demands of the field forces, re- 
quests for statements from attending 
physicians are kept to a minimum, the 
claim committee must be prepared to 
take the consequences.” 


Meaning of Words in Policies 


Turning to life insurance policies, Mr. 
Booth pointed out that the meaning of 
words in such contracts has been the 
Issue in many court decisions. He said 
that in these cases one finds constant 
reference to the doctrine of ambiguity 
whereby courts reason that if because of 
ambiguity in languages used in a con- 
tract there is doubt or uncertainty as 
to its meaning, and if it is in a form 
Susceptible of two interpretations, one 
favorable to the insured and the other 


favorable to the company, the one favor- 
able to the insured will be adopted. After 
stating the doctrine he asked, “But when 
may word or phrase in an insurance 
contract be properly deemed to be 
ambiguous. Are there in fact some words 
which are inherently ambiguous with the 
result that the policy must be construed 
against the company despite the fact 
that the intention of the parties is clear 
when considered in the light of the cir- 
cumstances under which the policy is 
issued. Is it not possible that the courts 
have overworked the doctrine of ambigu- 
ity and have seized upon it as a lame 
excuse for failure to make an intellectu- 
ally honest attempt to determine the in- 
tention of the parties? Such a trend may 
well be disastrous when we take into 
consideration the fact that over a period 
of years there may be changes in the 
signification of words.” 

Mr. Booth then discussed several 
aviation exclusion provision cases to show 
that some courts have been unable to 
divorce themselves from the current atti- 
tude toward travel by air and to recreate 

(Continued on Page 18) 


Chicago, Oct. 8—Life insurance man- 
agement needs to continue to resist pro- 
posals which would violate insurance 
principles, Ray D. Murphy, president, 
Equitable Life Assurance Society, told 
the 48th annual meeting of the American 
Life Convention here this morning. 

Speaking before a general session of 
the Convention, Mr. Murphy said that 
the records of life insurance companies 
have been so free from misadventure 
despite wars, epidemics and depressions, 
that occasionally the principles of insur- 
ance “are credited with a magic which 
they do not possess. Sometimes pro- 
posals for handling certain problems 
through so-called insurance principles, 
or for using insurance companies for 
certain purposes, violate the very insur- 
ance principles which underlie our opera- 
tions. 

“Occasionally, some people have been 
disposed to take the position that life 
insurance companies have an obligation 
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Salt Lake Ord. Agency 


Layton Baldwin is an outstanding exam- 
ple of Anico career building. Mr. Baldwin 
became an agent for the Sompany April 
15, 1939, with previous insurance ex. 
perience. Success in following training 
brought early sales success and promotion 
to supervise a unit of the Sait Lake City 
Agency. Success in recruiting and train- 
ing brought further promotion to man- 
agership of the Agency or January 1, 
1944, when an opening occurred. Since 
that date the Sait Lake Agency has con- 
sistently been in top production positions 
and was accorded the honor of being se- 
lected “‘Most Outstanding Agency” in one 
year. Layton E. Baldwin is a star example 
of the Anico Career program. 
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to invest in common stocks to increase 
the equity portion of the capitalization 
of industry,” Mr. Murphy said. “That is 
a field of investment which is carefully 
restricted under state laws but is per- 
mitted to a small extent. It is not hard 
to account for the companies’ avoidance 
of substantial investment in common 
stocks. They are the least secure form 
of corporate investment, ranking behind 
bonds, mortgages and preferred stocks 
and fulfill least well our obligation to 
invest securely the funds provided by 
our policyholders to meet their eventual 
claim payments. They present a special 
surplus problem to provide for the wide 
market swings which can occur, as his- 
tory has so well demonstrated. Further- 
more, the great variance in the income 
which comes from them at different pe- 
riods does not correspond well with the 
obligation to add prescribed rates of in- 
terest each year to their reserves. It 
therefore should not be cause for any 
doubt why the companies which have 
such obligations to their policyholders 
take the position that any substantial in- 
vestment in common stocks would not 
meet their requirements. 

“Before dropping this subject, I should 
like to add a personal view,” Mr. Murphy 
stated. “The holder of common stock in 
a corporation is an owner of the busi- 
ness, and as such bears part of the re- 
sponsibility of management. I question 
seriously whether it is in the interest 
of the companies to bring them so close 
to management responsibilities in great 
numbers of industrial and other corpora- 
tions even though the stock owned 
might be a small percentage of a cor- 
porations’ entire stock; and I also ques- 
tion seriously whether in the long run 
the companies would remain free from 
forms of political pressure which might 
handicap us in the discharge of our ob- 
ligations to our policyholders.” 

Development of Group Life Insurance 

In discussing the adjustment of life 
insurance to changing needs, Mr. 
Murphy pointed to the development of 
Group life insurance which, despite its 
so-called mass coverage, he said, is 
founded on sound principles. “But be- 
cause it was mass coverage,” he de- 
clared, “it has sometimes been misunder- 
stood to the point where occasionally it 
has been thought that any mass of 
people could be covered by Group insur- 
ance. This is not the fact. From time 
to time proposals are made which violate 
essential safeguards; even some of our 
state statutes would specifically author- 
ize Group life insurance in circumstances 
that are unsound. 

“The decade of the 1930’s was charac- 
terized by growing concern over the cost 
of medical care. This was greatly aug- 
mented in the 1940’s by the increase in 
the cost of medical care brought on by 
inflation. Once again the life insurance 
companies, and other voluntary organi- 
zations such as Blue Cross and Blue 
Shield, responded vigorously. Many 
health coverages are being offered by 
insurance companies and some rather 
far-reaching experiments are being tried. 
Of all the contingencies with which life 
insurance companies deal, none is so un- 
certain and needs more experimentation 
than ill health and the financial provision 
for medical care. Let it be hoped that 
the companies and their trained experts 
will be unhampered in creating and try- 
ing out coverage and that we shall avoid 
legislative enactments which would al- 
most inevitably create impediments to 
true progress. The country can ill afford 
to make any missteps in that direction.” 

One of the most serious questions life 
insurance policyholders have had to face 
(Continued on Page 16) 
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Malvin Davis Analyzes Sec. 213 


Chicago—Malvin E. Davis, vice presi- 
dent and chief actuary of Metropolitan 
Life, in an address before the Legal 
Section of ALC on Tuesday, reviewed 
the background of New York’s expense 
and analyzed the 
Some of Mr. Davis’ 
amendments fol- 


limitation Sec. 213 
amendments of 1953. 
observations on these 
low: 

Temporary Increase in Limit on 

Expenses 

“There are different 
forms of limits 213. The 
limit on total commissions is determined 
by comparing the present value of the 
commissions to be paid during the first 
15 policy years with that of the sc ale set 
forth in the law. (Mechanically the test 
is made only on commissions payable 
during the second through 15 years, but 
if such payments have a greater value 
than the statutory scale, an equivalent 
reduction is made in the first-year com- 
mission limit.) In gener ral such a calcula- 
tion is made only at the time renewal 
commission scales or security benefits 
are changed. This limit has not pre- 
sented any technical problems. 

“The limit on all field expenses and 
that on total expenses are in a different 
form—namely on annual disbursements. 
So far as that portion of field and total 
expenses arising from first-year emg -ul 
sions is concerned, any increase in dis- 
bursements arising from a higher soe Son 
of new business issued is accompanied by 
an increase in the legal limit. Renewal 
commissions, however, have presented 
serious problems in these limits. About 
ten years ago it became a more general 
practice to use heaped renewal commis- 
sion scales in the compensation of agents, 
i.e, in lieu of paying renewal commis- 
over, say, nine years, they began 
paying them over a shorter period of 
time. While the total cost over the life 
of the policy may be the same under a 
heaped renewal or a flat renewal scale, 
the actual amount disbursed in any cal- 
endar year for renewal commissions may 


two basically 


under Section 


sions 


Oldest Past President 


Chicago—P. D. Gold, one of the found- 
ers of Jefferson Standard Life of Greens- 
boro, N. C., and now a successful agent 
for that company in Washington, D. C., 
also the oldest past president of ALC, is 
attending this convention. 


Moses of Arkansas P. & L. Co. 
Tells Some Facts About TVA 


Chicago—C. Hamilton Moses, chairman 
of Arkansas Power & Light Co., told 
ALC that if the government’s TV A elec- 
tric power project paid the same taxes as 
private utilities, it would operate in the 
red. He proposed that TVA be made to 
absorb all such costs and put utility com- 
petition on an even basis. 

“Some of you will be surprised to 
know,” said Mr. Moses, “that America 
has hundreds of different Federal cor- 
porations performing many business 
functions, doing many billions of dol- 
lars in business—including the biggest 
banking concern in the nation—the big- 
gest insurance company in the nation, 
with the government being the coun- 
try’s biggest landowner. None of these 
corporations and none of this govern- 
ment property pays any semblance of 
taxes. You will be surprised at the 
tremendous growth of Federal Govern- 
ment in the power business. We now 
have 76 Federal power plants in this 
country—many times what we had 15 
years ago. None of these properties are 
on the tax books.” 


Beginning in 1946 
new business increased 
The combined effects of 
greater issue and the 
renewal commis- 
resulted in 
substantially 


differ substantially. 
the volume of 
considerably. 
the substantially 
changed incidence of 
sion annual disbursements, 
the companies making 
greater outlays in renewal commissions 
starting in 1947, This in itself does 
not affect the cost of insurance to poli- 
cyholders. The legal limit formula, how- 
ever, does not accurately reflect these 
changed conditions nor does it make al- 
lowance for the higher costs resulting 
from general inflationary influences. 

“The limit on total expenses was simi- 
larly affected. It does not take into ac- 
count the difficulties caused by the 
varying incidence of renewal commis- 
sions, and the new business element 
does not have sufficient weight. Further- 
more, the general increases in costs due 
to economic conditions that are not sub- 
ject to company control have also further 
reduced the margins that would other- 
wise be available. 

“This problem was brought to the at- 
tention of the New York State Legis- 
lature and in 1948 Section 213 was 
amended by expanding the limit on all 
field expense and that on total expenses 
for a temporary period of five years to 
allow the subject to be studied. A Joint 
Committee of the LIAA and ALC was 
appointed for the purpose of studying 
the workings of Section 213 and recom- 
mending desirable amendments. This 
committee recommended a complete re- 
vision of the law, but in the absence of 
the agreement of the Insurance Depart- 
ment, no legislation of this nature was 
enacted. However, several amendments 
to the existing statute were passed at 
the 1953 session of the legislature, which 


MR. BROKER 


included a continuation for one more 
year of the additional temporary allow- 
ances for field and for total expenses in 
order to allow further study of the sub- 
ject, which it is receiving. 
Increase in Limit on Agents’ 
Compensation 


“When the temporary increases in the 
limits on field and total expenses were 
enacted in 1948, no change was made in 
the limits on the rates of agents’ com- 
pensation. However, questions have 
arisen as to the extent to which current 
conditions warrant an increase in such 
limits to take account of the impacts of 


(Continued on Page 42) 
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Fischbach’s Aviation Exclusion Study 


An exhaustive study of the “Validity 
of Aviation Risk Exclusion Riders” 
made state by state by John W. Fisch- 
bach, general counsel of Minnesota Mu- 
tual Life, was given by him before the 
Legal Section of ALC. The study covers 
more than 150 pages. 
remarks Mr. Fisch- 
bach said in part: “This paper records 
the results of rather extensive research 
and study of the status of aviation risk 
exclusion provisions, both past and pres- 
ent, as regards their validity in the event 
the insured’s death results from the 
hazard which the company intended to 
exclude and, in ensuing litigation, the 
beneficiary contends that the company 
is precluded from defending under the 
risk-exclusion provision because that 
provision is invalid and ineffective; in 
addition, where appropriate, some ob- 
servations regarding judicial interpreta- 


In introductory 
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State Mutual’s new Pension and Profit Sharing Program 
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proach and explains in easily understood language how 15 
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tion of certain pertinent words and 
expressions have been included. As the 
title indicates, it is a state-by-state study 
and report, the: situation prevailing in 
each state, presently and during past 
periods, having been studied and re- 
ported upon separately. The project has 
been handled that way in the hope that 
a report consisting of separate discus- 
sions regarding each state would serve 
the desired purpose better than a more 
generalized paper which would simply 
group and compare statutes and deci- 
sions and report majority and minority 
holdings of the various jurisdictions, 
Such treatment of the subject seems to 
me to be not only justifiable but neces- 
sary, for your case inv olving an aviation- 
exclusion validity problem is going to be 
settled according to the laws and deci- 
sions of a certain state. What the law of 
the neighbor state is may be of only 
secondary interest. Of course, I am not 
unmindful of the persuasive force of 
leading cases in any court; and I am 
well aware of the trend toward the Con- 
way doctrine in recent years. Those 
considerations are reflected in all opin- 
ions which are expressed on the validity 
question. Surprisingly little repetition or 
duplication was necessary for each state 
does present a different problem. 


State Laws Test Validity 


“The validity of a policy provision will 
be tested by applying the laws which 
were in force at date of issue in the 
state in which the contract was issued. 
Legislative enactments will apply to only 
subsequent issues. If the statute con- 
cerned is adjudicated later, the court's 
interpretation will affect outstanding 
policies issued while the law was in 
effect. So, because the validity question 
is of interest to you not only as to cur- 
rent issues but as to Hea ri policies 
as well, this study has been extended 
over the past two decades a tt which 
aviation exclusion riders have been in 
general use and, where the enactment 
or amendment of a statute has effected 
a change, the situations existing both 
before and after the enactment have 
been described and an opinion has been 
expressed on the validity question as 
to riders issued during each_ period. 
Many of the states have more than one 
such period. My own home state of 
Minnesota has the unenviable record of 
four. 

“I have endeavored to 
opinion as to validity as definitely as 
possible, but, of course, they are still 
only opinions. Frequently, where there 
is doubt, I have tried to measure it and 
to state it in terms of numerical evalua- 
tion. So that you may second-guess me, 
I have stated the basis for the opinion 
in each case. I have also endeavored to 
keep the style as conversational and in- 
formal as the subject-matter permits, 
but, nevertheless, to adhere to the law- 
yer’s method of picturing a legal prob- 
lem. One result of that is that you have 
been spared my own rather critical opin- 
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IT’S NOT THAT my job’s a snap. I’m on the go from the time I put 


Ps down my morning cup of coffee until I pick up the evening paper 

‘se at night. And after that, I’m thinking about my work. After sup- 

sued. per is when I take out the old file—and map out tomorrow’s calls. 

= But even going through that file is pleasant. For example, 

“a I come to the name Johnson, Paul E.—and a picture comes to 

RRR mind. It is a picture of Paul Johnson’s little manufacturing plant. 

tion That’s the plant that went right on producing and paying profits 

cies even after Paul’s partner died. An Equitable Business Policy 

ue saw to that. 

ng That’s just one card in my file. There are hundreds more. 

wr All friends of mine I’ve helped to find security as part of a day’s 

both work with the Equitable Society. 

= I earn my living working for the Equitable Society and I ; 

1 as won’t try to underestimate the importance of that. But the best ; di 

= thing about it is the job I do—the people I meet and help—and T | E. & re) U I TA g L E 

> oF the knowledge that I’m working for a truly top notch company. Fate 

d of If ever a man was happy in his work—it’s an Equitable Rep- LEE TRANCE 
my resentative like me. so CIETY 

y as 

still OF THE UNITED STATES 

here One of a series of advertisements illustrating how a representative of The 

and Equitable Life Assurance Society serves his community by selling life insurance. 


lua- 393 Seventh Avenue, New York I, N. Y. 
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Myers Views Future 
Of A. & H. Business 


RESULTS OF N. Y. LIFE STUDY 
Company Executive Tells Bureau Meet- 
ing Great Future Lies Ahead 
for Business 


Because it felt a responsibility to be 
responsive to ch nging times and needs, 
the New York Life entered the accident 
and health field in 1951 and some ob- 
servations resulting from the company’s 
study of the business were given to the 
Bureau of Accident and Health Under- 
writers at the meeting at Seigniory Club, 
Quebec this week, by Clarence J. Myers, 
executive vice president of New York 
Life. Mr. Myers will become president 
of the company on January 1. 

Speaking of opportunities for future 
progress in the accident and health field 
he felt that they lie in five main areas: 
(1) greater recognition of the responsi- 
bility of the agent for sound underwrit- 
ing and good public relations, (2) 
greater emphasis on public relations ob- 
jectives in handling claims, (3) broaden- 
ing the product line so as to leave fewer 
needs uncovered, (4) developing tech- 
niques that will cut and channel 
more of the premium dollar into benefits, 
and (5) developing formal programs for 
improving public relations. 


costs 


Agents Need Training 


“As to the first point,” said Mr. Myers, 
“it seems clear that agents need only a 
moderate amount of training in order to 
sell a satisfactory volume of individual 
accident and sickness policies. But they 
need much more training to sell in a 
manner that lays a sound foundation for 
future sales. Accident and_ sickness 
policy provisions are not easy for the 
buyer to understand. Misunderstandings 
can easily lead to disappointments. Ac- 
cumulated disappointments can build up 
resentments, damaging to the reputation 
of the insurer and to the whole institu- 
tion of insurance. The ill effects of care- 
less salesmanship may be delayed, but 
they are inexorable. A portion of each 
dollar spent on selecting and training 
field men should therefore be regarded 
as an investment that will yield future 
dividends in public acceptance and good 
will. An insurance company cannot suc- 
ceed without an ample fund of such good 
will. We need agents who are more than 
just salesmen. We need agents who will 
make sure that their clients get just what 
they need and understand what they get. 

“A second area of opportunity lies in 
the proper handling of accident and sick- 
ness claims—or perhaps I might say in 
avoiding the mishandling of claims. 
Even with the most enlightened sales- 
manship in the world and the most care- 
ful drafting of policy language, there will 
be misunderstandings regarding claims. 
Accident and sickness benefits are con- 
ditional on a host of circumstances—on 
the cause of injury or illness, date of in- 
ception, place of occurrence, degree and 
duration of disability, effect on employ- 
ability, distinction between necessary and 
unnecessary medical and other expenses, 
and of course on the specific coverage 
provided by the policy. This imposes a 
great responsibility upon the claims de- 
partment. This department must not 
only be staffed with competent claims 


Life of Georgia Changes 

Life Insurance Company of Georgia 
announced the following agency changes: 

Sam Anderson appointed field super- 
visor for the Spartanburg, S. C., district. 
Mr. Anderson, for the past three years 
a training assistant at the home office 
in Atlanta, has been with the company 
18 years. 

Benjamin E. Holland appointed assist- 
ant to agency secretary. Mr. Holland, 
former staff manager in Raleigh, N. C., 
has been associated with the company 14 
years. 

Tom F. Teel appointed district man- 
ager in Clarksdale, Miss. He has been 
staff manager in Murfreesboro, Tenn. He 
joined the company in 1936. 





personnel but these people must recog- 
nize the importance of their public rela- 
tions function. It is important today, as 
never before, that we guard our reputa- 
tion for fair play in handling claims. 


Need to Broaden Scope 


“A third area of real opportunity lies 
in broadening the scope of protection 
offered in our insurance policies and in 
our underwriting rules. Much of the 
criticism that has been heard on this 
score is based on misunderstanding of 
the practical problems that are involved. 
But perhaps we haven’t been as clear as 
we should be about our objectives. We 
should certainly make them clear. Fur- 
thermore, we should make them as broad 
as we possibly can. The accident and 
sickness business cannot retain the pub- 
lic’s confidence with policies that seem to 
the public to be full of tricky exceptions, 
exclusions, limitations, waivers and loop- 
holes. We must decide, among other 
things. whether comprehensive protec- 
tion of retired people, or of the aged 
population generally, lies within our 
province. We must move forward as 
rapidly as possible with so-called maior 
medical. or catastrophic expense cover 
age. so as to convince the public of our 
ability to deal with this problem. 

“Fourth, the protection that we sell to 
individuals is not always as economical 
as we would like it to be. In classes 
of business where less than half of the 
premium dollar is paid back to policy- 
holders. we are exposed to criticism. I 
know that a great deal of thought has 
heen given to this problem, and I be- 
lieve that certain lines of attack will 
prove fruitful. Some progress has been 
made by means of deductible clauses, 
waiting periods, and other devices that 
eliminate small ‘nuisance’ claims which 
are so uneconomical to administer. I 
realize that to some people it seems im- 
practical to go further in this direction. 
But when an objective anpears to be 
urgent enough, practicality is often 
found to be a relative matter. and in- 
ventiveness is stimulated. We must 
spare no effort to achieve economies 
that will make our product a maximum 
success. 

“With increasing success in the four 
directions that I have just discussed, our 
nublic relations. which is the fifth point 
IT mentioned, will largely take care of 
itself, because actions always speak 
louder than words. Some attention 
should constantly be given. however, to 
the formal side of good public relations 
—the cultivation of understanding and 
good will through advertising and pub- 
licity. 
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Made Brokerage Supervisor 

The Schwartzberg Agency in Jackson 
Heights, New York, general agent for 
United States Life, has appointed Sher- 
man N. Kearns, Jr., as: brokerage super- 
visor. 

Mr. Kearns was educated at Seton 
Hall and Long Island Universities. He 
served in the Army from February, 1951, 
to February, 1953. He has been connected 
with the Kearns and McCourt general 
agency in Brooklyn, N. Y., since 1948 
and this year became its vice president. 
He has also served as a special agent for 
the Royal-Liverpool Group. 

A member of the Brooklyn Brokers 
Association, Mr. Kearns resides in Lake 
Success, N. Y. 


Aetna Calendar Awards 

Twelve full-color original paintings of 
life in America 100 years ago, used as 
illustrations for the 1953 Sportsman’s 
Calendar commemorating the centennial 
of the Aetna Life, have been won by 
representatives of the Aetna Life Affili- 
ated Companies in a nationwide letter- 
writing contest. 

The paintings, created especially for 
the Aetna by Henry Sutter, widely 
known illustrator, were awarded to the 
writers of the 12 Best letters describing 
unusual experiences in distributing the 
Aetna Sportsman’s Calendar. 

Winners in the contest were John P. 
Bassett, Bridgeport, Conn.; John M. 
Caldarella, New Haven, Conn.: Emery 
W. Denis, Montonelier, Vt.; William B. 
Duane, Boston, Mass.: William L. Favin- 
ger, Detroit, Mich; Roy Lockhart. Bir- 
mingham, Ala.; F. Wesley Oliver, 
Seattle, Wash.: Rolla D. Patton, Jr., 
Rochester, N. Y.; Raymond Rothman, 
Woodland Hills, Calif. ; Reuben Subotky, 
Mount Vernon, N. Y.; Augustus C. Wal- 
lace, Goshen, N. Y., ‘and J. W. Wynn, 
Crowley, La. 
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NALU Nominating Comm. 


Oren D. Pritchard was elected chair- 
man of the 1954 NALU nominating com- 
mittee by vote of the committee’s mem- 
bers in a poll conducted by mail, it was 
announced by the national headquarters 
of the National Association of Life 
Underwriters. Mr. Pritchard is manager 
for Union Central Life in Indianapolis. 

Other committee members are: Robert 
L. Clark, manager, California-Western 
States Life, Houston; Chauncey D. 
Cowles, Jr.. CLU, agent, Northwestern 
Mutual; John N. Lenhart, CLU, mana- 
ger, Great-West Life, Cleveland, and 
Loren D. Stark, CLU, agent, Connecticut 
Mutual Life, Houston. 

During the closing session of the 
National Council, at the NALU conven- 
tion at Cleveland, President David B. 
Fluegelman, CLU, immediate past 
president, in accordance with Section 1, 


Part 2, Art. VI of the NALU By-Laws, 
presented the names of 15 members of 
member associations as nominees for 
membership on the 1954 committee on 
nominations. 


now 
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D. A. Carr Agency to Move 
To New and Larger Offices 





DAVID A. CARR 


A consistent growth in business—$7,-. 
750,000 paid for production for the first 
eight months of 1953, not including A. 
& H., Group or pension trust—has neces- 
sitated an increase in office space for 
the David A. Carr Agency, Inc., New 
York City, of Continental Assurance. 
The agency, which handles brokerage 
and surplus business exclusively, will 
move to its new offices at 50 East Forty- 
second Street on October 16. 

This year the agency, headed by David 
A. Carr, president and Michael A. Wil- 
ton, vice president, sent 14 qualifiers to 
Continental Assurance’s Pyramid Con- 
vention in Chicago—a sharp contrast to 
the time, four and a half years ago, 
when the agency first opened its door 
at 1780 Broadway. Then the entire “staff” 
consisted of Mr. Carr, Mr. Wilton and 
one girl. Today, the agency has an 
agency supervisor, Harry V. Cohen; 
an office manager, Marion Little and a 
cashier, Ray Villandry, all of whom have 
contributed greatly to the agency’s 
progress. 

In discussing the new move, Mr. Carr 
said: “The steady increase in the number 
of brokers with whom we do business 
has been due mainly to the willingness 
of our underwriting department to work 
along with us on ‘problem’ cases. With 
the addition of our new Non-Can A, & 
H. series, more brokers than ever are 
stopping in to see us. We want to be 
able to take care of them properly, as 
we always have, and we feel that our new 


offices, larger and more conveniently, 
will be 


a great help along those lines.” 


Henry C. Kranz Anniversary 

Henry C. Kranz, one of the Equitable 
Society’s pioneer Group insurance sales- 
men and now assistant manager of the 
Group department, recently celebrated 
his 40th anniversary with the Society. 
Still a star salesman, he has just assisted 
the C. I. T, Financial Corp. in working 
out a complete hospital-surgical plan, 
including major medical expense with a 
$10,000 maximum for their 8,000 employes 
and dependents. 

Joining the E “quitable two years after 
the company originated Group insurance 
in 1911, Henry Kranz was hired as an 
office boy, but graduated to selling by 
1916. His first case, covering Group life 
insurance for the employes of the Ni- 
agara Alkali Co., Niagara Falls, 1 is still in 
force. Outside of service in two World 
Wars and a four- -year period as superin- 
tendent of the J. M. Riehle agency of 
the Equitable, he has continued to spe- 
cialize in Group protection. It is esti- 
mated that if the current Group cover- 
ages in force originated by him were 
totaled, they would exceed a billion dol- 
lars in volume. 


Robert C. Gilmore, Jr., Names 
NALU Committee Chairmen 


NALU standing and special committee 
chairmen named by President Robert C. 
Gilmore, Jr., for the 1953-54 administra- 
tive year are: Affairs of Veterans and 
Servicemen— Louis J. Grayson, CLU, 
Travelers, Washington, D. C.; agents— 
Howard Cuyler Ries, CLU, Equitable 
Everett, Wash.; associations— 
Donohue, Equitable of lowa, 


Society, 
John C. 
Baltimore; subcommittee on coordina- 
tion—Mrs. Laura M. Benham, CLU, 
Prudential, Niagara Falls, N. Y.; by-laws 


—M. W. Peterson, CLU, Lincoln Na- 
tional Life, Charlotte, N. C.; compensa- 
tion—Stanley C. Collins, CLU, Metro- 


politan Life, Buffalo, N. Y.; conserva- 
tion—C. L. O’Quinn, Aetna Life, Laurel, 
Miss.; convention program—A. Jack 
Nussbaum, Massachusetts Mutual Life, 
Milwaukee; credentials—Fisher E. Sim- 
mons, Jr., CLU, Pan-American Life, New 
Orleans; disability insurance—Carl A. 
Ernst, North American Life & Casualty, 
St. Paul, Minn.; elections—Harry J. 
Syphus, Beneficial Life, Salt Lake City; 


federal law and legislation—Gerard S. 
Brown, CLU, Penn Mutual Life, Chi- 
cago; field practices—Robert L. Walker, 
CLU, Peninsular Life, Orlando, Fla.; 
functions and activities—Henry S. Stout, 
John Hancock, Dayton; Group insurance 
—David B. Fluegelman, CLU, Connecti- 
cut Mutual Life, New York; location— 
Charles E. Cleeton, CLU, Occidental of 
California, Los Angeles; membership— 
Mitchell M. Rosser, CLU, Phoenix Mu- 
tual Life, Boston; public information— 
William D. Davidson, CLU, Equitable 
Society, Chicago; publications—Claude 
C. Jones, Connecticut Mutual Life, In- 
dianapolis, Ind.; relations with attor- 
neys—Theo. M. Green, CLU, Massachu- 
setts Mutual, Oklahoma City; relations 
with other organizations—Mrs. Elsie 
Doyle, Union Central Life, Cincinnati; 
relations with trust officers—Paul H. 
Conway, CLU, John Hancock, Syracuse; 
research and_ industry development— 
Philip B. Hobbs, Equitable Society, Chi- 
cago; resolutions—Henry S. Stout, John 
Hancock, Dayton; social security—Albert 
C: Adams, John Hancock, Philadelphia; 
state law and _legislation—Oren OD. 
Pritchard, Union Central Life, Indiana- 
polis; underwriter education and train- 
ing—Howard V. Krick, CLU, Penn Mu- 
tual, New Haven; and women under- 
writers—Alberta Light, National Life of 
Vermont, Detroit. 


David G. Supple’s New Post 


Appointment of David G. Supple as 
assistant manager of the Group insur- 
ance department of Equitable. Life As- 
surance Society was announced by Ray 
D. Murphy, president of the company. 
A graduate of Princeton and a veteran 
of World War II, Mr. Supple joined the 
Equitable in 1949 as a service supervisor. 
He was later made assistant to the man- 
ager of the northeastern department 
and in 1952 was transferred to the 
Greater New York department in a sim- 
ilar capacity. 





HEADS PRUDENTIAL DISTRICT 

Royal H. Behling, staff manager in 
The Prudential’s South View district of- 
fice in Milwaukee has been named head 
of the company’s Green Bay, Wisc., dis- 
trict. He succeeds the veteran Prudential 
manager, William G. Heppert who has 
retired after spending 21 years in the 
Green Bay post. 

Mr. 3ehling’s association with Pru- 
dential began in 1928 when he was ap- 
pointed one of the company’s agents in 
Milwaukee. He was advanced to a staff 
managership in 1939. He leaves that post 
for the larger responsibilities at Green 
Jay. 

















We are pleased 


to announce the 


appointment of Walter S. Newton, y f. 





who is Vice President of the New Hampshire Life Under- 
writers Association, as Franklin Life Division Manager, 


with headquarters in Concord, New Hampshire. 
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N. Y. Department Rules 
Guest Expenses Void 


VIOLATION OF SECTION 213 


Superintendent Bohlinger Holds Pay- 
ment of Expenses of Wives or 
Guests Prohibited by N. Y. Law 


Superintendent of Insurance Alfred J. 
Bohlinger has ruled that the payment 
of expenses of life insurance agents’ 
wives or guests at educational confer- 
ences or conventions by agency mana- 
gers or general agents is prohibited by 
the New York Insurance Law. He has 
also held that the payment of expenses 
of officers’ wives on business trips or at 
conventions or agency meetings by com- 
panies is violative of the intent of the 
law. 

Reaffirms Previous Rulings 

The New York Superintendent of In- 
surance reaffirmed previous rulings of 
the State Insurance Department after 
he learned that agency 
general agents were offering to pay the 


managers and 
expenses of wives and guests at meet- 
ings. In a letter to companies, Mr. Boh- 
linger stated that he was bringing the 
matter to attention because the 
Department hold responsible the 
management of any company which per- 
mits a violation of the provision of Sec- 
tion 213 of the Insurance Law through 


their 
“will 


the making of such payments by agency 
managers and general agents.” 
Referring to the fact that the Depart- 
ment has, on several occasions since 
1924, ruled that the 
expenses is not permitted by the law, 


pointed out 


payment of such 


Superintendent Bohlinger 
that the rulings 
agency managers and general agents as 
as to companies, even though the 


previous “apply to 


well 
company does not directly reimburse the 
manager or general agent for payment 
of expenses of agents’ wives and guests 
to a convention.” 

The New York Superintendent of In- 
surance also reminded the companies 
that the justification for reimbursing 
agents who attend these meetings “is 
based upon the educational value of the 
meeting to the agent and the absence of 
pecuniary benefit to him.” This justifica- 
tion Mr. Bohlinger stated, “is not pres- 
ent in the case of payment of expenses 
of a wife or guest accompanying an 
agent to a convention or agency meet- 
ing.” In the latter situation, the Super- 
intendent pointed out, “it is manifest 
that the agent when he is thus reim- 
bursed, receives a reward contrary to 
the statutory prohibition for the reason 
that he is relieved of the personal ex- 
pense which would otherwise be incurred 
by him.” 

Superintendent Bohlinger suggested to 
the companies that they establish in 
advance the qualifying requirements 
which agents must meet to attend an 
agency convention or meeting. He also 
recommended that the meetings be held 
at places where it is apparent that the 
object of the meeting is the business 
of the company and not subordinate 
such business to pleasure outings. 

On the question of expenses of of- 
ficers’ wives, Mr. Bohlinger held that 
the payment of such expenses “relieves 
the officer of an expense which would 
otherwise be incurred by him, thereby 
enabling the officer to enjoy a pecuniary 
benefit.” Declaring that such payment is 
violative of the provisions of the law, 
Mr. Bohlinger added that it is “incon- 
sistent with the principle of economy 
in agency operation embodied in Sec- 
tions 212 and 213.” He directed the com- 
panies to “take all steps necessary to 
insure compliance with the spirit as well 
as the letter of the law.” 


Sets Production Records 

Jefferson Standard’s field force rolled 
up the largest volume of new business 
of any nine-month period in the history 
of the company. The record $122,284,520 
volume exceeds production for the same 
period in 1952 by more than $8 million, 
according to Karl Ljung, vice president 
in charge of agency operations. 

Net gain in insurance in force for the 
first three quarters of the year amounted 
to $75,480,504, pushing total insurance in 
force as of September 30 up to $1,212,- 
146,785. 


Frank Price Retires 
From The Prudential 


WAS FORMER NEWSPAPERMAN 


Associate Manager of Public Relations 
and Advertising Was Author of 
Many Short Stories 


Frank J. Price, Jr., associate manager 
in the public relations and advertising 
department of The Prudential at the 
home office in Newark, N. J., one of the 
most dynamic and colorful men to come 
into the insurance business after years 
in daily newspaper work, has retired 


























LADIES’ MAN 


Cherchez la femme (or find the woman) said the 


French detective. And the little lady is also an import- 
ant factor in closing the sale of a life or accident and 
health policy. That Bankers National policies appeal to 
the lady of the house is borne out by the sales record 
of our agents. Our ALL IN ONE PLAN is guaranteed 
to have a “way with the women” because it insures the 
household against injury, sickness, death and old age 
in one package. Then, too, the gals will appreciate the 
friendly service that is a part of a Bankers National pol- 
icy. Why not see how this sound and progressive com- 
pany can help your sales. Write today for details. 
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AVAILABLE 


Attractive office space for General 
Insurance Broker with life insurance 
agency in Lincoln Building, 60 East 
42nd Street, New York City. Please 
call 


MUrray Hill 2-2833 








after 28 years with the company. Among 
his many affiliations he has been promi- 
nent in the Life Insurance Advertisers 
Association. 

With many years of daily newspaper 
experience including work on the staff 
of the old New York World and on 
other papers in Philadelphia and Chi- 
cago, Mr. Price joined The Prudential 
in 1925 to handle publicity and certain 
aspects of its advertising program. His 
entry into the insurance business. fol- 
lowed shortly his return from Russia 
where he had been a field representative 
for Herbert Hoover’s American Relief 
Administration. 

From time to time, during his years 
of service with The Prudential, Mr. 
Price was granted leaves of absence so 
that he could accept publicity assign- 
ments in connection with major civic 
and welfare programs. 

Mr. Price always has shown a great 
capacity for work. During his years with 
Prudential he devoted some of his week- 
ends and evenings to writing short 
stories and novelettes—167 of them were 
published by his count—as well as a 
book of detective stories in which the 
central character was a life insurance 
claim inspector. He has told his asso- 
ciates that after retiring he expects to 
make a “new assault on the typewriter.” 


Shenandoah Life Officer 


AMBLER W. WEBB 


The appointment of Ambler W. Webb, 
40, a native of Roanoke as Planning 
Officer of Shenandoah Life, Roanoke, 
Va., a new announced. 
Prior to his promotion, Mr. Webb had 
been administrative assistant for the past 
four years. From 1944 to 1949, he served 
as assistant secretary. He has been with 


position, was 


the company for 18 years, serving vari- 
ous times in the agency, accounting, 
statistical and personnel departments. 


Consultant for LIAMA 

Sam G. Shackelford, CLU, will be a 
consultant with the company relations 
division of Life Insurance Agency Man- 
agement Association, announced Charles 
J. Zimmerman, CLU, managing director. 
Now associate director of the Institute 
of Marketing at Southern Methodist 
University, Mr. Shackelford will join the 
LIAMA staff November 1. 
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GERALD W. PAGE, C.L.U., General Agent, Provident Mutual, Los Angeles 


Your Provident Mutual associates join your 
host of friends throughout the country in 
congratulating you upon your election as 
President of The American Society of 
Chartered Life Underwriters. 

As a leader of more than 3500 C.L.U.’s 
who make up the American Society and who 
represent over 90 Chapters, you have the 
responsibility of carrying forward the im- 
portant C.L.U. program to new levels of 


PROVIDENT MUTUAL LIFE 


PHILADELPHIA °> 


Founded 1865 


accomplishment during the coming year. 

As our business becomes more complex 
with each passing year, the C.L.U. movement 
grows steadily in importance. It is playing a 
vital role in equipping today,s life under- 
writer to render services of a high standard 
to the insuring public. 

We are confident, Gerry, that the success 
of the program will continue under your 
very able leadership. 


PENNSYLVANIA 
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Vice President, Secretary 
Of Continental Companies 


JOHN A. HENRY 

On September 30, the board of di- 
rectors of the Continental Companies 
elected John A. Henry to the office of 
vice president and secretary. Mr. Henry 
succeeds John E. Stipp, who recently re- 
signed to become president of the Fed- 
eral Home Loan Bank of Chicago, 

Mr. Henry joined the Continental or- 
ganization in 1944 as counsel for Conti- 
nental Casualty. In February, 1948, he 
was elected general attorney for the 
Continental Companies and in April, 
1953, was elevated to general counsel. 
Mr. Henry will continue to serve as gen- 
eral counsel of the Companies. 

Mr. Henry was educated at Amherst 
College and the Albany Law School of 
Union University, New York. He en- 
gaged in the private practice of law for 
eight years in upstate New York. Be- 
fore joining the Continental Companies, 
Mr. Henry was attorney for Utica Mu- 
tual Insurance Co. for six years. 


“Search That Never Ends” 
Begins Its Second Year 


The Institute of Life Insurance radio 
program, “The Search That Never 
Ends,” presented in cooperation with the 
Mutual Broadcasting System as a public 
service feature, entered its second year 
on October 6, when a dramatized docu- 
mentary story on “Diabetes” was pre- 
sented. 

Dr. John A. Reed, director of the com- 
mittee on detection and education, John 
Hopkins University, was guest speaker. 

As in the past, the series will continue 
to dramatize health, welfare and medical 
subjects that are of particular interest 
to the 88 million life insurance policy- 
holders in America. 

These will include such diverse sub- 
jects as the newest research develop- 
ments in cancer and polio; “The Plight 
of Our Schools”; “The Work of Amer- 
ica’s Voluntary Health and Welfare 
Agencies”; “Obesity, America’s No. 2 
Health Threat”; “America’s Pension and 
Retirement Problem”; and “Industrial 
America’s Contribution to Health and 
Welfare,” among others. 

Because of pease? network com- 
mitments, “The Search That Never 
Ends” is now heard over MBS, excluding 
WOR-New York, on Tuesdays from 9:30 
to 10:00 p.m., EST, rather than Tuesdays 
from 9:05 to 9:30 p.m., EST, its pre- 
vious broadcast time. 

The series is now broadcast in the 
WOR-New York area Saturdays from 
9:00 to 9:30 p.m., EST. 

Dr. Louis I. Dublin, health and wel- 
fare consultant for the Institute, intro- 
duces a prominent guest speaker during 
the course of each broadcast. 


Training Directors Formed 


As Subdivision of ASDT 


A new group of training directors, 
drawn from banks and insurance com- 
panies, has been formed as a subdivision 
of the American Society of Training 
Directors. The latter has a membership 
of more than 2,000 persons, representing 
varied businesses and industrial enter- 
prises throughout the United States and 
Canada. 

This plan is the outgrowth of a small 
group of training directors who have 
been exchanging information for some 
time. The most recent activity was the 
circulation of Round Robin letters, which 
brought new ideas and suggestions from 
each member to all in the group. The 
beneficial information received has led to 
a plan to enlarge the group and thus in- 
crease its field of usefulness. 

Members of the original group are: 
Otis D. Brown, Bankers Trust Co., New 
York; J. Walker Cunningham, Metro- 
politan Life, New York; Wilford P. 
DeMille, First National Bank of Boston, 


i 
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Boston; Charles A. Denneen, Royal- 
Liverpool Insurance Group; New York; 
William J. Glennon, Federal Reserve 
Bank of New York, New York; Arthur 
National Bank of Detroit, 
Detroit; M. Kohtz, Central National 
Bank of Cleveland, Cleveland; Irving E. 
McElhineey, Public Investment Com- 
pany, St. Louis. 

The first meeting of the bank and 
insurance group is planned as a pre- 
conference meeting at the 1954 ASTD 
conference in Milwaukee. Those inter- 
ested in receiving further information 
ree rarding this new group may write to 

M. Kohtz, Central National Bank of 
é “lev eland, Ohio. 


S. Greiner, 





_ In your hands... 
- fests the Security of others 


Thats why 


Berkshire Life provides 114 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


death, disability and old age. 


Fer Example Featured Juvenile Plans: 


Progressive Security — basic sum increases 5 times at 
Age 21 — level premium. Ultimate at Age 1 and Age 5 


Educational Endowments 


Return Premium — Ultimate at Age 5 and Age 15 


@ Payor Death & Disability Benefits 


@ Accident Expense for Boys and Girls from Age 1 


BROKERS AND SURPLUS WRITERS are invited to write for 
full information about the many unusual sales opportunities with 
Berkshire Life’s complete portfolio of personal insurance. 


Keep Your Eye on 


BERKSHIRE 


LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
HARRISON L. AMBER, President 
PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 





UNUSUAL ACTUARIAL OPPORTUNITY 


Medium sized rapidly growing midwest combination company has 
outstanding opening in actuarial department for man under age 45. 
Must have executive ability and be Fellow of Society of Actuaries. 
Give full particulars. Replies handled confidentially. 
2194, The Eastern Underwriter, 93-99 Nassau St., New York 38, N. Y. 
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Named by Franklin Life 


WALTER S. NEWTON, JR. 


Walter S. Newton, Jr., vice president 
of the New Hampshire Life Underwrit- 
ers Association, and well known in New 
England life insurance circles, has been 
appointed division manager for Franklin 
Life of Springfield, Ill., with headquar- 
ters in Concord, N. H. 

Mr. Newton, an outstanding producer 
for 11 years, has been associated with 
the Home Life of New York in various 
capacities. He served as president of 
the Concord Life Underwriters Associa- 
tion last year. He has been active also 
in civic work and has been president 
and director of various organizations. 
The Newton family are the owners of 
the 200-year-old General Eastman home 
in Concord, which they are now in the 
process of restoring to its original state, 
and are neighbors of United States 
Senator Styles Bridges. 


Liberalize Underwriting 

Great Southern Life, Houston, an- 
nounces the liber lization of its under- 
writing rules governing lives subject to 
military risks. Effective immediately the 
new rules are: 

Civilian males between insurance ages 
15 and 26 will be considered for amounts 
up to and including $10,000 if single 
and $25,000 if married without a war 
clause. Insurance in excess of these 
amounts will be considered with a war 
risk and aviation exclusion provision. 

Civilian males age 27 and above will 
be considered for amounts up to $250,- 
000 without a war clause. 

In arriving at the above limits, busi- 
ness in force over one year will be dis- 
regarded. 


DALLAS CLU OFFICERS 

Raymond Campbell, Jr., general agent 
for Massachusetts Mutuz ul, was recently 
elected president of the Dallas CLU 
Chapter. Other officers elected were 
Maurice L. Carlson, director of sales, 
Universal Life and Accident, vice presi- 
dent; and Henry W. DuBois, general 
agent for Minnesota Mutual, secretary- 
treasurer. 
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Offers Sales Ideas at 
New York Insurance Day 



















HAROLD N. SLOANE 


Harold N. Sloane, CLU, president, Life 
Underwriters Association of the City of 
New York, speaking at the recent first 
annual Greater New York Insurance 
Day, at the Hotel Biltmore, passed along 
some sales ideas that have proven profit- 
able. He pointed out that in every 
policy, there is what is called settlement 
option—or in other words—a trust fund 
provision. “Realizing the fallacy of hu- 
man nature,” he said, “you don’t want 
to leave your wife a lot of cash. All 
you do is to arrange the face amount of 
the policy, through their options in in- 
come, for a period of years or life, and 
the interest is income tax free.” 

Mr. Sloane also recommended instead 
of reducing your premium or leaving 
your dividends to accumulate at interest, 
that you take “paid up additions” with 
your dividends. “They are nothing more 
than little paid up policies,” he said, 
“with cash value that will increase as the 
years go by. But, you are buying insur- 
ance at standard rates. If you are 
healthy,” he continued, “why not con- 
tact some of your friends who might 
fall in this category. They will appre- 
ciate it enough to recommend you to 
friends or families.” 

In the case where the client has a 
large estate or whose wife has an in- 
come of her own, Mr. Sloane said that 
under TD 5032— or 811 G. IRC, a wife 
can purchase a policy on her husband’s 
life, own the policy, pay the premiums 
out of her own funds, and when he dies, 
the insurance proceeds are not part of 
his estate. “The one thing you must be 
careful about,” he said, “is that the hus- 
band cannot give the funds to his wife 
to pay the premium directly or indirectly. 
It must be from her money. Our associa- 
tion believes that this part is unfair— 
and we are trying to get it changed.” 


Joins American United 


Clarence A. Jackson, president of 
American United Life, announced ap- 
pointment of Howard L. Aiken as opera- 
tions analyst for the company’s home 
office, Indianapolis. 

Formerly supervising examiner in the 
Indiana State Department of Insurance, 
Mr. Aiken is an accountant and auditor. 
At one time he was a Congressional ex- 
ecutive secretary in the U.S. House of 
Representatives. 

With the Department of Insurance 
nine years, he traveled throughout the 
United States examining companies li- 
censed by the state. Also he supervised 
association examinations in the eight- 
state Zone 4 of the National Associa- 
tion of Insurance Commissioners. 








Millionth Policy Issued 
By Canada Life Assurance 


On October 1 the Canada Life Assur- 
ance issued its millionth policy to Mel- 
ville M. Brodie, a fuel purchasing agent, 
who resides in Hamilton, Ontario. The 
policy was personally presented to Mr. 
Brodie by President E. C. Gill at a 
ceremony at the company’s home office. 
In attendance were Stephen M. Fletcher, 
CLU, representative who sold the policy, 





Vernon C. Hale, CLU, manager of the 
company’s central Ontario branch, and 
James V. Young, director of the com- 
pany also a Hamilton resident. 

The issuing of the millionth policy 
was an event anticipated months ahead 
by many representatives who wished to 
have this policy number for one of their 
clients. However, the number was al- 
lowed to fall in its natural course. It is 
coincident that the company’s policy No. 
1 was issued 106 years ago to Hugh C 
Baker of Hamilton, the founder and 
first president of the company. 





SOUTHLAND LIFE BRANCH 

Southland Life of Dallas has opened a 
branch in Tulsa, Okla. Kenneth B. Skin- 
ner, vice president and agency director 
announced. Located in Tulsa’s Hunt 
3uilding, the office will be headquarters 
for the newly created agency composed 
of 33 counties in eastern Oklahoma. 
William H. Meissinger has been ap- 
pointed agency manager. Mr. Meissinger 
has been in life insurance work for 
nearly 15 years. 
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ALC Meeting 


(Continued from Page 1) 


definition of the authority of New York 
State Insurance Superintendent Bohlin- 
ger. They are following case of 
Guardian Life at Term New 
York County Supreme where a 
decision against it 
by the company. The proceeding grew 
out of purchase of land at White Plains, 
Westchester County, New York, on 
erect an office building for 
rental purposes. Such does 
not require approval of New York Super- 


closely 
Special 
Court 


has been appealed 


which to 
investment 


intendent but is subject to his examina- 
Life had also been con- 
sidering moving its home office from 
New York City to Westchester County 
but had not been able to find a suitable 
location nor necessary rental space. 
Therefore, it desired to use the projected 
office building on property acquired for 
investment for its own use pending 
eventual location acquisition and develop- 
ment of a new principal office building 
in the area. Superintendent Bohlinger 
opposed this saying it had not been 
demonstrated present quarters in Union 
inadequate. 


tion. Guardian 


Square are 
Relations With Lawyers 


The joint committee on practice of 
law, John Barker, Jr., chairman, will 
have published in CLU Journal an ar- 
ticle outlining aims and purposes of the 
between the Barker Com- 
American Bar Association 
Committee on Unauthorized Practice 
and which article will review the guide- 
posts of conduct for life insurance com- 
panies, their agents and lawyers. Harry 
S. Redeker, general counsel, Fidelity 
Mutual, who has been secretary of Na- 
tional Conference of Lawyers and Insur- 
ance Companies was selected to prepare 
the article. 

In a report to executive committee of 
ALC the Barker Committee told of com- 
plaints reviewed over the year by the 
Insurance and Bar Conference Commit- 
tee. One complaint was against a lawyer 
alleged to have violated the Statement 
of Principles by diverting business from 
insurance agent to another. 
most of the publicity has 
been allegations that agents were prac- 
ticing law. The complaint against the 
lawyer is a new angle. “This complaint 
illustrates that the situation is a two- 
way street,” said a member of the com- 
panies’ committee. “The committee be- 
lieves that the lawyer should be _ re- 
minded of his obligation to comport 
himself according to accepted standards 
of conduct. We also feel that it is part 
of the double-edged character of this 
cooperative enterprise to indoctrinate the 
lawyer as to the service and benefits 
which the life insurance business and 
those associated with it are contributing 
to the public.” 

The ALC executive committee was told 
by ALC Committee on Agents and 
Agencies that there is a $64 question 
in the agency world. It is: “What is the 
net earning of an insurance agent?” As 
actual figures on the subject are hard to 
obtain, it is evident more data is needed. 
As more companies are financing both 
young and old men and there is a lack 
of men in agencies who are available 
for managerial positions, the chief prob- 
lem seems one of management. 

The principal non-tax matter to come 
before the companies joint committee on 
pensions this year has been in connec- 
tion with pension plans on employes of 
employers having cost reimbursement 
contracts with the Federal Government 
notably the airplane industry. Air Force 
officials have questioned the amounts 
which employers may pay for pensions 
on their employes when the cost is ulti- 
mately chargeable to the Federal Gov- 
ernment through reimbursement 
contracts. Meetings have been held with 
officials of the Department of Defense, 
Air Force, Navy, Army and Atomic 
Energy Commission. 


conferences 
mittee and 


one life 
Heretofore 


cost 


Conn. General to Receive 


1952 Annual Report Award 

Connecticut General Life’s 1952 annual 
report has been judged the best in the 
life insurance industry, the Financial 
World announced. It is the third time 
the publication’s Annual Report Survey 
Committee has given Connecticut Gen- 
report top among life in- 
surance companies. 

The bronze “Oscar of Industry” trophy 
will be presented to C. Manton Eddy, 
Connecticut General vice president, by 
Weston Smith, executive vice president 
of the Financial W orld, at the annual re- 
ports award banquet on October 26 in 
the Grand Ballroom of the Hotel Statler 
in New York 

Connecticut Mutual Life placed third 
in the judging of life insurance annual 
reports and New York Life took second 
place honors. 

The annual reports judged best in their 
industry are now competing for the best 
of all industries trophy, which also will 
be presented at the New York awards 
banquet. Connecticut General’s 1952 an- 
nual report was among approximately 
5,000 entered in the competition. 

Since Connecticut General entered the 
competition which began 13 years ago, 
the company has won two first awards 
in the life insurance industry, the first 
in 1946. In 1944, Connecticut General 
placed first in the life insurance cate- 
gory and second in all insurance indus- 
try. The company has achieved merit 
awards for each of the ten times it has 
submitted reports. 

The jury making the final selections is 
he: ided by Dr. Pierre R. Bretey, editor 
otf “The Analysts Journal”; he was as- 
sisted by Samuel B. Jones, president of 
“The National Federation of Financial 
Analysts Societies,” Elmer C. Walzer, 
financial editor of the United Press, 
Richard C. Lytle, assistant research di- 
rector of American Institute of Accounts, 
Denny Griswold, publisher of Public 
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New and Progressive 
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Policyholders, Agency Representatives and Company 
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Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd Street 
M. O. Doolittle, President Pik. een: First Vice President 








Amer. Service Bureau V. P. 

_Chicago—Otto V. Elder has been elected 
vice president of American Service Bu- 
reau, affiliate of American Life Conven- 
tion. 


U. S. Life’s King Suburban 


Great-West Production 
Great - West Life’s year-to-date total 
reached $264,282,936 in September, which 
is a 10% increase to date, and more than 
the full year’s production of any year 
prior to 1951. New business for Sep- 


ember < 23 ; 

tember amounted to $ ,000,000. Agency Adds District Mgr. 
H. J. Harris, CLU, Ottawa, was lead- 2 

: . ? S. Life’s King Suburban Agency 

ing representative for the company with of tepaeee N. Y., has appointed Clif- 

$399,201. Other who exceeded ford F. Daley as district manager. 

$100,000 of new business during the _Mr. Daley attended City College in 

month were Max Seigler, Montreal; New York _prior to Army service from 

A. H. Thorndycraft, Winnipeg, S. K. 1943 to 1945, with 22 years overseas as 

Cole, CLU, Vancouver; M. Galnick, Chi- @", administrative NCO. 

cago; H. MI. Clarke, (¢ ‘LU , Toronto Cen- Mr. Daley was with the Equitable Life 

tral; H. Zlotnik, CLU, Vancouver; P. Assurance as office manager of a large 

Dubinsky, Ottawa; J. C. Toombs, Sas- New York midtown agency from 1946 


cinta ciel A Marchand, Quebec. to 1950. He joined a Manhattan Life 
agency in 1950 as assistant to the gen- 


agents 


— : Sa aaa eral agent, and was a successful personal 
producer for both Life and | Group 


Relations News, and Hollis Holland, au- 
thority on design and calligraphy. 

The initial screening of the qualified 
reports was handled by a committee of 
20 financial analysts under the direction 
of Sidney B. Lurie, president of the New 
York Society of Security Analysts, Inc. jp 


R. D. Murphy Talk 


(Continued from Page 7) 


the last decade, Mr. Murphy said, 
has been the effect of inflation on their 
plans for meeting their responsibilities 
to their families and for their own old 
age. “Others have argued on both sides 
of the question whether the total amount 
of life insurance in force in the United 
States has kept pace with the deprecia- 
tion in the dollar; suffice it to say that 
it has been estimated that in 1952 the 
average amount of life insurance owned 
per family was only a little more than 
one year’s average income. 

“When we deal with huge aggregate 
figures and then break them down into 
averages, we are apt to forget that the 
individual’s protective plans for the fu- 
ture are not determined by averaging 
his affairs with the affairs of others. For 
an enormous number of individual policy- 
holders the depreciation of the dollar 
means that the ability of their prospec- 
tive beneficiaries to purchase food, pay 
the maintenance of a home, and 


Established 1901 





on the basis of present price levels. The 
individual policyholder’s former plans for 
their maintenance have in this way been 
half destroyed. 

“It may be said that the best thing 
for the policyholder to do is buy addi- 
tional life insurance so that his bene- 
ficiaries may still have the goods and 
services which he originally planned, de- 
spite present price levels. Many have 
done so, but for many this is impossible 
because of ill-health, age or limited in- 
come. For them the die i is cast, and they 
have become victims of the sad fact that 
individual planning to carry one’s own 
responsibilities for the future are largely 
dependent upon a reasonably stable price 
level. 

“I have been very much encouraged 
to see a widening appreciation through- 
out the country of the detriments and 
ultimate dangers to our economy of a 
continuing inflationary policy, and to see 
the first steps to stabilize the situation. 
I have great confidence that we in the 
life insurance business will encourage 
and cooperate with those who seek to 
solve this problem.” 

















gr. 


Clif- 


e in 
from 
iS as 


Life 
arge 
1946 
Life 
gen- 
onal 





October 9, 1953 




















—— 


Springfield General Agent 


For National Life of Vt. 





LYONS, JR. 


ANDREW J. 
Andrew J. Lyons, Jr., of Springfield, 
Mass., has been appointed by National 
Life of Vermont to be its general agent 
there December 1. Currently 
Mr. Lyons is in charge of the company’s 
Massachusetts sales territory in 
general agent 
3rynn agency of Burling- 


effective 


western 
his position as assistant 
of the Fred S: 
ton, Vt. 
last January after serving the agency as 
in the Montpelier area for 


He was promoted to this post 


a producer 
SIX years. 

One of the company’s top producers, 
Mr. Lyons has received a diamond em- 
blem in recognition of five consecutive 
years membership in the Leaders Club, 
an organization comprised of National 
Life’s leading agents. 

In Springfield he is a member of the 
General Agents and Managers Associa- 
tion, the Life Underwriters Association, 
the Junior Chamber of Commerce, and 
the Home Council, Knights of Columbus. 





State Mutual Liberalizes 
Advance Premium Discount 


Effective immediately State Mutual 
Life will allow 2%% discount on all 
premiums paid in advance. This liber- 


alization applies to all plans of insurance 
and retirement annuities up to a maxi- 
mum of $100,000 in advance premiums on 
any one life. 


State Mutual Schedules 
Four S. & A. Conferences 


State Mutual Life has scheduled four 
sickness and accident regional confer- 
ences to be conducted during October 
by a team of home office specialists. All 
general agents and managers will receive 
advance briefing about the company’s 
new series of non-cancellable sickness 
and accident contracts that will be an- 
nounced to the public in November. 
Complete details about contractural coy- 
erages, underwriting procedures and 
methods of merchandising will be dis- 
cussed during the three-day meetings. 

Conferences are to be held at the 
Hotel Sheraton in Worcester, October 
14, 15 and 16; the Biltmore in New York 


City, October 19, 20 and 21; Hotel 
Knickerbocker in Chicago, October 22, 
23 and 24; and the Biltmore in Atlanta, 


October 26, 27 and 28 

Those from the home office who will 
participate in one or more conferences 
are: H. Ladd Plumlev, president ; Robert 
H. Denny, vice president; Joe B. Long, 
superintendent of agencies; George Paul 


Smith, CLU, agency secretary; Glenn O. 
Mulvey, assistant superintendent of 
agencies ; Charles W. Earnshaw, CLU 


training director; Donald G. Mix, CLU, 
sales promotion manager; Walter I. 
Wells, director of the sickness and acci- 
dent branch; Byron S. Davis, manager 
of sickness and accident underwriting 
department and Robert G. Hill, manager 
of sickness and accident claim depart- 
ment. 





Regional Sales Meetings 

Leading producers of the Massachu- 
setts Protective Association and the Paul 
Revere Life are attending two-day re- 
gional sales meetings, September 24 to 
October 13. More than 400 qualifiers will 
comprise the total of groups which will 
convene at Bretton Woods, N. H.; Mt. 
Pocono, Pa.; Savannah, Ga.; Edgewater 
Park, Miss. : French Lick, Ind.; Sun 
Vallev. Idaho: Excelsior Springs, Mo.; 
Las Vegas, Nev.; and Fort Worth, 
Texas. 

Introduction of new key man disability 
presentation material and a new pre- 
ferred risk life plan will feature the 
seminars which will be conducted by 
Harland L. Knight, agency vice presi- 
dent, Robert P. Hallock, Jr., superinten- 
dent of western agencies and Charles B. 
McKenzie, superintendent of south- 
central agencies. 





BINGHAMTON LUTC COURSE 
The second portion of a_ two-year 
course of instruction for Binghamton 
area life underwriters began October 
2 in the YMCA, Binghamton, N. Y., 
and will continue for 25 weeks. This 
was announced by Charles Allen, chair- 
man of the Binghamton Life Under- 
writers Association’s Training Council 
which is sponsoring the course. 





Gets Mass. Mutual Award 


RAULAND C. 


FISCHER 


Group Representative Rauland = C. 
Fischer of Chicago was presented a silver 
plaque designating him as Massachusetts 
Mutual Life’s “Group Man of the Year” 
at the recently concluded annual Group 


sales conference held at the Westchester 


Country Club, Rye, N. Y. The award, 
presented by Group Secretary Charles 
G. Hill, was based on Mr. Fischer's at- 
tainment of the highest score among 
some 40 Group field men in: knowledge 
of the business, aggressiveness in pros- 
pecting, cooperation with general agents 
and home office, territory development, 
personal initiative, enthusiasm and de- 
pendability, efficiency, and volume pro- 
duction. 


Bergan Appointed Manager 
For Jefferson Standard 


Richard C. Bergan has been named 
manager of Jefferson Standard’s Denver 
branch office, succeeding Kay S. Peters 
who has given up managerial work in or- 
der to devote full time to personal pro- 
duction, announces Karl Ljung, vice presi- 
dent in charge of agency operations. 

Mr. Bergan goes to Denver from Col- 
orado Springs where he has headed the 
company’s district office for the past 
three years. He has been associated with 
Jeiferson Standard since 1946. 

Mr. Peters, who will continue with the 
company as a personal producer in the 


city of Denver, has headed Jefferson 
Standard’s Denver branch office since 
1926. In 1949 he qualified as a Life Mem- 
ber of the Million Dollar Round Table 
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Named by Mutual of N. Y. 


Don L. 
field training staff in the sales depart- 
Mutual Life of New York, it 
announced by Stanton G. Hale, 


Coe has been appointed to the 


ment of 
was vice 


president for sales. 


Mr. Coe joined the company in 1948 
as a home office inspector covering 
Southern California and Arizona. A 


University of Southern 
Coe is a veteran of Navy 


World War IL. 


graduate of the 
California, Mr. 


service during 





AGENCY 


Management 
Guidance 


RAYMOND E. WALDEN, Newark, 
N.J., rose in six years from 
Agent to Supervisor to out- 

standing General Agent. “I’m 
lucky” says Ray, ‘Pacific Matual- 
trained every step of the way! 
Last few months, home office 
Management Training men 
have visited me twice —and 
I've attended a 5-day New Gen- 
eral Agents’ Conference. Can't 
miss the track with that kind 
of help—and our production 
shows it!” 











LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


1868 


LIFE - ACCIDENT & HEALTH 
RETIREMENT PLANS - GROUP 


Page 18 





October 9, 1953 





Albert T. Dittmann Joins 
Northeastern Life Ins. Co. 


Lawrence L. Monnett, Jr., president of 
formed Northeastern Life In- 
New York, an- 
nounced the of Albert T. 
Dittmann as brokerage production man- 


the newly 
surance Company of 


appointment 


ager of the company. 

Mr. Dittmann Northeastern 
Life with wide acquaintance in the life 
insurance field. In 1944 he joined the 
Harry Gardiner Agency of the John 
Hancock in New York, now the Allen- 
Pratt Agency, and since 1946 served as 
its agency and brokerage supervisor. He 
is a member of the executive commit- 
tee of the Life Supervisors Association 
of New York City and is executive offi- 
cer of the Naval Organized Reserve 
Unit concerning Military Sea Transport 
Service. 


goes to 


Fischbach Study 
(Continued from Page 8) 


from a public-relations point of 
view, of the practice of excluding risks 
other than suicide and war. 

“This study is confined to ordinary, 
old-line, legal-reserve, nori-standard life 
insurance policies, and, although the 
text may occasionally refer to group, 
industrial, fraternal-benefit, and double- 
indemnity or other accidental death in- 
surance and to standard policy forms, 
no attempt has been made to give full 
coverage to those off-shoots of the prob- 
lem. 


ion, 


Importance of Language Used 


“Closely allied to the problem of basic 
validity of a risk-exclusion provision, 
and frequently of equal importance, is 
the question of the efficacy of the lan- 
guage used in it to accomplish the de- 
sired exclusion. Too often, words and 
expressions used in outstanding policies 
and in some statutes have been so con- 
strued judicially as to make them mean 
something far different from what was 
originally intended and thus to limit 
the scope of the exclusion. How many 
of us would welcome the opportunity to 
pick up some outstanding policies and 
rewrite them in language which we are 
now reasonably confident will carry out 
the purpose as to which the minds of 
the parties to the contract had originally 
met? It may be that we were not too 
careful about selecting precisely correct 
policy language in the first place or 
perhaps not sufficiently mindful of the 
court’s inclination to construe possible 
ambiguities against the company and to 
resolve doubts in favor of the bene- 
ficiary. At any rate, as far as aviation 
exclusion language is concerned, it is 
rather well established now that ‘partici- 
pating’ and ‘engaging’ have acquired a 
professional or occupational connotation 
or an implication of continuing activity 
not usually present in the case of a 
passenger, fare-paying or otherwise, or, 
in fact, with respect to any occupant 
who has nothing to do with the opera- 
tion of the aircraft; and the words ‘as a 
passenger or otherwise’ add little, if 
anything. The word ‘aeronauitcs’ has 
been construed quite generally to refer 
to the science of aerial navigation or 
aero-dynamics and is much narrower 
than ‘aviation.’ Of course, I am aware 
that company underwriting and claim 
practices with respect to hazards of avia- 
tion have become more liberal as the 
courts’ interpretation of policy language 
has become more strict and exacting; 
but the relationship of cause and effect 
did not exist between those develop- 
ments and the fact remains that many 
of the aviation riders issued during past 
years have been, in effect, either revised 
or voided by judicial decisions. When- 
ever, in the course of my study for this 
paper, I encountered a court decision 
construing any such policy language 
strictly, or a statute containing language 
which is subject to such strict or limiting 
construction, I made note of it under the 
title of the state concerned.” 


Rules for Credit Life, 
Credit A. & H. Business 


Suggested rules and regulations for 
sale of Credit Life and Credit Accident 
and Health insurance have been reported 
by the subcommittee of the Insurance 
Commissioners’ Life Committee headed 
by Commissioner Waldo C. Cheek of 
North Carolina. The matter will come 
before the Commissioners at the mid- 
year meeting at Miami Beach, Fla., No- 
vember 30 to December 4. 


Postal Life’s Best Month 


September was the biggest month in 
the company’s nearly 50-year history, 
and it was 33% better than the Septem- 
ber of a year ago, and 5% larger than 
any previous month, the Postal Life of 
New York announced. 

The Alvin Wolff Agency made a new 
record for a month’s production during 
the year, $760,656, making it the lead- 
ing agency for the month, and maintain- 
ing its lead for the year. 

“We are well ahead of last year and 
expect 1953 to close with a new high in 
volume produced,” Mr. George Kolodny, 
president, stated. 
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Booth on Semantics 


(Continued from Page 7) 


the feeling in the minds of the parties 
to the contract when it was issued some 
years before. 

The climax of ambiguity and semantics 








la 


Increase |! 


The Hospital 
| Jersey has advise 


rates will increase UP to 50%. 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical-medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 
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Non-Profit Plan 
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New 
Service Plan of 
d subscribers that 


Plenty of companies write the larger 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


~ 


wait 


any 
longer? 


4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 








is a consideration of the Korean War 
Mr. Booth declared. 
struing the word “war” have gone 
through a twisted evolution from 1942 
until the present time. In the Stankus 
case involving an incident prior to the 
United States entry into World War II, 


cases, Cases con- 


word “war” as used in the policy 
was held to refer to no particular or 
kind of war, but to apply in general to 
every situation that ordinary people 
would commonly refer to as war. There 
was nothing in the policy justifying the 
conclusion that the word was used in 
any vague, indefinite or ambiguous sense. 
Shortly thereafter, in four out of five 
cases arising out of the attack on Pearl 
Harbor, it was held that the Pearl 
Harbor attack was not war, the courts 
concluding that “war” meant war in a 
legal sense which required a declaration 
by Congress, and little if any attempt 
was made to ascertain the minds of the 
parties at the time. Only in the case of 
New York Life v. Bennion did the court 
clearly recognize that it was material 
to consider what the parties had in mind 
and concluded that “war” meant “shoot- 
ing war.” 

The latter theory, the speaker pointed 
out, was used after V Day by three 
courts in cases involving deaths which 
occurred after cessation of hostilities. In 
all three cases the company was held 
liable because the “shooting war” had 
ceased after the armistice. 


Cases From Korean War 


Finally, Mr. Booth reviewed the cases 
arising out of the Korean War. He dis- 
cussed in particular the Belay and Hard- 
ing cases, involving in all 11 judicial 
opinions, resulting eventually in the 
Pennsylvania Supreme Court taking the 
position that the existence or non-ex- 
istence of a state of war was a political 
rather than a judicial question and that 
in no event could the judicial arm of 
the government take cognizance of a 
state of war until there had been a 
formal declaration by the political de- 
partment. He also reviewed the Gray, 
Weissman and Stanberry cases, all in- 
volving the Korean War, and_ holding 
that the term “war” had been used as 
ordinary people would have understood 
the term. 

In concluding, Mr. Booth said, “The 
draftsmen of our policy contracts ‘should 
be ‘well educated gentlemen—learned in 
peerage of words.’ In due time when 
controversies arise whether it be over 
a question in the application or the 
meaning in the word of the policy itself 
our executive officers and we as their 
counsel should exercise restraint and un- 
derstanding in our dealings with the in- 
sured and his beneficiary. If litigation 
must ensue, we are entitled to an honest 
attempt on the part of the court to 
determine the intention of the parties at 
the time when the contract was entered 
into. The words used should be given 
the signification they then enjoyed. For 
the rest, we can only hope for an in- 
telligent and conscientious judiciary 
which will eschew the easy doctrine of 
ambiguity and look into its heart that 
justice may be done.” 
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spirit of the organization. All this has 
changed. The Convention now repre- 
sents some 98% of the legal reserve life 
insurance in force in the United States 
and Canada. Because of its size and the 
complexity of the problems which face 
it year after year, the Convention can- 
not function efficiently without a highly 
competent staff. We have such a staff, 
and | should like to take this opportunity 
to say thank you to the hard-working, 
Joyal members of this group. For their 
untiring efforts during this past year, 
| express my gratitude to Bob Hogg, our 
executive vice president and general 
counsel, and to Bob Crichton in Wash- 
ington, and to those in Chicago—Lee 
Parker, Ralph Kastner, Al Guertin, Lee 
Shield, Steve Brunstrom, Clark Bryan, 
Wendell Simpson, Miss Weber and Miss 
Wille, and all other members of the Chi- 
cago staff. 

“Much of the Convention’s effective 
work is accomplished through its nu- 
merous committees and through its state 
vice presidents. Some of these commit- 
tees meet regularly; others, only occa- 
sionally, and still others are stand-by 
committees. All however, are important 
to the work of the Convention. 

“The past year having been a legisla- 
tive year, the state vice presidents, as 
well as committees, were required to be 
alert to proposed legislation inimical to 
the interests of the life insurance busi- 
ness and to our policyholders. 

“The various sections of the Conven- 
tion—Agency, Combination Companies, 
Financial, Legal and Medical—have dur- 
ing the past year been manned by able 
officers who have taken a keen interest 
in the affairs of their respective groups. 
The fine programs which these section 
chairmen have arranged for this meet- 
ing here, as well as for the Medical 
Section in June, are indicative of the 
efforts which they have expended. 

“Certainly, I would be less than grate- 
ful if I did not acknowledge the wise 
counsel of the past presidents and mem- 
bers of the executive committee of the 
Convention. Many of these men, because 
of their intimate knowledge of our indus- 
try problems, have given liberally of 
their time, both by attendance at meet- 
ings of the executive committee and 
through service on special committees. 


History of Convention Published 


“There is one project which the Con- 
vention has had under way since 1946. 
I refer to the History project. The com- 
mittee, under the chairmanship of H. 
M. Woollen, has labored long and dili- 
gently toward its completion. Its his- 
torian is Dr. R. C. Buley, a Pulitzer 
Prize winner and professor of history 
at Indiana University. 

“This comprehensive work is not only 
a story of the American Life Conven- 
tion but also of the life insurance busi- 
ness. It is a history which should be 
distributed to each officer and depart- 
ment head of every company, as well as 
to city, school and college libraries. 

ii hope Convention members will ag- 
gressively support the effort of our staff 
to promote wide distribution of this two- 
volume history throughout the United 
States and Canada. 

“Summing up the year’s activities, we 
find that some 400 men have contributed 
substantially of their time and talent to 
the Convention’s activities. It has been 
most gr. atifying to know that complete 
cooperation and harmony exist not only 
between these groups within the Ameri- 
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can Life Convention, but that there is 
harmonious cooperation between the 
Convention and all other life insurance 
trade associations. 

“This brings to mind another area to 
which I think we might give more atten- 
tion. It is the matter of our human re- 
lations. Perhaps, we in this country have 
not performed a very satisfactory task 
of salesmanship in selling the spirit of 
America to the rest of the world. We 
view with grave concern the increasing 
hostility to America which we discover 
in other nations. It simply means that 
our salesmanship of good will and our 
human relationship have not been satis- 
factory. 

“In the life insurance industry in re- 
cent years, through the Institute of Life 
Insurance, much has been accomplished 
in building good will for the life insur- 
ance business. It seems to me that we 
sometimes overlook one of our most 
potent good will vehicles. I refer to the 
matter of our human relations within our 
respective companies—relations with our 
field forces and our home office staffs. 
These people are all a part of the team. 
We may call the signals, but they must 
execute the plays. Being human calls 
for cooperation, and cooperation is borne 
of mutual understanding. The quality of 
humanness is an expression of character, 
and certainly the building of character 
in our organizations is one of our great 


Promote John J. Holahan 

John J. Holahan, CLU, has been pro- 
moted to superintendent of Ordinary 
agencies in the Metropolitan region for 
The Prudential, Vice President Sayre 
MacLeod, CLU, announced. Mr. Hola- 
han succeeds William F. Drake, who is 
joining Ostheimer & Co., Philadelphia, 
Pa., where he will specialize in company 
welfare benefit programs. 

Mr. Holahan has been a member of 
the Prudential organization since 1937 
when he became a special agent in 
3uffalo. He served in the Army four 
and a half years during World War II 
and was a lieutenant colonel. Fifteen 
months of this service was overseas. 

He returned to Buffalo and became 
an assistant manager of the Buffalo 
agency before moving to Prudential’s 
home office in Newark as a training con- 
sultant. This led to his promotion to 
assistant regional manager and, subse- 
quently, regional manager. In his new 
post he will be in ch urge of Ordinary 
agencies along the eastern seaboard from 
New York City to Washington, D. C. 





responsibilities. As we improve our hu- 
man relations within our own organiza- 
tions, so will these people be a continu- 
ing tremendous force for good will for 
our companies and for the life insurance 
business.” 
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to the eight field 


associates upon whom the 
American College of Life Under- 
writers conferred the CLU desig- 
nation in August at the 64th 
annual NALU convention: 


Sela eee elves . Minneapolis 
A. N. Caines, GA..... ....Waterloo 
E. N. Conklin, GA........ . Syracuse 
F. H. Manning ......... Kansas City 
He RooMischk@sc os). 5 oases St. Paul 
W. J. Ondrejcka, GA .. . Sacramento 
R. B. Ryden..... See ANeR Des Moines 
R. J. Schmidt ........... Harrisburg 
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Equitable Society Makes 
Actuarial Appointments 


Two new appointments in the actuary’s 
department of the Equitable Life Assur- 
ance Society were announced by Ray 
D. Murphy, president. J. A. Attwood 
has been named mathematician and T. 
H. Sigler has been named superintend- 
ent of the Group underwriting bureau. 

Mr. Attwood graduated from the Uni- 
versity of Michigan in 1950, where he 
was elected to Phi Beta Kappa. A 
World War II veteran, he joined the 
Society in 1950, serving in various bu- 
reaus of the actuary’s department prior 
to his reentry into military service in 
1952. Upon return to the Equitable in 
September of this year, he was assigned 
to duties in the Group annuity bureau of 
the actuary’s department. He is a Fel- 
low in the Society of Actuaries, having 
attained this standing in 1952 at the age 
of 24. 

Mr. Sigler joined the Equitable in 1925 
as an underwriting trainee. He has had 
a wide variety of experience in the home 
office, first as an underwriter in the 
Ordinary branch of the business and 
later in the Group underwriting bureau. 
In 1941 he was named senior under- 
writer in that bureau and some years 
later was promoted to assistant Group 
underwriter. Mr. Sigler attended Pace 
and St. Peter’s Colleges and also Ford- 
ham University. 


New Life Rate Manual 
For Fieldmen of BMA 


Business Men's Assurance, Kansas 
City, Missouri, has just sent its sales- 
men a completely new life rate manual. 

Life Insurance plans are now offered 
in three series—Ordinary series in which 
the minimum contract is $1,000; special 
series, minimum contract $2,500 ; pre- 
ferred series, minimum contract $10,000. 

Important new contracts that have 
been added to the life manual include an 
estate plan especially designed. as a 
juvenile contract, a special double to 65 
contract and a preferred 15 year term 
contract. 

Rates on 15 of the company’s life in- 
surance contracts are now quoted at age 
zero. Formerly nine of these contracts 
were not available prior to ages 10 or 


The company now offers waiver of 
premium and double indemnity benefits 
up to $100,000. 

Supplements providing waiver of pre- 
mium, disability income and the dis- 
ability portion of payor benefits now in- 
clude full aviation coverage. 

The new manual is in loose leaf form 
for convenience in quoting rates. A new 
occupational classification manual was 
also sent to all BMA fieldmen. 

In addition to the new contracts, the 
manual also includes reductions in rates 
on several plans. 
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NAIA LEADERSHIP 
Walter M. Sheldon of Chicago, vice 
president of the W. A. Alexander & Co. 
who retired last week as presi- 
the National Association of In- 
able 


STRONG 


agency, 
dent of 
surance Agents, was a strong and 


executive, providing vigorous and con- 
structive leadership. During his one-year 
term as president Mr. Sheldon received 


intelligent assistance from 
head of 


who has 


capable and 
Ed J. 


at Monroe, La., 


Seymour, his own agency 


been elected 
president for the coming 12 months. 
Election of Joseph A. Neumann of 
Jamaica, N. Y., as the presi- 
gratifying to East- 


new vice 
dent is particularly 
erners who have long regarded him as 
possessing excellent qualities of leader- 
ship. Both new top officers of the NAIA 
are genial, affable and kindly, yet they 
possess degrees of firmness which should 
discourage any take 
their smiling good nature. Mr. 


who would advan- 
tage of 
Neumann’s 
real surprise, for it was rather an open 
secret for many that he 
likely, on the basis of his qualifications, 
to be put in line for president of the 
NAIA at the 1954 convention in Chicago. 

For many years Mr. Sheldon has been 
a hardworking member of the NATA, 
and also possesses the knack of making 
the ex- 


election did not come as a 


months was 


friends easily. As a member of 


ecutive committee for some years, as vice 
president, and as chairman of one com- 


mittee or another he _ has_ traveled 


throughout the country, attending com- 


pany conventions and gatherings of the 
National 
missioners as well as meetings of agents. 
With his broad knowledge of insurance 
and his high degree of intelligence these 


Association of Insurance Com- 


broad contacts proved especially valuable 
during his year of office. As a result, 


while the NAIA did not, 


im: 2 problems 


« of course, solve 


year all facing local 
agents, substantial progress was made in 
numerous directions and the way opened 
for the new administration to carry on 
with a real chance of success. 

The annual convention at Washington 
last week was outstanding for the high 
quality of its program. 
ing in the nation’s capital made it easier 


Fortunately, be- 


to obtain good speakers from Govern- 


ment circles, who were added to those 


drawn from agency and company ranks 


and who presented well thought-out 
views on subjects of immediate interest 


to producers. 


SOCIAL SECURITY CONFERENCES 

The first of a series of conferences on 
Social the U. S. 
Chamber of Commerce will be held for 
the New England region at Somerset 
Hotel, October 27. Among the 
group of experts on the subject and busi- 
ness men will be H. Ladd Plumley, 
president of State Mutual Life of Wor- 
cester, and second 
vice president of The Prudential. The 
U. S. Chamber has undertaken a broad 
program of education to build up grass 


Sys- 


Security sponsored by 


30ston, 


Henry E. Blagden, 


roots support for a Social Security 
tem free of inequalities and waste. 

The program is being carried to the 
the U. S. Chamber 
where businessmen and civic lead- 


people back home, 
says, 
ers get together to discuss three things: 
what’s wrong with the present Govern- 
ment Social Security program; what can 
be done to correct the inadequacies of 
and how best to develop a 
program of action at the 
level which will help bring about cor- 
rective measures in Congress. 

Citing some figures on the number of 


the system; 
community 


people covered under the system and 
the Chamber says in its Wash- 
“These statistical 
tell 
the 


the cost, 
Report: 
begin to 
what’s with 
multi - billion - dollar, 
proach to the problem of retirement for 
the aged. At best they only point up the 
need for Social Security 
form along the lines laid down by 
National Chamber last February.” 
The voice of the life insurance busi- 
ness will be heard at these conferences 


ington cold 
the story of 


Government’s 


facts can’t 
wrong 


scatter - shot ap- 


and re- 
the 


study 


for no group has given this subject more 
study or is better qualified with expert 
knowledge to help shape changes in the 
Federal Social system which 
are admittedly 


Security 


badly needed. 


William H. Brewster, manager, auto- 
mobile division, National Bureau of Cas- 
ualty Underwriters will be the featured 
speaker October 21 at the first of a 
series of forum-style meetings planned 
by the Philadelphia Insurance Society. 


WALTER KLEM 


Walter Klem, senior vice president and 
actuary of Equitable Society, has been 
appointed by President Dwight D. Eisen- 
hower to a three-man board which will 
Defense Department in 
basis for pensions to 
retired 
from the 


assist the 
formulating a 
and children of 
Klem chosen 
Actuaries. The 
the government 

actuary of the 
Security Administration. Formerly asso- 
ciate actuary of Mutual Life, Mr. Klem 
joined the Equitable in 1947 as a second 
vice president and associate actuary. In 
addition to his high professional quali- 
fications, Mr. Klem brings to the task 
the valuable, first-hand experience of a 
veteran service man. Commissioned a 
lieutenant in the Navy, shortly after the 
attack on Pearl Harbor, he engaged in 
anti-submarine work on the Eastern Sea 
Frontier. Later, in the Pacific, he served 
aboard the aircraft carriers Essex, York- 
town, and Lexington. Currentlv, he holds 
the rank of Commander in the reserve. 
Mr. Klem is a Fellow of the Societv 
of Actuaries which he has served as both 
secretary and later vice president. He 
will continue serving in his posts at the 
Equitable. 


widows service 
men. Mr. 
Society of 
members are 
and the chief 


was 
other board 
actuary 

Social 


* * * 


John R. Larus, vice president and ac- 
tuary, Phoenix Mutual Life, recently ob- 
served his 40th anniversary with the 
company. A 1912 graduate of Yale Uni- 
versity, Mr. Larus joined Phoenix Mu- 
tual’s actuarial department the following 
year. He was named assistant actuary 
in 1919, was advanced to associate in 
1929 and to his present position in 1934. 
Present president of the Society of Ac- 
tuaries, Mr. Larus is also a member of 
the permanent committee of the Inter- 
national Congress of Actuaries, the 
American Mathematical Association and 
the American Statistical Association. 


* * * 


John Dezell, special agent for Fidelity 
& Deposit in the New York branch 
office announces the arrival of a daugh- 
ter, Maureen Elizabeth. born at St. Vin- 
cent’s Hospital, New York. She is the 
Dezells’ first child. 


* * * 


W. Preston Gilbride, Toronto, eastern 
Group manager for Great-West Life As- 
surance Co., is 1953-54 chairman of the 
Community Chests and Councils of 
Canada. 


Fabian Bachrach 


ROBERT T. LAWRENCE 


Robert T. Lawrence has been elected a 
vice president of the Charles F. Noyes 
Co., Inc. Mr. Lawrence has been in the 
real estate business for 19 years and 
since 1936 has been with the Noyes or- 
ganization. He is the fourth generation 
of his family to be associated intimately 
with New York City real estate. His 
father was Joseph Lawrence, Real Es- 
tate Officer of the Broadway Savings 
Bank. 

oe) Se 

Lloyd E. Webber, representative of 
Equitable Life Assurance Society in 
Youngstown, Ohio, has been appointed 
head of the downtown division in the 
Youngstown Community Chest appeal. 

ee e¢ * 


Vincent B. Coffin, senior vice president 
of Connecticut Mutual Life, spoke to the 
colonels in charge of recruiting for the 
United States Marine Corps at a meet- 
ing in New York, October 1. 

i Sh ee 


W. D. Grant, vice president of Busi- 
ness Men’s Assurance, has an interesting 
letter from Lt. John Sutherland of the 
United States Navy and formerly vice 
president of a life insurance company 
who has been on a tour of duty in 
Tokyo. The lieutenant tells in his letter 
of an interesting visit to the home office 
of the Chyoda Mutual Life in Tokyo. 
Lt. Sutherland comments about the sur- 
prising similarity between this company 
and the average company in the States. 
Their standards of efficiency are high, 
although they have not developed the 
same degree of mechanization in their 
operations and practically all work is 
done by hand, including all billings. 

ee 


Arthur W. Theiss, director of publicity 
and advertising for Minnesota Mutual 
Life of St. Paul, has been elected secre- 
tarv and member of the board of direc- 
tors of the National Direct Mail Adver- 
tising Association. The annual conven- 
tion of the association was held recently 
in Detroit. Mr. ee has been active 
in adv ertising and sal es promotion since 
1922 when he entered the field as adver- 
tising manager of Cincinnati depart- 
ment store. After eight years in the re- 
tail industry, he became president and 
general manager of Syenol, Inc., phar- 
maceutical manufacturers; and in 1933 
affiliated with the Ohio National Life 
of Cincinnati as sales promotion man- 
ager. He joined Minnesota Mutual in 
1945, as assistant superintendent of agen- 
cies and in 1947 was made director of 
publicity and advertising. 
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Marine Union Meeting Held in Spain 


The annual conference of the Interna- 
tional Union of Marine Insurance, con- 
cluded at San Sebastian, Spain, on Sep- 
tember 19, included several timely con- 
tributions by members of the American 
delegation headed by Frank B. Zeller, 
president of the American Institute of 
Marine Underwriters. Thirty-one of the 
37 member organizations were repre- 
sented at the conference. 

Among subjects brought under discus- 
sion was the tendency of underwriters to 
cover extraneous risks by loosely worded 
clauses. A. Glanvill Smith, chairman of 
the Institute of London Underwriters, 
introduced the subject and said that the 
tendency to extend the basic cover of 
perils of the sea began in the early part 
of the present century. He stressed that 
the aill-risk clauses, introduced by the 
Institute in 1951, should not be inter- 
preted as guaranteeing “the sound deliv- 
ery of goods as there must be an ele- 
ment of fortuity to establish liability 
thereunder for loss or damage.” Owen 
E. Barker, first vice president of the 
American Institute, suggested the watch- 
word of “stop, look and listen” in the 
effort to better define the purpose of 
all-risk coverage. 

Mr. Zeller submitted a report of his 
“study group,” appointed after last year’s 
conference, on clean bills of lading. He 
emphasized that “the more serious as- 
pects of the problem rest in the issuance 
of clean bills of lading against letters 
of indemnity in respect to damaged in- 
terests.” He added that the practice in 
its more objectionable form is univer- 
sally condemned although too often con- 
doned. It is hoped that pending litiga- 
tion will ventilate the problem and lead 
to a clarification of the situation. Mr. 
Zeller’s group was asked to continue its 
work and was appointed as a committee. 

John T. Byrne addressed the Confer- 
ence on restrictive and nationalistic leg- 
islation, reporting developments since 
the 1952 Conference. These included 
actions taken by the Fourth Hemispheric 
Insurance Conference in New York in 
1952, and by the International Chamber 
of Commerce and the United Nations. 
As a result of action in United Nations 
to restrict discrimination in transport 
insurance, both GATT (the contracting 
members of the General Agreement on 
Tariffs and Trade) and the International 
Monetary Fund have been requested to 
study the problem. The Conference re- 
established its Committee on Freedom of 
Insurance under Mr. Byrne’s chairman- 
ship and authorized him to discuss the 
subject with representatives of GATT 
meeting in Geneva. Mr. Byrne pro- 
ceeded to Geneva on September 23. 
Harold Jackson, a vice chairman of the 
Conference and chairman of the Cargo 
Loss Prevention Committee, covered a 
wide range of subjects that had been 
reviewed by his committee. He urged 


members to induce their governments to 
ratify the 1948 Convention to establish 


an Intergovernmental Maritime Consul- 
tative Organization as a specialized agen- 
cy of the United Nations. IMCO, he 
said, is essential to furthering efforts 
to,improve safety at sea. Mr. Jackson 
also introduced papers dez aling with fires 
in cargo on board ships at sea, on label- 
ling of dangerous goods, and on the need 
for uniformity of international regula- 
tions pertaining to stowage of cargo 
aboard ships. 

Mr. Jackson’s committee submitted 
a voluminous document containing re- 
plies by member organizations to a 





of cover after discharge, indicating that 
the London market had the matter under 
consideration but that agreement in that 
market had not yet been reached. He 
also reiterated, in connection with ex- 
cessive deductions, a point made at the 
1952 Conference by Hawley Chester, that 
the essence of the question is to get a 
full and adequate premium at the incep- 
tion of the risk. 

Representatives of the English groups 
again submitted reports pertaining to 
hull business in general. The London 
market Hull Agreement was _ strongly 
defended with the theme of “not to 
change horses in the middle of the 
stream” after 15 years experience by 
English underwriters under the Agree- 
ment. Mr. Zeller reviewed the experi- 
ence of the American hull market under 
conditions of “winds of competition from 
across the pee. ‘sae. * Stewart, 
chairman of the Joint Hull Committee of 
Lloyd’s Underwriters’ Association and a 
vice-chairman of the Conference, dis- 
cussed the frustration clause under cargo 
business. Jean Jaubert of the French 
delegation submitted a preliminary com- 
parison of cargo clauses currently in use 
by various markets; this comparison will 
subsequently be published as a valuable 
document of the International Union. 

Legal problems involving recoveries 
from carriers, the through bill of lading 
and the cif. clause of INCOTERMS 
1953, were reviewed by Mr. Helmens- 
dorfer of the Swiss delegation. 

Carl Briner of Zurich was reelected 
president of the International Union. 
L. K. Sweet, deputy-chairman of the 
Institute of London Underwriters, re- 





U. S. Representatives at Marine Union Meeting 





Left to right: 


Frank B. Zeller, president, American Institute; 
Association of Marine Underwriters of the 
vice president, 
Americans in attendance were Harold Jackson and John T. 
Jackson is a vice chairman of the Internation! Union. 


Institute; William A. Bonner, president, 
United States; Owen E. Barker, first 


ican Institute. Mr. 


Carl E. McDowell, executive vice president, 


American Institute; 
Henry C. Thorn, director, American 
Other 


American Institute. 
Amer- 


Byrne, directors, 





questionnaire pertaining to the cargo 
loss situation in each country. The re- 
port, which will be analyzed by the 
committee, commented that “prevention 
of cargo losses in general remains large 
ly a matter of education.” It also stated 
that “in the last few years fires on board 
ships have in particular adversely influ- 
enced both hull and cargo accounts of 
many markets.” Thorolf Wikborg of 
Oslo, Norway, presented an analysis of 
his many years’ experience in fire pre- 
vention with Norwegian marine insur- 
ance and shipowner interests. Mr. Wik- 
borg’s factual study should prove to be 
a most valuable contribution to all those 
who are concerned with preventing ship- 
board fires. 

Several other committee and _ special 
reports were heard by the Conference. 
R. A. J. Porter, chairman of Lloyd’s Un- 
derwriters’ Associ: ation, presented a sum- 
mary of answers received from member 
associations on the subjects of extent 
of cover after discharge and of excessive 
deductions. He pointed to a need for 
revision of cargo clauses to set limits 





placed H. H. Mummery on the executive 
committee. The Conference paid high 
tribute to Mr. Mummery for his services 
to the International Union, and also to 
Hugh E. Gordon, secretary of the Lon- 
don Institute, who retires at the close 
of this year. 

The 1953 Conference was sponsored by 
the Spanish association. The abundant 
hospitality of the hosts made a deep 
impression on Conference members. The 
session came to a climax at a formal 
banquet attended by 1.200 representa- 
tives in the Museo de San Telmo. The 
former monastery and church, with mu- 
rals by Jose Maria Sert, was opened for 
the second time in its history to this 
public function. 


* * * 


Nippon University Honors President 
of AIU in Japan 


The president of American Interna- 
tional Underwriters Japan, Sakae Suzuki, 
was recently awarded the degree of Dr. 
of Commercial Science at Nippon Uni- 





versity, Tokyo. The degree was awarded 
in acknowledgment of his book, “Kaijo 
Hoken to Kyodokaisan no Jissai,”’ or 
“The Practice of Marine Insurance and 
General Average.” 

Published in 1950 this work is ranked 
among acknowledged text books in the 
Japanese marine insurance field. One of 
its unique features is the translation of 
the York- Antwerp rules into Japanese 
in tabulated form. Dr. Suzuki was chair- 
man of the Tokio Marine and Fire be- 
fore joining AIU. 

* * * 


Missouri Seeks Title to $905,000 
of Refund Money 


The State of Missouri is seeking to 
impose its rights under the escheat or 
reversion statute to confiscate $905,938 
still unpaid to policyholders or their legal 
heirs remaining of the more than $10,- 
000,000 that had been impounded by the 
United States Court for the Western 
District of Missouri in the legal fight 
that resulted from the efforts of stock 
fire insurance companies to increase their 
rates 162/3% in 1930. 

Attorney General John M. Dalton on 
behalf of the state on September 30 
filed suits against the unlocated policy- 
holders of 118 of the insurance com- 
panies in the Cole County Circuit Court 
and the remaining 21 suits are to 
be entered in that court as quickly as 
the necessary petitions can be prepared. 

The balance of unpaid refund pre- 
miums of $905,938 is in the custody of 
A. L. Arnold, clerk of the U. S. Dis- 
trict Court at Kansas City. Arnold, as 
custodian of the balance of the im- 
pounded premium funds is also named as 
a defendant in each of the suits. 


* * * 


NFPA Report on Livonia Fire 

of General Motors 

The disastrous fire that gutted the 
huge automobile transmission plant in 
Livonia, Mich., August 12 “could have 
occurred and still can occur in many 
other industrial and warehousing opera- 
tions” in this country. The National Fire 
Protection Association (Boston) in its 
complete report on the General Motors 
fire just released, frames this warning to 
management in pointing up the important 
lessons provided by the fire. 

Largest industrial fire loss on record, 
it did have the one beneficial effect of 
awakening management generally to the 
potentially disastrous results of fire on 
production, the NFPA report stated. 
Stressing that preventing fires of this 
nature is a top management problem, 
the report concludes with an outline of 
recommendations and references to aid 
executives at all levels in re-assessing the 
fire safety of their operations. 


o.< #2 


Connecticut Gets Merit Award for 
Driver Education 

Lieutenant Governor Edward N. Allen 
received Connecticut’s Award of Merit 
from the National Driver Educational 
Award Program from Manning W. 
Heard, prominent insurance leader, at a 
presentation ceremony during a Con- 
necticut Safety Commission eye at 
the Hartford Club. The award, a bronze 
pl ique, recognized the state’s progress 
in improving the scope and quality of 
its high school driver education program 
during the 1952-53 academic term ended 
last June. 

During the last three school terms 
Connecticut has more than tripled driver 
education enrollment of the 1949-50 
academic year, Mr. Heard declared in 
presenting the award. He added, how- 
ever that while four out of five Con- 
necticut high schools offered courses 
teaching boys and girls how to become 
safe drivers, only two out of every five 
of the 17,512 eligible students were en- 
rolled in them last term. 

Mr. Heard, who is first vice president 
of the Hartford Accident & Indemnity 
Co. is president of the Association of 
Casualty & Surety Companies, which 
sponsors the driver education award pro- 
gram. 
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Aetna Group Directors 
Meeting in Chicago 


IN NEW PARK RIDGE BUILDING 


McCain and Allen Held Delegation; First 
Time Directors Have Ever Met 
Outside Connecticut 

Directors of the Aetna Insurance Co. 
and its three subsidiaries comprising the 
Aetna Insurance Group left Hartford 
for Chicago, Monday, to hold their regu- 
lar October meeting in the group’s new 
building at Park Ridge, a suburb about 
12 miles from the center of Chicago. 
The party consisted of W. Ross McCain, 
chairman of the board; Clinton L. Allen, 
president; F. Goodwin Smith, George H. 
Day, Graham H. Anthony, Charles P. 
Cooley, Jr., Raymond C. Ball, Robert S. 
Garvie, David A. Solly, Jr., Harry M. 
Mountain, Frank K. Houston, Henry S. 
Morgan and Guy E. Beardsley 

Secretary D. F. Kirsheman attended to 
all transportation and other arrange- 
ments and was with the party during the 
four days of the trip. 

At New York a special car was at- 
tached to the Twentieth Century Limited 
which arrived in Chicago Tuesd: iy morn- 
ing. Reservations for the party were 
made at the Union League Club and the 
directors went to Park Ridge in time to 
make a complete tour of the building be- 
fore the meeting was called to order. 

First Meeting Outside Connecticut 

This is the first time in the Aetna’s 
134-year history that the board of di- 
rectors has met outside Connecticut. An- 
other milestone is that they met in the 
Aetna’s building which is the first ever 
built in Chicago by an outside insurance 
company. The new quarters were occu- 
pied for business August 3 and on Au- 
gust 15 a formal opening and reception 
was held for Chicago agents and the 
public. At this time President Allen 
and Vice Presidents H. M. Mountain, 
Henry P. Latham and George G. Quirk 
were present from Hartford, 

Located on a _ ten-acre tract, the 
Aetna’s new building contains many 
modern improvements, including air con- 
ditioning, sound proofing, recessed fluor- 
escent lighting, and phone audograph 
centralized dictating equipment as well 
as a cafeteria. This is a far cry from 
the first Aetna “office” in Chicago which 
was a cracker barrel on a street corner 
close to the river. This served to adjust 
and pay claims immediately after the 
great fire of 1871. 

The Western department is under the 
direction of Vice President and Manager 
Rush W. Carter who, with his staff of 
assistants, met the directors upon their 
arrival. They made elaborate arrange- 
ments for this meeting as well as for the 
entertainment features. 


George Nieunniililbess 
Inland Claims Assn. 


The October meeting of the Inland 
Marine Claims Association will be held 
at Whyte’s Restaurant, New York on 
October 13 at 6 P.M. George Nixon, 
assistant manager of the Marine Office 
of America, is to address the association 
on the relationship of the loss depart- 
ment to the underwriter. 


NEW MEXICO AGENTS’ ELECT 

Jack Daniels of Hobbs was elected 
president of the New Mexico Associa- 
tion of Insurance Agents as the group 
ended a two-day convention at Santa 
Fe. Other officers named were Alice E. 
Walsh, Gallup, vice president; Neil S. 
Durham, Clovis, treasurer; Paul S. 
Sackett, Albuquerque, state national 
director. 


George T. Magill Dies; 
Springfield Secretary 


GEORGE T. MAGILL 

George T. Magill died Monday night, 
October 5, at the Springfield (Mass.) 
Hospital following an illness of six 
months. He was secretary of the Spring- 
field Fire & Marine in charge of its 
Middle department. 

Mr. Magill joined the Springfield 
Group in 1940 as superintendent of its 
fire underwriting department in its New 
York City branch office. In 1946 he was 
elected resident secretary at New York. 
In October, 1951, he was elected secre- 
tary and transferred to the head office 
in Springfield. 

Mr. Magill was born August 29, 1903, 
in New York City. He was graduated 
from New York public schools, and at- 
tended Westminster College in Fulton. 
His entire career was spent in the fire 
insurance business. Prior to his connec- 
tion with the Springfield, he was asso- 
ciated with the Home Insurance Co. of 
New York. 

He is survived by his wife, Dorothy 
Diehl Magill; a daughter, Barbara, who 
is in nurses training at Lenox Hill Hos- 
pital in New York, and son, Thomas, 
student at Wilbraham Academy. 


Collision Rating Plan 
Revised in Rhode Island 


A revision to the present private pas- 
senger automobile collision classification 


rating plan has been filed by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of its member and sub- 
scriber companies and approved by the 
Rhode Island Insurance Department to 
become effective October 

The present two classes for private 
passenger automobile collision rating 
have been increased to three classes by 
subdividing Class 2 into a new Class 2 
and a Class 3; the new Class 2 being 
business and non-business use—operator 
under age 25; while Class 3 is business 
and non-business use, individually owned 
—no operator under age 25, or private 
passenger automobiles owned by corpora- 
tions, co-partnerships or by unincorpo- 
rated associations. 

The collision premiums for Class 1 are 
reduced by approximately 11%; the col- 
lision premiums for the new Class 2 are 
increased by 15%; and the collision pre- 
miums for Class 3 remain the same as 
for the present Class 2—in other words, 
are unchanged. These chz nges are justi- 
fied by the collision experience. 


Cleveland Board 
Suit To Be Heard 


IN FEDERAL DISTRICT COURT 


Department of Justice Expects Argu- 
ments Soon in Antitrust Suit Against 
Agents’ Local Board 


Officials of the Department of Justice 
in Washington stated last week that 
they look for arguments to be scheduled 
soon by the Federal District Court in 
Cleveland, Ohio, on the motion filed by 
the Government for a summary judg- 
ment in the antitrust suit against the 
Insurance Board of Cleveland. The 
Government has charged that the local 
agents’ association has combined and 
conspired to restrain and monopolize 
the business of selling fire insurance in 
Cuyahoga County, which includes Cleve- 
land, in violation of Sections 1 and 2 
of the Bhittehn Act. 

Basis for the suit is the so-called “co- 
ercion, intimidation or boycott” section 
of Public Law 15, which lays down con- 
ditions under which the Sherman Act is 
appliable to the insurance business re- 
gardless of state regulations. 

The purpose of its request for a sum- 
mary judgment without a trial, said the 
Government’s brief, is to show that 
“there are no material issues of fact in 
dispute in this case and that the plain- 
tiff is entitled to a judgment upon the 
admitted facts as a matter of law.” 


Government Charges 


The Cleveland board, which includes 
some 452 agents, representing 175 differ- 
ent stock fire insurance companies, do 
about 85% of all the fire insurance busi- 
ness in the county, the Government con- 
tends, and in 1948 alone wrote over $10.3 
million in premiums. It has violated the 
anti-trust laws through board regulations 
which prevent the members from these 
activities, the Government charges: 

(1) Representing companies which sell 
insurance at cut rates; (2) representing 
mutual companies ; (3) representing com- 
panies which appoint any non-board 
agents; (4) representing companies 
which operate branch offices, solicit 
business directly or contribute to the 
overhead expenses of their agents; and 
(5) placing or accepting exchange or 
brokerage business with mutual agents 
or non-board agents except on a dis- 
criminatory basis. 

The board’s answer to the complaint, 
according to the Government brief, ‘“ad- 
mits all of the subsidiary facts relating 
to the nature of trade and commerce,” 
but denies that the board or its mem- 
bers are “engaged in interstate com- 
merce or that the sale of fire insurance 
is essential to or affects the flow of 
interstate commerce.” 

And, adds the Government, the answer 
further admits the “substance of all 
restrictions on which the complaint is 
premised,” even though it denies the 
“effects” alleged in the complaint and 
seeks to justify the challenged restraints. 


Marshall Mellor Dies 


Marshall Mellor, 57 years of age, 
formerly state agent for the Home Fleet 
in Kentucky, who had been retired by 
the company in 1952 due to illness, died 
September 28, of a heart attack at his 
home in Louisville, Ky. He was a mem- 
ber of the Blue Goose. 

Mr. Mellor was with the Hartford 
Fire for nine years, part of the time 
in Wisconsin and Tennessee, and about 
two years in Kentucky. He left the Hart- 
ford to become office manager of the 
Edward J. Miller & Co. agency, in 
Louisville, and then went with the Na- 
tional Liberty about 1929, later succeed- 
ing the late Lee Upton as state agent 
for the Home. He remained with the 
Home until February, 1952. 


Firemen’s Boosts Dividend 
Directors of the Firemen’s Insurance 
Co. of Newark voted to increase its an- 
nual dividend from 90¢ a share to be 
at the rate of $1 a share. 


NAIA COMMITTEES NAMED 


Five New Committee Chairmen Are 
Appointed and Eight Are Renamed 
by President E. J. Seymour 
Five new chairmen were appointed and 
eight reappointed to head standing com- 
mittees of the National Association of 
Insurance Agents for 1953-54 by newly 

elected President E. J. Seymour. 

Newly appointed committee chairmen 
are: accident prevention, Sidney E. Nel- 
son, Racine, Wis.; legislation, Joe 
Arthur, Winchester, Va.; local board 
and membership, Sidney "A. Singleton, 
Orlando, Fla.; property insurance, Arc hie 
M. Slawsby, Nashua, N., He trade asso- 
ciation contact, Laurin W. Jones, Dodge 
City, Kan. ‘ 

Reappointed 
management committee, 
Schwab, Tompkinsville, S. I., ¥: 
casualty insurance, Joe H. Bandy, Nash. 
ville, Tenn.; educational, Ernest F. 
Young, Charlotte, N. C.; fidelity and 
surety, J. Kenneth Cormack, Providence, 
Ri finance, Harry T. Minister, Colum- 
bus, Ohio; fire safety, John J. O'Toole, 
St. Louis; metropolitan and large lines 
agents, Emil L. Lederer, Chicago; rural 
and small lines agents, Glenn J. May 
Spencer, Ind. : ip 


chairmen are: agency 


Arthur Od 


Williams Director of 


U. S. Mission in Spain 


Edward L. Williams, attorney and 
former president of the Insurance Ex- 
ecutives Association, this week took the 
oath as Director of the United States 
Operations Mission in Spain. He will 
establish headquarters in Madrid to su- 
pervise economic and technical assistance 
phases of the recent agreement with 
Spain. 


Jewish Federation to 
Honor Edwin Weinstock 


Edwin D. Weinstock, independent ad- 
juster, will be honored at the annual 
fund raising dinner of the Brooklyn In- 
surance Division of the Federation of 
Jewish Philanthropies, to be held Thurs- 
day, October 29, at the Biltmore banquet 
hall, Brooklyn, Louis Lehman, broker 
and campaign chairman of the division, 
has announced. 

The dinner, an annual event in the in- 
surance world, will launch the Brooklyn 
Insurance Division’s effort on behalf of 
the Federation’s 1953 campaign for $16,- 
950,000, or $2,450,000 more than was 
raised last year. Proceeds of the cam- 
paign will be used to support federa- 
tion’s network of 116 hospitals and social 
service agencies which have been ex- 
panded in recent years through the cre- 
ation of 42 new services and facilities. 

Tickets, at $6.00 each, may be secured 
from Alfred I. Jaffe, dinner chairman, 
45 John Street, New York 3. Checks 
should be made payable to Emanuel 
Stein, treasurer. Secretary of the dinner 
committee is Peter A. Locke. 


Protection Engineers Meet 


A meeting of the New York Chapter 
of the Society of Fire Protection Engi- 
neers was held October 6, at Schwartz's 
Restaurant. President W. Robert Pow- 
ers, greeted the 60 members and guests 
present and reported on action being 
taken in conjunction with membership in 
the National Society. 

A panel discussion of fire safeguard- 
ing of warehouses was conducted with 
Spencer T. Stack, superintendent, New 
York Fire Insurance Rating Organiza- 
tion, acting as a moderator. The various 
phases of protection of warehouses were 
discussed by Harry W. Tolliver, Chief 
of Space Control Branch, Bureau of 
Supplies and Accounts, U. S. Navy; J. 
Leo Cooke, president of J. Leo Cooke 
Warehouse Corp., Jersey City; T. Sed- 
don Duke, president, Star Sprinkler 
Company, Philadelphia, and J. Milton 
Wright, chief engineer, Associated Re- 
ciprocal Exchanges and manager Recip- 
rocal Rating Bureau. 
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Resolutions Approved by Convention 


Resolutions approved by the annual 
convention of the National Association 
in Washington last week included the 
following: 

Opposition to Any “Model” Licensing 

aw 

“Whereas, the National Association of 
Insurance Agents has traditionally been 
and continues to be in favor of a strong 
insurance agents’ licensing and qualifica- 
tion law in each state, designed to meet 
the particular requirements of that state, 
and 

“Whereas, attempts to draft a so-called 
model agency licensing and qualification 
lav on a nationwide scale cannot fully 
take into consideration the needs of an 
individual state. 

“Be it resolved, that the National As- 
sociation records its unalter able opposi- 
tion to any model agents’ licensing and 
qualification law.” 


Tax Treatment of Term Commissions 

“Whereas, the present Federal Income 
Tax laws require insurance agents to re- 
port for tax purposes commissions when 
they are received, and 

“Whereas, a distortion of tax liability 
may result where substantial commis- 
sions on a term policy are received in 
one year and must be returned in part 
in a later year if the policy is cancelled 
hefore expiration. 

“Be it resolved, that the Ways and 
Means Committee of the House of 
Representatives, United States Congress, 
be requested to amend the present Fed- 
eral Income Tax laws to permit insur- 
ance agents, accounting on an accrual 
basis, to set aside unearned commissions 
in a separate fund and allowing them to 
report as income for tax purposes, com- 
missions as they become earned over the 
term of the policy.” 

Direct Solicitation of Contract Bonds 
“Whereas, the attention of the Na- 


tional Association has been directed to a 
tendency on the part of some surety 
companies to solicit contract bonds di- 
rectly from contractors and to by-pass 
the insurance agents, and 

“Be it resolved, that the National As- 
sociation again declares that the public 
interest is best served by independent 
contractor insurance agents, who main- 
tain their own offices, who bill for their 
own account, and who effect insurance 
solely with companies whose loyalty to 
the American Agency System is unques- 
tioned. 

“Be it further resolved, that the Na- 
tional Association again records to un- 
alterable opposition to the practice of di- 
rect solicitation and the by-passing of 
insurance agents by those companies 
which profess loyalty and adherence to 
the American Agency System.” 





Direct Solicitation of Accident and 
Health 


“Whereas, the attention of the Na- 
tional Association has been directed to 
the practice of some companies to di- 
rectly solicit accident and health insur- 
ance and 

“Whereas, similar conditions exist in 
some other lines of insurance, 

“Be it resolved, that the National As- 
sociation again declares that the public 
interest is best served by independent 
contractor insurance agents, who main- 
tain their own offices, who bill for their 
own account, and who effect insurance 
solely with companies whose loyalty to 
the American Agency System is unques- 
tioned. 

“Be it further resolved, that the Na- 
tional Association again records its un- 
alterable opposition to the practice of 
direct solicitation and the by-passing of 
insurance agents by those companies 
which profess loyalty and adherence to 
the American Agency System.” 





New Officers of NAIA 


(Continued from Page 1) 


national board of state directors and as 
a member of the NAIA finance commit- 
tee. His selection to head the National 
Association meets with wide approval 
and his leadership capabilities are fully 
recognized. 

Joseph A. Neumann, popular and hand- 
some new vice president of the NAIA, 
has established an excellent record in 
local, state and national agents’ activities 
and the Eastern states are proud of his 
selection. He will become the next presi- 
dent of the National Association. It was 
no secret for many months that Mr. 
Neumann was well in the lead for the 
vice presidential nomination when the 
convention met last week in Washington. 

Three years ago Mr. Neumann became 
president of the New York State Asso- 
ciation after having served for two years 
as executive vice president. In 1951 he 
went on the executive committee of the 
NAIA and for a year after that was also 
president of the New York Association. 
He is owner of the Flynn-Neumann 
Agency, Inc., of Jamaica, Long Island. 


Neumann Good Leader 


Mr. Neumann has had a broad back- 
ground in casualty affairs. He was chair- 
man of the producers’ liaison committee 
with the New York State Workmen’s 
Compensation Board and chairman pro 
tem of the policy forms subcommittee of 
the All Industry committee on the New 
York disability benefits law. 

During the last year with the NAIA, 
in addition to many other important 
duties, he served as head of the special 
automobile insurance committee which 
has been fighting, successfully so far, 
adoption of compulsory insurance laws 





by states. He also has led the fight 
against reductions in agents’ commissions 
on automobile lines. 

Mr. Neumann entered oe in 
1926 as an agent in Bayside, N. Y. In 
1932 he joined Crum & Forster as a field- 
man in the suburban New York area and 
in 1943 purchased the Flynn Co. agency 
which he has headed since that time, the 
name being changed to its present title. 
He has two sons, 24 and 19 years respec- 
tively, and two twin daughters, 16 years 
of age. His elder son is with the Aetna 
Insurance Group in New York and the 
ant 2 this year entered the Naval 
Academy at Annapolis. 

Mr. Woodbury runs a local agency at 
Wilmington, N. C. He formed the agency 
14 years ago. He is a past president of 
the North Carolina Association and past 
chairman of the Southern Agents Con- 
ference. He was born in Wilmington, 
N. C., is married and has five children. 
His father is in insurance and a brother 
is with Chubb & Son at Atlanta. 

The NAIA will meet next fall at Chi- 
cago, after which it will move westward 
to Los Angeles in 1955. In 1956 the con- 
vention comes to New York City. New 
Orleans has entered an invitation for the 
1958 meeting but no action has been 
taken yet. 


Government Forum Held 


The government forum Thursday 
last week brought out a large attendance 
of agents who wished to get information 
on insurance plans of the Rural Electri- 
fication Administration, Federal Crop In- 
surance Corp., Public Housing Admin- 
istration, Federal Trade Commission, and 
Army, Navy and Air Force branches of 
the Department of Defence. The Gov- 
ernment spokesmen aimed to reassure 
the agents that the latter are not being 
pushed out of the insurance picture. 


Some questions brought “No comment” 
answers. 

E. M. Saunders, REA insurance spe- 
cialist, said that while over 1,000 elec- 
trical cooperatives are financed by the 
Government, they are essentially local 
private organizations and free to buy 
insurance locally in addition to that 
which the Government requires. In fact 
they are encouraged to procure more 
than the minimum insurance program. 
Of the $5,000,000 in premiums on the 
Government dictated coverage about 64% 
goes to non-agency insurers, but Mr. 
Saunders has no idea how far agents 
share in business developed by local con- 
tractors. 

On new telephone construction he said 
agents write about 72% of the insurance. 
While REA directors are price and serv- 
ice conscious on insurance matters Mr. 
Saunders feels agents have a _ good 
chance to get more business. He said he 
would like to see all rural electrical and 
telephone systems carry comprehensive 
liability insurance. 

Earl H. Nikkel, chief of the sales man- 
agement division of the FCIC, said the 
Government went into crop insurance in 
1939 because farmers could not get pri- 
vate company insurance as loss ratios 
were too high. Also the initial program 
was in part a desire to get more income 
for farmers and hence it was not sound 
from an insurance standpoint. 


Aim at Sound Crop Program 


Over the years different plans were 
tried and in 1948 the number of counties 
became limited and also the amount of 
coverage offered in a move to put ex- 
perience on a sounder basis Mr. Nikkel 
said. Since 1948 the program has been 
on a limited basis and premiums have 
exceeded loss payments. However, ad- 
ministrative costs are still assumed by 
Congress although it is the hope to place 
ultimately the whole program on a real 
self-sustaining basis. He said the FCIC 
could profit from more understanding 
from insurance men as to whether they 
feel they can enter the crop cover pic- 
ture. 

The rate problem can be solved only 
by experience, he continued and seeks 
advice of experienc ed insurance men. He 
said that some insurance agents are sell- 
ing crop cover for the Government, but 
not many are attracted because of the 
low remuneration. 

Public housing questions were consid- 
ered by Earl L. Milkwick, insurance di- 
rector of the PHA. He said the Gov- 
ernment seeks low insurance costs con- 
sistent with good coverage and told how 
an initial $52,000,000 blanket insurance 
with stock carriers had been replaced at 
a lower rate with mutuals. Through 
competition insurance charges have been 
lowered consistently over the years. He 
told the agents that local housing au- 
thorities can secure insurance from local 
agents if the rate is within 20% of what 
the PHA can secure. 

Mr. Milkwick said there is no disposi- 
tion to underinsure in cases where there 
are no reinsurance requirements. He 
feels that the PHA “requirements are 
reasonable in seeking broad coverage at 
low costs.” He denied there is any dis- 
crimination between stock and mutual 
carriers, with contracts going to lowest 
bidders. 

W. H. Thomas, attorney advisor for 
the FTC, explained work of the commis- 
sion in trying to fight acts in restraint of 
trade, monoplies, fraud, etc., and dis- 
cussed the history of Public Law 15. He 
did not comment on the Justice Depart- 
ment anti-trust suit against the Insur- 
ance Board of Cleveland. 


Kane Asks Fair Treatment for U. S. 
Employes 


Thomas L. Kane, former insurance 
head of the Department of Defense and 
former executive of “The Spectator,” 
insurance journal, asked for more coop- 
eration by the public with Federal em- 
ployes. He said there is too much un- 
justified criticism which tends to under- 








New Vice President 








JOSEPH A. NEUMANN 


mine morale and also to discourage able 
men* from assuming public service. He 
made a strong plea for fair consideration 
of work of Federal employes, with criti- 
cism of a constructive nature when it is 
made. 

Leroy Harff, Army; R. E. Shetley, 
Navy, and Ralph Dunn, Air Force, ap- 
peared as insurance specialists to answer 
the many questions presented. Mr. Harff 
cautioned the agents to- seek Defense 
Department insurance through contrac- 
tors in normal commercial practise and 
not to approach headquarters in Wash- 
ington. He said his Army office does not 
give information or try to use influence 
in placing of insurance. 

Mr. Shetley said the Navy asks for 

(Continued on Page 33) 


Norwich Union Flowers 

Washington, D. C., Sept. 28—The Nor- 
wich Union Group continued its time- 
honored practice of adorning the speak- 
ers’ platform with a beautiful bouquet 
of large yellow chrysanthemums. This 
gift was acknowledged by President 
Walter M. Sheldon. 


WINS EXCELSIOR CHINA 

Sidney Nelson, local agent of Racine, 
Wis., was —— 7 the set of Syracuse 
china offered by the Excelsior Insurance 
Co. of Rae, N. Y., Mrs. Helen 
North of New Haven, Conn., wife of 
Past President David A. North, drew 
the winning ticket containing Mr. Nel- 
son’s name, while President Forrest H. 
Witmeyer of the Excelsior watched pro- 
ceedings. 


PERFECT WEATHER 

The weatherman cooperated splendidly 
with the National Association in arrang- 
ing a steady series of sunny and warm 
days during the convention. As the ses- 
sions were divided between the Hotels 
Statler and Mayflower, and as many 
visitors wanted to sightsee around 
Washington, perfect weather was most 
welcome. 


STANZ AND ITTNER ON HAND 

Among early arrivals at the NAIA 
convention from Brooklyn were the two 
William F. Stanz and Ittner. They have 
been regular attendants at National and 
New York State conventions for many 
years. 
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Hope to ee Public Relations 
Program i in Every Eastern State 


The Eastern Agents Conference of ihe 
TAIA aims to initiate in other states 
in the Eastern field the public relations 
program which has been tested success- 
fully in Pennsylvania for about three 
years. Cooperating with agents in this 
effort are field ~~ of company repre- 
sentatives and t Eastern Underwriters 
Association. 

Over 30 leading agents in Eastern 
met at a breakfast conference at 
the Hotel Mayflower last Thursday at 
which H. Earl Munz, Paterson, N. J., 
chairman of the Eastern agents EUA 
conference committee, presided. The 
EUA was host and Stanley Cowman, 
chairman of the public relations com- 
mittee of the Paasiviel inia Association 
and former president of that group, ex- 
plained the program of activities. 

Mr. Cowman stated that more than 

agents out of the 1,600 members of 
the Pennsylvania Association are par- 
ticipating in present efforts to improve 
public relations through various organ- 
ized activities. More than half of the 
30 odd local boards of the state are 
carrying on programs and it is expected 
that all boards will soon be active. On 
the basis of results in that state, closely 
checked both by the agents and com- 
panies, Mr. Cowman stated that he 
wanted to help inspire other state 
ciations to undertake these long 
programs to build public good will. 

In outlining what has been done in 
Pennsylvania in the fields of accident 
and fire prevention, and in other direc 
ions Mr. Cowman said in part: 


states 


asso- 


range 


Development in Pennsylvania 
“Each 
particular phase of 
would undertake in its 
many he inz wuiguré ited 
grams which proved of local 
the local board and 
surance 
‘All the local boards did not 
immediately active until the Pennsyl- 
vania Association of Insurance Agents 
determined upon a statewide program of 
highway safety duri the early part of 
1953, and since that time, l 


determined for itseli 
public relations 
local area, and 
were pro- 
value 
business of 


local board 


become 


ee os local 
board has developed its own approach to 
this important phase of insurance public 
relations 

“During the two-year period that the 
program has been under the development 
phase, it has become cle early apparent 
that this method of organizing for public 
relations in the insurance bashes has 
definite merit and can be successfully 
operated through the state association 
officers and committees in cooperation 
with the field clubs in any state. 

“Twenty-six bulletins have been sent 
to local board public relations commit- 
tees and the field club members assigned 
to the local boards. 

“All material used in the Pennsylvania 


[Betigettete 


Phillips Studio 
STANLEY COWMAN 


available to state 
creating a 


test program will be 
associations interested in 
similar program. 


Cooperation With Press 


Mr. Cowman stressed also the value 
of cooperating with local newspapers and 
aon present cooperation between Penn- 

ylvania agents and the Philadelphia 

“Inquirer” in a highway safety campaign 
entit tled “Thou Shalt Not Kill” which the 
daily paper inaugurated. This campaign 
was successful in Philadelphia, then in 
Reading and now is being put in opera- 
tion throughout the state. Such efforts, 
Mr. Cowman stated, helps not only to 
reduce accidents but to take pressure off 
moves for compulsory auto liability in 
surance, 

There are plenty of chances to develop 
public | will Mr. Cowman said, but 
what is needed first are agents with en- 
thusiasm who will head up programs in 
their local boards. Field clubs render 
valuable assistance to local board com- 
mitteemen and this cooperation adds im- 
petus to initial efforts. 

Frank D. Moses, executive secretary 
of the Pennsylvania Association, pointed 
out that it is not intended, nor indeed 
practical, for every local board to start 
off with ‘the same program. Rather, with 
a wide range of suggested programs, 
each local board may choose its own. 
Principal objective is to get a local board 
to become active on some project which 
will enhance public good will for agents 
and the insurance industry. He declared 
also that any program should be built 


good 


State Directors Give 
Green Light to Survey 


ACTIONS TAKEN ZN AT 1ST SESSION 


Sheldon Hopeful That Federal Reserve 
System Will Reconsider Self- 


Insurance Proposal 


Washington, D. C., Sept. 28—The na- 
tional board of state directors voted to- 
night to approve publication of the text 
and figures contained in the survey of 
the agency gpg “Oe committee 
headed by Arthur L. Schwab of Staten 
Island, N. Y. This ‘agency cost survey, 
made in many states of the country, 
deals with the profitable operation of 
an insurance office and presents facts on 
commissions and premiums. The survey 
was discussed at length by Mr. Schwab 
during the Tuesday morning agency 
management forum. 

Meeting for its initial session that eve- 
ning at the Hotel Mayflower, with Presi- 
dent Walter M. Sheldon, Chicago, pre- 
siding, the directors took this action to 
permit publication of results of the 
agency cost survey, which took over 
three years to complete, because there 
arose during the last year opposition 
by some state associations to having 
this data made public. 

The NAIA executive committee had 
already gone on record as favoring pub- 
lication but several directors moved to 
block immediate release of this survey. 
When a test vote was taken by the di- 
rectors only 12 votes were mustered 
opposition. 

At this initial session new directors 
were introduced including H. Earl Munz 
of New Jersey, a popular figure in agency 
ranks. 

President Sheldon reported on efforts 
of the NAIA administration to get the 


around a good local leader as these ef- 
orts cannot be successfully developed by 
remote control from any state association 
headquarters. The state can but 
cannot carry on the actual efforts. 


assist 


Doremus and Bidwell Speak 


Mr. Moses credited Frederick W. 
Doremus, manager, EUA, and his as- 
sistant, Robert J. Vanderbeck, both of 
whom were present, for the current high 
degree of cooperation between agents 
and the companies. Mr. Doremus com- 
mented briefly, expressing his deep satis- 
faction with ‘the success achieved in 
Pennsylvania. He said there are 20 field 
clubs in the 12 Eastern states, ready to 
agents in these unselfish, non- 
competitive programs for building good 
will, 

Kenneth J. Bidwell, assistant U. S. 
manager, London Assurance, and well 
known for his public relations efforts, 
said he would like to see the fire and 
casualty companies back up agents by 
sending material regularly to local news- 
papers. 


assist 
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Federal Reserve System to reconsider a 
proposal for self-insurance of its build- 
ings and contents. Conferences with the 
officials of the system were fruitful and 
in Dallas the Federal Reserve Bank 
voted in opposition to the insurance 
proposal. Urging agents to contact Fed- 
eral Reserve banks throughout the coun- 
try Mr. Sheldon said he is hopeful the 
insurance business will remain with 
recognized insurance carriers and _ that 
agents will handle the coverage in stock 
carriers. 


To Oppose Model Qualification Bill 


J. L. Ashton of Wisconsin was named 
chairman of the sub-committee on reso- 
lutions to deal with recommendations to 
be considered Thursday when the board 
of directors goes into session as a reso- 
lution committee. One proposed resolu- 
tion will be to the effect that the NATA 
go on record as being firmly opposed to 
any so-called model agency qualification 
bill. Resolutions themselves go before 
the convention Thursday afternoon for 
action, the directors having the right 
only to offer them. 

On this proposal Robert E. Battles, 
California director, said the Insurance 
Commissioners sought a statement of 
NAIA’s position on model licensing mer 
offered to the NAIC. He explained that 
opposition by the agents to any model 
bill is based on two factors. First, such 
a bill would be less than perfect for 
those states which already have licensing 
laws of high standards and second, states 
now without any serious requirements 
for agents’ licenses would probably balk 
at passing a bill with as many regula- 
tions as a “model” bill would contain, 
even if those provisions were far under 
those of the best regulated states. 

Recommendations contained in the re- 

port of the fidelity and surety commit- 
tee, J. Kenneth Cormack of Rhode Is- 
land, chairman, were also referred to 
the resolutions committee for considera- 
tion. 
_ The directors continued for the com- 
ing year standing committees of the 
NAIA which operated during the last 
12 months. However, duties of the fire 
safety committees were extended to in- 
clude civil defense and cooperation with 
the Civil Defense Administration and 
those of the property insurance and 
casualty committees were broadened to 
include multiple line operations. 

Maurice Herndon, Washington office 
representative of the National Associa- 
tion, presented his report which is pub- 
lished in summary form this week. 


See President Eisenhower 

Several Eastern agents were among 
those who witnessed a bit of top Wash- 
ington social life when the President of 
Panama gave an official reception at the 
Carlton Hotel, across the street from the 
Statler, convention headquarters, Wed- 
nesday evening. They saw President and 
Mrs. Eisenhower, Vice President Nixon, 
Secretary of State Dulles and many 
other top Administration officials at close 
range for awhile. 


tICA 


Fire Assurance Company 


















THE EASTERN 


9, 1953 
October mx UNDERWRITER 


HELP 




















—+—_ 








. - . because when you help yourself to fire prevention material, you help 
yourself in many ways. 


—You help yourself through the new and often important con- 
tacts which fire prevention work can make for you. 


—You help yourself through the community good will and recog- 


nition which come from performing a worthwhile public service. AUTOMOBILE INSURANCE COMPANY 
—You help yourself by aiding to keep fire losses and the cost of STANDARD FIRE INSURANCE COMPANY 
| seeulneaiapacaclinechtias HARTFORD, CONNECTICUT 


Not just during Fire Prevention Week, but all year ’round, make fire pre- 
vention work a continuing activity. Motion pictures, prepared talks, posters 
and booklets are available from many insurance companies, from the Na- 
tional Board of Fire Underwriters, the National Fire Protection Association All Forms 
and the National Association of Insurance Agents. 


Fire and Marine Insurance 


So... help yourself. You'll get a double helping every time. 







Affiliated with AETNA LIFE INSURANCE COMPANY — AETNA CASUALTY AND SURETY COMPANY 
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Practises on Producer of Record, 


Return Commission Responsibility 


A review of existing rules on the question 
of producer of record and responsibility for 
return commissions was prepared by the 
metropolitan and large lines agents’ com- 
mittee after the subject had been discussed 
at a breakfast conference in Philadelphia 
in April during the annual meeting of the 
Eastern Agents Conference. This memo- 
randum is a compilation of all material 

d by the NAIA and is not an attempt 
by the NAIA to establish or formulate any 
rules, standard agreements or guiding 
principles on this matter, Chairman Emil 

. Lederer of the committee stated in 
Washington last week. He also pointed out 
that there is little uniformity with respect 
to rules on producer of record and respon- 
sibility for the return commissions and said 
a greater degree of uniformity would be 
desirable. 

Extracts from this memorandum wth 
respect to l:astern states follow: 

New York 

Insurance Brokers’ Association of New 
York: (Statement filed with Superin- 
tendent of Insurance of State of New 
York on June 21, 1939, concerning the 
broker’s position towards his assured on 
return commissions—not meant to cover 
disputes as between brokers). 


Code of Uniform Practice on Return 
Commissions 

“I. The broker pays gross in the fol- 
lowing cases: A. Where the broker has 
violated definite rating rules, regulations 
or ethical practice, or failed to properly 
cover the risk. 

“B. Where there has been an implied 
understanding, such as probable cancella- 
tion during term, ordinary handling of 
running account, policies with indefinite 
premiums such as I.U.B., compensation, 
etc. 

“II. In cases where, by the work of 
the broker, a rate revision is granted, 
the broker agrees with his assured to 
make a premium refund net. 

“III. In cases where the broker of 
record loses the line, he is relieved of all 
responsibility for return commissions ex- 
cept in cases involving indeterminate 
premiums, 

“In all cases, not discussed above, the 
broker pays net.” 

Maryland 

Baltimore Association of Insurance 
Agents: There is no rule in the con- 
stitution and by-laws of the local asso- 
ciation on the point involved, and it 
has been customary where an account 
changes brokers or agents, for the as- 
sured to return the policies to the old 
producer. In that event the old agent or 
broker is obligated for the gross return 
premium. 

New Jersey 

New Jersey Association of Insurance 
Agents: There is nothing in the by-laws 
of the state association or any of the 
local boards relative to this subject mat- 
ter. Neither is there any judicial decision 
on the books of that state. Any attempt 
at seeking cancellation of a policy in 
mid-term for the sole purpose of secur- 
ing new insurance for the new agent of 
record is looked upon as being unethical. 
However, it is the custom of the original 
agent of record to stand the loss of un- 
earned commission. 

Ohio 

Insurance Board of Cleveland: The in- 
formation received is as follows, and we 
quote: 

“Under our Ohio license laws the so- 
licitor is the agent of his principal, i.e., 
the agency to which he is attached. He 
has no authority to bind, only the agent 
can do so, and he is responsible to the 
agent for all of his acts and his acts 
bind both the agency he represents and 


the company for whom the agent acts. 
The accounting for premiums collected 
by the solicitor is the direct responsi- 
bility of the agent and his company, and 
in the event of refund of unearned com- 
mission the same situation would exist. 
The refund of unearned commission is, 
therefore, a matter lying between the 
company and its agent. 

“T don’t know about the corresponding 
statutes in all other states, but there are 
states like New York that require the 
agent to keep books and show a segrega- 
tion of funds belonging to the company 
and those of the agent. This is quite a 
theory, it seems to me, when the agent 
settles on an account current basis, for 
he has to take from his own funds 
enough to cover the premiums unpaid by 
his client at the time the settlement date 
comes around. Also, he generally has 
to advance his own funds for refund of 
unearned premiums which he will not 
collect for some 65-85 days later, for 
most agents | know make almost imme- 
diate refund of unearned premiums when 
a line is cancelled, whether they are 
reimbursed for the net return premium 
by the company represented or not. 


Broker in Different Situation 


“The broker is in quite a different 
situation, for generally speaking, he has 
no contractural obligation to advance 
premiums for his clients, although I con- 
cede that in many instances he does so. 

“Some years ago in Cleveland we set 
up entirely outside the Insurance Board 
an informal association of members of 
the board who desired to voluntarily en- 
ter into an agreement with the other 
members as to settlement of inter-office 
accounts, and in this instance there was 
a by-law which required the member to 
refund unearned commission on any 
policies, the premium for which had been 
clez ired through the association. 

“However, of late, the need of this 
organization to act as a clearing house 
for its members has largely disappeared, 
as there is little exchange business to be 
transacted under present market circum- 
stances. The Insurance Board has a 
somewhat active Bulletin Service by 


which any member can have the assist- 
ance of all the rest of the membership 
with respect to any line he cannot handle 
because of lack of capacity. The leading 
agents, however, short-cut the matter by 
dealing direct with other leading agents, 
as it 1s found very frequently that an 
increase in the total amount of the 
agent's line with respect to a given cus- 
tomer’s business must be placed imme- 
diately, and not incur the usual delay in- 
herent in the bulletining of same. 

“The bulletined risks today are those 
which have little preference and small 
chance of being arranged’ except 
through the use of a great many com- 
panies. Within the membership of the 
Insurance Board there are represented 
some 300 fire insurance carriers. Im- 
plicitly in this situation refund of un- 
earned commission is mandatory. 

“In regard to letters of authority I feel 
that our situation deals primarily with 
the requirements of the Ohio Inspection 
3ureau. In order to give an exclusive 
letter of authority to any agent, the in- 
sured must file a letter rescinding any 
former authority, in a form acceptable 
to the Ohio Inspection Bureau, on the 
insured’s letterhead and signed by an 
officer of the corporation insured, and 
when such letter is filed the Ohio In- 
spection Bureau must immediately no- 
tify the former holder of a letter of 
authority that his letter has been can- 
celled. 


Risks to Underwriting Association 


“In general, this works fairly well and 
relatively few complaints are brought to 
the attention of the Insurance Board. 
The only other item that I can call par- 
ticular attention to is in regard to the 
cancellation where the business goes 
from individual companies to an under- 
writing association such as Factory In- 
surance Association. 

“Inasmuch as it will be found in many 
instances that the same companies will 
be members of the underwriting associa- 
tion, the usual practice is to demand 
pro rata refund, but in order to clear 
this under the regulations of the Insur- 
ance Board, the Ohio Inspection Bureau 
and the underwriting organizations, it is 
required that specific written consent to 
do so be obtained from the agent(s) par- 
ticipating, and it has been known for 
such participating agents to refuse to 
consent, although this is generally not 
the case insofar as pro rata refund rather 
than short rate refund is concerned.” 


Hawaii, Florida, Virginia, Texas, 
Missouri Among Winners Of Awards 


ceding year was also won by the Board 
of Underwriters of Hawaii. 


Annual awards of the National Asso- 
ciation to local and state associations 
for outstanding achievements were pre- 
sented by President Walter M. Sheldon 
at the closing general session of the 
association’s 57th annual convention. 

The Woodworth Memorial was awarded 
to Harry T. Minister, Columbus, Ohio, 
chairman of the NAIA finance commit- 
tee, as mentioned in last week’s issue. 

The Sparlin Cup, which goes to the 
state association which has contributed 
the most to the American Agency Sys- 
tem during the year, was won by the 
Florida Association. 

The Board of Underwriters of Hawaii 
was a double winner, winning the Bowen 
Award which is presented to the state 
association that has contributed the most 
to improving public understanding of the 
American Agency System and the in- 
surance industry generally, and also the 
Fire Safety Contest Award which is pre- 
sented by the National Board of Fire 
Underwriters to the state association 
that has performed the most outstand- 
ing work in fire safety during the pre- 


The California Association of Insur- 
ance Agents was winner in the state 
association division of the Highway 

Safety Contest Awards which are spon- 
sored by the Association of Casualty and 
Surety Companies. In the local board 
category, Los Angeles; Superior, Wis.; 
Grand Ledge, Mich.; Evansville, Ind., 
and Racine, Wis., were winners. 

The Connecticut Association Member- 
ship Trophy which goes to the state as- 
sociation that achieved the highest point 
total on the basis of numerical member- 
ship increase, percentage increase, low 
turnover, and local board development 
during the preceding fiscal year was won 
by the Missouri Association. 

The Texas Association, by having the 
greatest combined mileage of members 
attending the convention (excluding Cal- 
ifornia), won the California Association 
Mileage Cup. 

The Des Moines Attendance Cup for 
the largest number of members regis- 
tered at the convention went to the Vir- 
ginia Association. 


Washington Report 
Offered by Herndon 


CROP INSURANCE EXPANSION 
War Damage Insurance Decision De- 
layed; 38 Out of 535 Congressmen 


Have Insurance Connections 


Maurice Herndon, Washington repre- 
sentative of the NAIA, reported at 
length on insurance developments in the 
Federal government when he went be- 
fore the national board of state directors 
last week. Extracts from his report coy- 
ering four subjects are given as follows: 

Federal Crop Insurance Expansion 

“As was expected, the last Congress 

gave the Federal Crop Insurance Corpo- 
ration permanent authority to expand 
at the rate, and at F. Ci. ‘discretion, of 
100 counties per year in the coverage 
of the crops listed in the original law, 
namely, wheat, flax, tobacco, corn, beans, 
citrus and multiple crops. 

“Three statements made by Federal 
Crop Insurance officials during the past 
session of Congress will undoubtedly 
have a major bearing on what_ private 
insurance companies may be willing and 
able to undertake in the field of crop in- 
surance. These statements are: 

“I. Congressional testimony by the 
former F.C.1.C. Manager Geisler that 
Federal Crop Insurance should be con- 
sidered more as ‘a welfare program’ than 
as ‘purely a business venture.’ 

“2. Had F.C.I. been in operation, as 
today, during the 1930’s dust bow] condi- 
tion in the Midwest, its liabilities would 
have been about $200,000,000 

“3. In the Midwest drought area to- 
day, total F.C.I. liabilities are about $75,- 
000,000, with $50,000,000 in wheat alone. 
Estimated wheat indemnities in Texas, 
New Mexico, Oklahoma, Colorado, Ne- 
braska, Kansas and Wyoming, however, 
are estimated at $10,000,000. Other crop 
losses have not been estimated. 


Government Self-Insurance 

“A furor has been created by the 
claim of a House Armed Forces sub- 
committee Chairman, Representative 
Cunningham of Iowa (R), that the Gov- 
ernment could save ‘millions of dollars’ 
in premium costs by eliminating private 
insurance coverages on properties wholly 
leased by the Government. Armed 
Forces officials ‘downtown’ unanimously 
insist that Representative Cunningham's 
statement is ‘completely wrong,’ and are 
busy preparing facts and figures to prove 
their contention. 

“These officials state that of the 5,000 
leases of private property held by the 
Armed Forces, most are for land only, 
and that the total rental of all of them 
is only about $13 million. Of the 5,000 
leases, only about 3% are wholly occu- 
pied by a branch of the Armed Forces, 
and, therefore, subject to possible Gov- 
ernment self-insurance. 

Government Auto Liability 

“A Senate subcommittee is preparing 
to investigate the ‘giant-size headache’ 
caused by the problem of Federal Gov- 
ernment liability in claims for losses 
caused by drivers of Government owned 
vehicles. 

“So many private relief bills have had 
to be introduced in the Congress in 
payment of claims resulting from acci- 
dents involving Government owned and 
operated vehicles, that it is seriously 
interfering with the ‘regular’ business of 
Congress. 

“Private insurance has not come for- 
ward with an offer to write special lia- 
bility coverage for the Federal Govern- 
ment, in spite of a Government request 
for assistance. The alternative being 
considered by the Federal Government 
is some form of revolving liability self- 
insurance pool. 

War Damage Insurance 


“The Korean truce has put a further 
damper on efforts of the Congress to 


(Continued on Page 33) 
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PROFITABLE BUSINESS 








THE HOME Talks Business... 
to GET Business For You! 


Next advertisement in the new Home series is designed to catch 
the eye of businessmen, large and small. If you have commer- 
cial or industrial policyholders or prospects, this advertisement 
is working for you. Like all Home advertisements, it is speaking 
not for the Company but for you, the agent—telling your story 
and emphasizing the value of your services. Reprints of this 
advertisement, in full color, are available for your use. 


* THE HOME* 
Snsurence Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE ° AUTOMOBILE e MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance + Fidelity and Surety Bonds 














The above advertisement 

will appear as a full 

page in color in: 

SATURDAY EVENING POST 
October 31 

TIME 
November 9 

U.S. NEWS & WORLD REPORT 
November 13 

BUSINESS WEEK 
November 14 

BETTER HOMES AND GARDENS 
November 

NATION’S BUSINESS 
November 


TOWN JOURNAL 
November 




























































NEW YORK WOMEN TO MEET 


Officers and Board Members of Clubs in 
Federation to Gather at DeWitt 
Clinton in Albany, Oct. 16-18 

The mid-term meeting of officers and 
board members of the various clubs 
comprising the Federation of New York 
Insurance Women’s Clubs, will take 
place in the DeWitt Clinton Hotel, Al- 
bany, on October 10-18. The Insurance 
Women of Albany will be the hostess 
club for the meeting. 

The program will be along the general 
outline of that used for the annual meet- 
ing of the Federation. The evening of 
October 16 will be given over to an in- 
formal discussion of items on the agenda 
to be taken up during the formal sessions 
on the following day. Luncheon will be 
served at 12:30 on Saturday in the South 
Room of the hotel. The afternoon meet- 
ing will be followed by dinner commenc- 
ing at 6:30. There will be no guest 
speaker at either function. 

Since the mid-term meeting of the 
Federation customarily is held in the 
home town of the president, Hannah R. 
W. Jaffe, Federation’s president and 
Louie Mulligan, corresponding secretary, 
will be honorary chairmen of all activi 
ties. They will have as assistants the 
following members of the Albany club: 
Harriet Vacheron, program chairman; 
Ellen Miller, hospitality; Sarah Serling, 
entertainment and Margaret O’Connor, 
Federation councillor 


McDowell President of 
Blair County, Pa., Board 


Robert F. McDowell was elected pres'- 
dent of the Blair County Association ot 
Fire and Casualty Agents at its annua 
election in Altoona, Pa. The meeting was 
in charge of John R. Martin, retir-ng 
president. 

Other officers elected were Cal G 
Griffith, Jr., vice president; James A. 
Yon, Jr., assistant secretary; Cal G. 
Griffith, 3rd, treasurer, and Robert F 
McDowell, state director from the local 
board. 

William L. Morrison was appointed 
chairman in charge of Fire Prevention 


Week. 


Albany W omen Start 


Educational Course 

The Insurance Women of Albany, 
N. Y., held its first meeting of the sea- 
son in Jack’s Restaurant. Guest speaker, 
John Steuerwald, special agent of the 
arson department of the National Board 
of Fire Underwriters, gave a talk on 
“The Crime of Arson.” 

On October 5 the club started the first 
Fall session of its educational course. 
Four two-hour sessions will be held un- 
der the direction of James Young, super- 
vising engineer, Travelers Indemnity. 


JOIN LATHAM, N. Y., AGENCY 

Alan N. Mendelson, Jr., a Marine 
Corps veteran, and Mrs. Dorothy Sauter, 
a former secretary, have joined the staff 
of the Powers Clinton insurance firm in 


Latham, N. Y. 











Pa. Local Board Names 
Chairmen of Committees 


Committee chairmen for the coming 
year were appointed at a meeting of 
Tri-County Association of Insurance 
Agents at Indiana, Pa. Appointments 
were made by the group’s new president, 
Robert J. Brett. They include: 

kK. Dick Fronheiser, advertising and 
publicity; Elmer Crowell, grievance and 
legislative; Walter S. Beegle, education; 
\. B. Martin, fire prevention, and L. 
Spicher, membership. 

The dinner-meeting served as a testi- 
monial to Wilfred E. Helwig of Indiana, 
who recently was elected second vice 
president of Pennsylvania Association 


Nubel-Toppin Marriage 

Joan Marion Nubel, daughter of John 
F. Nubel, well known New York City 
agent, was married recently to Joseph 
F. Toppin of Stamford, Conn. The cere- 
mony took place in St. Agnes Church, 
New Canaan, Conn., followed by a recep- 
tion in the garden of the Nubel resi- 
dence in that town. 

Mrs. Toppin was at one time secre- 
tary of the Moffat Insurance Agency 
of Westport, Conn., while Mr. Toppin is 
production manager of the United Print- 
ing Co., Stamford. 


SFRINGFIELD BOARD ELECTS 

Chester Bulkley was elected president 
of the Springfield, Mass., Board of Fire 
and Casualty Underwriters at a recent 
meeting. Other officers chosen were 
Stephen B. Goddell, vice president; 
Charles J. McMorrow, treasurer, and 


Clayton W. James, secretary. The ex- 
ecutive committee is made up of Francis 
FE. Johnson, George E. 
Donald G. Webster. 

Mr. James was chosen representative 
to the local agents advisory council. 


Olmstead, and 










































MRS. L. M. CLORE ? 


The Cincinnati Chapter of the Na- 
tional Insurance Buyers Association, 
Inc., has elected a woman, Mrs. L. M. 
Clore, as president for the 1953 - 54 term. 

Mrs. Clore is the only woman member 
of the Cincinnati Chapter, and is insur- 
ance manager for the Thomas Emery’s 
Sons, Inc., owners and operators of the 
Netherlands Plaza and the Terrace 
Plaza Hotels in Cincinnati, and other 
interests including the office building 
known as Carew Tower. Mrs. Clore also 
handles the claims division for these 
interests. 

While attending the University of Cin- 
cinnati, Mrs. Clore worked for the 
Thomas Emery’s Sons, Inc., then left 
to be married. Fifteen years later, dur- 
ing which time she became the mother 
of a son and a daughter, she returned 
to Thomas Emery’s Sons, Inc., and sub- 
sequently became manager of the insur- 
ance and claims departments. 

She is the only woman in any chapter 
of National Insurance Buyers Associa- 
tion, Inc. to receive this distinction. Mrs. 
Clore was chairman of the All-Day In- 
surance Session held in Cincinnati on 
September 16. 

Other new officers are C. H. Thiel, 
vice president; R. O. Brosius, treasurer; 
T. J. McAdams, assistant treasurer; C. 
J]. Haack, secretary. Directors are W. T. 
McWhorter, A. T. Reis, H. A. Newman, 


R. H. Hammer. 
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Sullivan County Agents 
To Meet October 22 


The Sullivan County Association of 
Insurance Agents will hold its annual 
regional gathering at the Concord Hotel, 
Kiamesha Lake, on October 22. The pro- 
gram will include a forum on important 
subjects to agents in the afternoon, spon- 
sored by the New York State Associa- 
tion, with a cocktail party and dinner 
following. The committee in charge con- 
sists of President Arthur Weisbord, 
Vice President H. Lewis Kolodny, Sec- 
retary Ann Weber and Charles Norton. 
Those desiring to attend this meeting 
should communicate with the Sullivan 
County Association at P. O. Box 310, 
Monticello, N. Y. 


Brooklyn College Courses 

The new semester of the insurance 
broker’s courses which have been given 
by Brooklyn College’s Adult Education 
Program will resume this fall beginning 
on October 13 and 14. Two separate 
sections, a Monday-Wednesday class, 
and a Tuesday-Thursday class are being 
offered again. Both courses are under 
the personal direction of Philip Gordis, 
who inaugurated these courses at the 
college in 1949, 

Tuition for the entire course is $50 
and registration is now under way at 
the office of Adult Education, Room 
1150, Boylan Hall, Brooklyn College, 
Brooklyn 10, N. Y. 


Women’s Leaders at Chicago 

The mid-year executive board meeting 
of the National Association of Insurance 
Women is being held at the Pa‘mer 
House, Chicago, on October 10 and 11. 
All officers and regional directors are 
attending. President Edna Mae Gay ad- 
vises the purpose of the meeting is to 
formulate plans for the year. 


FREDERICK H. SISSON DIES 

Frederick H. Sisson, 72, insurance 
agent in Buffalo, N. Y., for 30 years, died 
suddenly October 1. He joined the 
George M. Woodcock Agency in Buffalo 
about 30 years ago. The corporation was 
liquidated in 1941 and Mr. and Mrs. 
Sisson retained its name and operated It. 





CHARLES H. BOSWORTH DIES 

Charles H. Bosworth, 65, in insurance 
in Rochester, N. Y., for more than 
years, died recently in his home. A son 
survives. 
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EX-N. J. FIELDMEN TO MEET 





First Annual Banquet at Hotel Gram- 
ercy Park in New York City Octo- 
ber 26; Harry W. Kohler President 
The Ex-New Jersey Fieldmen’s Asso- 

ciation has completed plans to hold its 

frst annual banquet at the Hotel Gram- 
ercy Park, New York City, on Monday 
evening, October 26. The arrangements 

committee consists of Chairman R. F. 

Moore, president of R. F. Moore & 

Co.; Joseph H. Wilson, secretary, Home 

Insurance Co.; F. W. Mallalieu, Jr., sec- 

retary, Great American. 

The organization has 53 charter mem- 
bers. Officers are Harry W. Kohler, 
president, assistant secretary of Ameri- 
ca Fore Group; Joseph Sorge, vice pres- 
ident, assistant secretary, Caledonian 
Insurance Co.; S. Gage Lewis, secretary, 
assistant general manager, Fire Insur- 
ance Rating Organization of N. J.; F. 
W. Mallalieu, Jr., treasurer, secretary, 
Great American. The executive commit- 
tee consists of the officers and Samuel 
A. Mehorter, president, McDaniel & Co., 
Inc.; William T. Murphy, general man- 
ager, General Adjustment Bureau, Inc.; 
Samuel H. Reiter, secretary, American 
Insurance Co. 

The membership committee chairman 
is S. Gage Lewis. The welfare commit- 
tee is headed by Frederick W. Doremus, 
manager, Eastern Underwriters Associa- 
tion. 


Hartford Fire Branches 
Opened in New Zealand 


After operating in the Commonwealth 
of New Zealand through general agents 
and attorneys for three and a half dec- 
ades, the American Foreign Insurance 
Association has established branch of- 
fices of the Hartford Fire in Auckland, 
Christ-Church and Wellington, New 
Zealand. 

The control office for New Zealand 
will be located in Wellington, under the 
management of R. L. Mark, with the 
title of manager for New Zealand. Prior 
to joining the A.F.I.A. organization in 
June, 1953, Mr. Mark was employed by 
the National Insurance Company of New 
Zealand Ltd. as new business supervisor 
for the City of Auckland. 

The Commonwealth of New Zealand 
activities of the Hartford Fire will con- 
tinue under the general control of R. D. 
Barnes, manager for Australia, with 
headquarters in Sydney, Australia. 


Doster State Agent of 
American Liberty Ins. Co. 


Appointment of G. Reid Doster, Jr., 
as state agent of the new American 
Liberty of Birmingham, Ala., is an- 
nounced by Fred A. Carnell, president. 
Mr. Doster’s insurance career began with 
the Home Insurance Company and was 
interrupted by World War II during 
which time he served as Lieutenant 
Colonel with the Air Force. 

_Upon return to civilian life he con- 
tinued with the Home and later became 
associated with the United States Fidelity 
and Guaranty as state agent for 
Alabama. He will be at the home office 
ot the company in Birmingham and 
will service the Alabama agents. 


Grant GAB Branch Manager 


George C. Grant has been appointed 
manager of the Rutland, Vt., branch 
office of the General Adjustment Bu- 
teau. He succeeds George R. Smith, who 
is returning to the Boston branch as a 
Senior fire adjuster. 

Mr. Grant was previously a senior 
adjuster in the Augusta, Me., branch 
office where he has handled all types of 
claims and losses. He is a graduate of 
the University of Maine, was a counter- 
intelligence agent in the United States 
Army during the war, and joined the 
bureau in 1946 after previous casualty 
adjusting experience. 


E. Otto Redwitz, Secretary 
Security Cos., to Retire 


Retirement of E. Otto Redwitz, secre- 
tary of the Security-Connecticut Insur- 
ance Companies, on November | has been 
announced by Peter J. Berry, president. 
In his letter to branch managers and 
fieldmen Mr. Berry said. 

“Mr. Redwitz has been with the com- 
pany 34 years, during which time he has 
been an outstanding example of a very 
capable and efficient fieldman and _ of- 


ficer. His retirement comes through his 
own insistence and the board of directors 
and myself have acceded to his wishes 
with reluctance.” 

Born in 1891 at Harrodsburg, Ky., Mr. 
Redwitz began his insurance training 
working after school hours and on Satur- 
days with the local agency of Riker & 
Riker. After completing school he joined 
the Kentucky Actuarial Bureau where he 
did fire insurance rating work. This posi- 
tion he resigned to become manager of 
the local agency department of the 
Henry Clay Fire in Lexington. In 1914 he 
joined Edward J. Miller & Company, 


ALTOONA WOMEN MEET 
The monthly meeting of the Insur- 
ance Women of Blair County was held 
in Altoona, Pa. Paul Fox of the Middle 
Department Rating Association was 
speaker, discussing new insurance forms. 





Louisville agency, as office manager, re- 
signing in 1917 to become Kentucky- 
Tennessee fieldman for the London As- 
surance. In 1920 he joined the Security 
as state agent for Kentucky and held 
this position until called to the home 
office in New Haven in 1946. 
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Tye on Major Tax 
Problems of Agents 


OFFERS EXTENSIVE ANALYSIS 


Discusses Problems of One-Man Agency, 
Partnerships, Corporate Agencies, 
Installment Risk Questions 


Major tax problems of agents were re- 
viewed extensively by Charles W. Tye, tax 
counsel, Royal-Liverpool Insurance Group, 
when he addressed the convention in 
Washington, on September 29, during the 
agency management forum. Mr. Tye, a 
graduate of Stanford University Law 
School, is an associate 
American Institute of 
was engaged in law and tax work in Los 
Angeles and Washington before becoming 
tax counsel for the Royal-Liverpool im 
1947. He is one of the leading tax au- 
thorities in the insurance field. 

Mr. Tye discussed tax questions facing 
one-man agencies, partnerships and corpo- 
rate agencies, and also problems associated 
with Term policy commissions, whether 
paid at inception or on the installment plan. 
Extracts from Mr. Tye’s full treatise of 
the tax problem follow herewith: 


member of the 
Management. He 


One-Man Agency 


Tax problems of the one-man agency 
are not essentially different from those 
of any other sole proprietorship of a 
personal service nature. He naturally 
wants to be sure he is operating his 
agency with a minimum of tax cost. 
However, the established fact is that 
there are only certain basic methods 
whereby an individual can legally reduce 
his tax cost. They are: 

(1) Taking advantage of all exclusions 
from gross income. 

(2) Taking or shifting allowable de- 
ductions. 

(3) Shifting income to more than one 
entity or to different years. 

(4) Converting ordinary 
capital gain incomes. 

(5) Claiming dependency credits prop- 
erly, 

(6) Electing the use of tax forms, ac- 
counting basis, and joint or separate re- 
turn privileges which result, from year 
to year, in the smallest tax. 


Exclusions Often Overlooked 


income into 


Often, I find that taxpayers are so 
concerned with deductions that they 
neglect exclusions or fail to appreciate 
the limitations on dependency credits. 
The exclusions include tax-exempt inter- 
est, gifts, loans, bequests, damages, life 
insurance proceeds and annuities (with 
certain exceptions). Exclude these items 
from gross income—if you do not, the 
Bureau probably would not call it to 
your attention. Also, if your son is 
working temporarily only, you ought to 
see that he does not earn a few dollars 
more than his exemption credit. 

Shifting of income to more than one 
entity is no longer an easy matter, par- 
ticularly where what is assigned is 
rights to income rather than a property 
interest from which income flows. It is 
not legally possible to assign the right 
to income and thereby escape tax by 
shifting it to another taxpayer. 

However, now that husbands and 
wives are permitted to divide their in- 
come, one of the most vulnerable tax 
steps (attempting to shift income to the 
wife) no longer is a problem. The one- 
man agency, therefore, need not become 
involved in a husband and wife partner- 
ship under existing tax laws. It has the 
benefit of such tax treatment without all 
the collateral problems which such part- 
nerships create. 

Whether a joint return should be filed 
is, except in unusual cases,- essentially 
a question of arithmetic since the tax 


advantages flowing from the filing of a 
joint return and the attendant income- 
splitting increases with the disparity be- 
tween the income of spouses. Where the 
wife has no income the advantage is the 
greatest, decreasing as the incomes ap- 
proach each other. 


Partnership Agency 


Assume that the one-man agency has 
progressed to the point where operation 
as a partnership seems necessary in or- 
der to more effectively broaden the scope 
of its operations. At this point, it is of 
utmost importance that existing as well 
as future tax problems be anticipated 
and dealt with to the end that the 
agency will continue to be operated with 
a minimum of tax cost. There are many 
important tax differences between the 
partnership method of operating an 
agency and the sole proprietorship even 
though the total income in both cases 
is fully taxed to the individuals, the part- 
nership not being a separate taxable en- 
tity apart from the partners. Knowl- 
edge of these differences and use of 
them at the outset may result in sub- 
stantial tax saving. 

At the time of formation of the part- 
nership, in addition to the usual legal 
and accounting involved, the following 
additional matters should be considered : 

(1) Death, disability, insanity or in- 
competency of a partner. 

(2) Plan of handling 
widow’s interest. 

(3) Method of admission of new part- 
ners or retirement of old partners and 
the financial considerations involved. 

(4) Method of accounting to be em- 
ployed, and taxable period, whether fis- 
cal or calendar. 

(5) Whether the investment shall con- 
sist of cash, property or services, and 
the method of determining the value of 
the latter two. 

(6) The distribution of profits. This 
is purely contractual, and will stand un- 
less there is an effort made for one 
partner to assume the earnings of an- 
other for tax reduction purposes. 

In view of the above factors, it can- 
not be emphasized too much the neces- 
sity for a well drafted partnership agree- 
ment defining the rights and obligations 
of the respective partners during the op- 
eration of the agency as well as upon 
its dissolution, sale or liquidation. In 
this connection, the need to formalize a 
husband-wife agency partnership is no 
longer necessary. 


Choice of Taxable Period 


Following formation of the partner- 
ship, one of the first steps is to choose 
a taxable period. Under the law and 
regulations a partnership may choose 
any taxable period it desires, whether it 
be calendar or fiscal and irrespective of 
the taxable year of the individual part- 
ners comprising the agency. Since tax 
rates may become lower in succeeding 
taxable periods, it is advisable for new 
partnersiups to choose the latest fiscal 
year possible so that the first taxable 
year’s profits will be deferred. 

The admission of new partners pre- 
sents certain tax problems. The tax law 
is still unsettled as to whether or not 
the admission of a new partner results 
in the creation of a new partnership, 
although the Treasury has ruled that 
any increase or decrease of membership 
gives rise to a new partnership entity. 
Whether a new entity is created is im- 
portant to the question of whether elec- 
tions are revived. 


estate’s or 


Corporate Agency 


Change from a sole proprietorship or 
partnership to the corporate form of 
agency involves many _ considerations. 
There may be many reasons why such a 
transformation is desirable, such as ease 
of management, insulation from per- 
sonal liability, credit consideration, con- 
tinuity under various contingencies, etc. 
Whether such change is advisable, tax- 
wise, must also be considered. 

Whether the corporate form of opera- 


CHARLES W. TYE 


tion is preferable from a purely tax- 
saving approach can be ascertained only 
by careful comparison of the tax status 
ot the corporate and unincorporated 
form of doing business, and exploring 
some of the problems which will be 
created by such a change. 

Preliminary it should be noted that a 
corporation is a taxable entity separate 
and distinct from the stockholders, 
whereas a partnership is not considered 
a separate taxable entity apart from the 
individual partners. In other words, 
partners are taxed on all profits of the 
partnership whether or not distributed 
as contrasted with stockholders who are 
usually taxed only to the extent of cor- 
porate distributions in the form of divi- 
dends, salaries, bonuses, or commissions. 

Different tax rate schedules also apply 
to the two forms of doing business, and 
the excess profits tax, when applicable, 
has traditionally been imposed only on 
corporations, not on individuals or a 
partnership. Under existing rate sched- 
ules (which may be subject to legislative 
change within the next year) the break- 
ing point is $32,000 for a married person 
and $16,000 of net income for a single 
person. This is because the next indi- 
vidual tax rate bracket is higher than 
the present 52% corporate rate, without 
regard to the excess profits rate of 30% 
or the corporate ceiling of 70% of cor- 
porate income. This differential .con- 
tinues as income increases since the cor- 
porate rate is constant, whereas individ- 
ual rates go as high as 92%. 

However, it would be a mistake to 
merely look at the arithmetic of the 
situation in deciding whether the cor- 
porate form is preferable. You must also 
consider the penalty provisions for un- 
reasonable accumulation of surplus, state 
and local corporate taxes, unemployment 
and social security taxes, the fact that 
some of the saving would be dissipated 
in the event of a complete liquidation, 
etc. 


Goodwill on Liquidation or Sale of 
gency 


Indicative of the Treasury thinking 
as respects the personal service type of 
business, such as an insurance agency, 
is the fact the Bureau in four recent 

cases attempted to find goodwill value, 
upon complete liquidation of the corpo- 
ration, which would have materially in- 
creased the capital gain tax liability of 
the stockholders. In three of these cases, 
one of which involved an insurance 
agency, the Tax Court found that the 
corporation possessed no goodwill value 
since its success was due solely to the 
personal ability of the individual stock- 
holders. 

It is, of course, axiomatic that personal 
ability i is not goodwill. In all these cases, 
the court held that the excess earning 


power was not due to goodwill but solely 
to the skill and ability of the individual 
owners. In the fourth case, the Commis- 
sioner of Internal Revenue added to 
gross income goodwill of the corpora- 
tion which, computed by the capitaliza- 
tion of earnings method, was found to be 
$109,384.60. The court held that although 
the personal ability of the corporation's 
two principal officer-stockholders did 
not constitute goodwill, still the corpor- 
ation possessed goodwill apart from the 
ability. 

However, the court found that the 
goodwill value distributed in liquidation 
was only $10,000. Should your corporate 
agency be faced with the contention that 
liquidating value is enhanced by good- 
will value, it should be stressed that the 
success of the agency is due solely to the 
ability of the individual stockholder- 
owners. 


Goodwill Decision 


The most recent case involving this 
question in the case of an insurance 
agency is Estate of Henderson, T.C.M,, 
decided by the Tax Court on October 21, 
1952. Here the agency was incorporated 
in 1919 with an authorized stock of 200 
shares of the par value of $100 each. 
One hundred and one shares were issued 
to the decedent and 89 to the other 
stockholder. All contracts with the vari- 
ous insurance companies represented by 
the agency had been in existence since 
1919; the agency had an excellent repu- 
tation and good clientele of customers. 

In 1945 the other stockholder died and 
the present decedent bought the 89 
shares from the widow for $381.31 per 
share. The corporation was then dis- 
solved and the 190 shares were surren- 
dered in exchange for all corporate as- 
sets subject to its liabilities. Whether 
gain or loss resulted by surrender of the 
stock depended upon the net value of 
the corporate assets. There was no dis- 
pute on valuation of assets except with 
respect to the value of goodwill if any. 
The Commissioner claimed a value of 
$29,360.96 obtained by subtracting $43,- 
(087.94 (the value of tangible assets) from 
the total of $72,448.90, arrived at by mul- 
tiplying 190 shares by $381.31. It was ar- 
gued by the taxpayer that the corpora- 
tion had no goodwill which it could or 
did transfer to the decedent. The Tax 
Court held on the facts that obviously 
the corporation had goodwill and part of 
it was included in the price of the stock. 
However, the Tax Court found the value 
did not exceed $15,000. 


Term Commissions 


Receipt of substantial term commis- 
sions (on three- or five- year insurance 
policies) by insurance agencies has had 
the effect of creating peaks and valleys 
of taxable income in the first year such 
business is written and in the year of 
renewal, which has resulted in distorted 
tax liabilities in such years as compared 
with the intervening years. This is par- 
ticularly true where the agency is oper- 
ated as a proprietorship or partnership, 
and to a lesser extent where the corpo- 
rate form is used in view of the lack of 
graduated corporate tax rates. 

The Supreme Court of the United 
States has held, and the Treasury De- 
partment has continued to insist, that 
commissions must be reported as re- 
ceived and may not be reported over the 
period of the policy term (three or five 
years), irrespective of the contingency 
of being potentially liable for return 
commissions in the event of cancellation 
prior to the expiration date specified in 
the insurance policy. Usually, of course, 
good accounting requires that agencies 
reserve against this contingency but such 
a reserve has been treated for tax pur- 
poses as purely voluntary—therefore not 
deductible. - 

The leading decision covering this 
question is Brown v. Helvering (291 
U.S. 193). In that case ‘the Supreme 
Court held that a general agent of a fire 
insurance company, who accounted for 
income tax purposes on an accrual basis, 
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js not entitled, in ascertaining taxable in- 
come, to deduct from the amount of the 
commissions received on business written 
during the year an amount which, based 
on past experience, he anticipates he 
will be obligated to refund in future 
years by reason of policy cancellations. 
“It also disposed of an alternative argu- 
ment that such commissions were not 
earned until the full policy period had 
expired. 
Income in the Year Received 


Thus, it is well established in line 
with the so-called claim of right cases 
headed by North American Oil Consoli- 
dated v. Burnet (286 U.S. 417), that 
money received under no restriction, 
contractual or otherwise as to its disposi- 
tion, use or enjoyment, is income in the 
year received regardless of the con- 
tingent liability to return a part thereof 
in the event of the happening of some 
future event. 

The most recent case involving this 
question is Leedy-Glover Realty Insur- 
ance. Co.,” (13.T.C. No. 13, aff'd per 
curiam 184 F. (2d) 833). In this case the 
agency wrote insurance on a large num- 
ber of properties owned or controlled by 
the Farm Security Administration. Un- 
der the agency contract with the insur- 
ance company commissions on policies 
covering more than one year were placed 
in escrow and released each year ratably 
over the life of the Term policies. The 
agency was obligated under the terms of 
the contract to service these policies 
over their full term. 

The Tax Court held that the ‘agency, 
even though on the accrual basis, was 
taxable in each year only on that portion 
of the commissions which it became en- 
titled to receive during the taxable year. 


Installment Premium Plans 


A somewhat different situation is pre- 
sented in connection with so-called in- 
stallment premium plans. Basically, 
there are two major plans now in use, 
one involving the installment premium 
payment endorsement, whereby the 
agent collects the premium annually and 
deducts therefrom his pro-rata share of 
the commission. This arrangement is es- 
sentially the same as writing three- or 
five-year Term business, but the com- 
mission is deferred until receipt of the 
installment premiums. 

The other form is the annual renewal 
plan endorsement, which plan involves a 
one-year policy subject to renewal so 
that each renewal is, in effect, the issu- 
ance of a new policy. Similarly, the an- 
nual premium is collected and the com- 
mission withheld by the agent. In 
neither case should there be any serious 
question of the right to defer reporting 
commissions until actual receipt even 
though the agency is on the accrual basis 
for tax purposes since the right thereto 
is contingent upon payment of the pre- 
mium. 

This is not the same, however, as the 
accrual of a commission by an accrual 
basis agent as respects year-end business 
included in the account current but 
which is not collected until after the end 
of the year. Unless collection is ex- 
tremely doubtful, it would be necessary 
to accrue this commission in the year 
the business is produced even though 
receipt of the premium is postponed until 
after the taxable year. A cash agent 
would report the commission only in the 
year of actual receipt, however. 


Retiring Partner 


_ In this connection, frequently a retir- 
ing partner, under the terms of the part- 
nership agreement, has no interest in 
the firm other than in future commis- 
sions on business theretofor produced 
but on which the payment has been de- 
ferred. In the case of an insurance agent 
this situation could occur, among others, 
in the case of annual renewal plans and 
installment premium finance plans. 

In the absence of a sale of such inter- 
est to the remaining partners, the pay- 
ments would be treated as ordinary in- 
come to the retiring partner on the 
theory he is receiving compensation for 
Past services rendered. Similarly, the 


courts have held that a sale of future 
commissions (there being no other inter- 
est disposed of under the partnership 
agreement) will result in ordinary rather 
than captial gain tax treatment. 

There is a decisional conflict, however, 
where an interest other than in future 
commissions is retained by the retiring 
partner and the full interest is sold to 
the remaining partners. The courts have 
held that capital gain or loss treatment 
results, but in one case it was held that 
the purchase price had to be allocated 
between the right to future commissions 
and the remaining partnership interest 





with the amount allocable to future com- 
missions taxable as ordinary income. 
This case was reversed on appeal, but 
it is my prediction that ultimately earned 
but uncollected commissions will be 
taxed to the retiring partner as ordinary 
income based on an allocation factor. 

From the standpoint of the remaining 
partners, it is to their distinct tax ad- 
vantage to have the future commissions 
treated as ordinary income to the retir- 
ing partner in order to avoid income 
tax under the “purchase” rule. In other 
words, the payments are deducted from 
the gross income of the partnership. 


















Fine Press Job by Mathews 

Washington, D. C., Sept. 29—Efficient 
reporting of the convention was made 
possible through the full cooperation of 
James R. Mathews, director of promo- 
tion and press representative of the 
NAIA, and his assistant Clifford Reck- 
ling. Both worked hard to turn ovt 
speeches, committee reports and other 
material for the many insurance news- 
papermen covering the annual meeting. 
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This AFIA advertisement is appearing currently in leading American business 
magazines, export, and foreign publications to lay the foundation for your calls 
upon firms in your area engaged in foreign operations. Agents and brokers 
everywhere are expanding into the fast growing foreign insurance markets. 











AFIA makes it as easy for you to handle foreign insurance as it is to 
handle domestic risks. For full information contact our nearest office. 
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Bia Bie Industry Advisory 
Committee at Large Agents’ Breakfast 


Washington, D. C., Sept. 30—More 
than 200 agents attended the metropoli- 
tan and large lines agents breakfast con- 
ference here this morning and more 
would have come had facilities been more 
extensive. This group is growing in size 
and importance and attracting support 
to the NAJA from city and big producers 
wherever located. Emil T. Lederer, Chi- 
cago, committee chairman, presided. and 
with him at the head table were H. Her- 
bert Corson, Nashville. vice chairman; 
Tohn C. Weghorn, New York Ci 
Thornley B Wood, Philadelphia: 
Rerkeley. Cleveland; Kenneth 
Faunce, Boston, and Louis H. Trout, St. 
Louis, all members of the committee. 

After Mr. Corson had outlined obiec- 
tives of the committee and explained 
purposes of the new book listing known 
agents in large line and metropolitan 
categories, Mr. Wood spoke briefly on 
the thorny problem of what to do with 
respect to agents’ or brokers’ letters of 
record and with responsibility for return 
of unearned commissions when an _ as- 
sured changes his producer durine the 
term of a large line. He stressed the 
need for developing a set of eidine 
principles because at present there are 
no uniform practices. He distributed a 
long memor: se a prepare! bv the 
NAIA showing what current practices 
are in various parts of the country. He 
declared the committee will work toward 
the objective of uniformity. 


Berkeley on Federal Reserve Situation 


\ strong plea for an industrywide ad- 
committee was made bv Mr. 
Rerkelevy who cited the present move by 
Federal Reserve System to set up an 
inter-insurance system as calling for 
united action by insurance carriers of 
all types. While the Federal Reserve 
proposition is apparently stopped for the 
moment, it is not dead, and insurance 


visory 


companies are working on a plan which, 
it is hoped, the banks will accept in lieu 
of their own proposal. If the Federal 
Reserve System were to pull out of 
recognized insurers and use something of 
their own, it would injure the prestige 
of the insurance industry, Mr. Berkeley 
stressed He regarded as vitally essential 
the industry advisory committee which 
could function when threats to the busi- 
ness arise, to replace current piecemeal 
reactions. An attempt to set up such a 
committee was made a few years ago but 
was blocked by the head of one of the 
large company organizations, he said. 
Arthur L. Schwab, New York, chair- 
man of the agency cost survey. was re- 
quested by the meeting to collect data 
with respect to costs and profits on 
agencies in the two categories covered by 
this group. He said he hopes such fig- 
ures will be available by the time of 
the 1954 national convention in Chicago. 


Nearly 40 N. J. Agents Attend 

Washington, D. C., Sept. 29—New Jer- 
sey had close to 40 agents at the con- 
vention, an excellent showing in view of 
the fact that the New Jersey Association 
held its annual meeting at the close of 
September. Those who came from the 
Gardes St ate included the following: 

=. V. Ackerman, Trenton; Julius Klein, 
sete me Smalley, Plainfield; Charles H. 
Frankenbach, Westfield; Charles J. Unger, New- 
ark; Deane W. Merrill, Newark; Herbert L. 
Brooks, East Orange; Anna Z. Ritchie, Pater- 
son; Robert Morrill, Teaneck. 

S. S. Holland, Jersey City, 
V. Livington, Englewood; J. 
Tyrrell, 
Flemington; Fred A. 


president; Alan 
Russell Stricker, 
Trenton; George 
Hoadley, 
Milton H. 


Trenton; Francis 
Parker, Sr., 
Trenton; F. Ralph Zelley, 
Grannatt, Jr., Trenton. 


Godshall, Atlantic City; 


Trenton; 


Harry L. Albert H. 
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Allsopp, Newark; Samuel 


den; Leonard Fuchs, 


Worthington, Cam. 
Maplewood; Clarence Lof. 
berg, Teaneck; Arthur Zimmerman, Newark; C; 
Stanley Stults, Hightstown. 

H. Earl Munz, Paterson; Henry 
Clifton; Thomas C. Auld, Arthur H. 
Slack, Clifton; Emile Karam, East Orange; 
Esther Wedeen, Perth Amboy. 

E. M. Rothberg, Plainfield; Charles 5, 
Burke, Jersey City; Elizabeth Leeds Tait, Ran. 
cocas; Joel L. Arlington; Charles W, 
Gale, Atlantic City; W. Cecil Evans, Camden; 
James M. Bollinger, Newark; Samuel Glass 
Passaic, and Alfred C. Sinn, Clifton. ; 

Missed was Myra C. Knight, Upper 
Montclair, who died a few months ago, 
Miss Knight, former president of the 
Essex County Association, had been at- 
tending NAIA conventions for several 
years, 


A. Franz, 
Trenton; 


Harrison, 


Price Points to Stepped Up 
Highway Safety Activity 


Washington, D. C., Sept. 28—That the 
National Association is taking an in- 
creasingly more active interest in high- 
way safety was indicated by the annual 
report made to the NAIA by Reginald 
L. Price, Charlotte, N. C., chairman of 
NAIA’s accident prevention committee, 

Giving specific examples of this inter- 
est, Mr. Price said that through his 
committee the NAIA provided a member 
—Sidnev Nelson, Racine, Wis.—to serve 
at the traffic and transportation confer- 
ence of National Safety Conference. Last 
October the NAIA was represented by 
Mr. Price at the President’s Highway 
Safety Conference in Chicago, and also 
served on the national committee on 
uniform traffic laws and ordinances. 

“The committee, through its secretary 
in NAIA’s national office in New York 
and its chairman, has served as a clear- 
ing house for accident prevention in- 
formation. Examples are the securing of 
information as to the progress made in 
grounding vehicles and crane equipment 
through the use of conductive rubber 
tires from a National Safety Council 
engineer for a customer of a Florida 
agency; and a_ high level approach, 
through the NAIA Washington office, 
to the suggestion that driver education 
be offered to recruits in armed forces’ 
camps all over the country.” 

During the past year all state asso- 
ciation officers, state accident prevention 
committee chairmen and_ local board 
presidents have received material for 
promotion of such projects as refresher 
courses for adult drivers, highway safety 
contests, “Dad to Daughter” and “Father 
to Son” safe driving agreements, bicycle 
safety—all as continuing activities of 
Mr. Price’s committee. Along with this 
material was an urgent appeal for action 
on all the fronts suggested. 

The committee also cooperated with 
the Association of C. & S. Companies 
in the dissemination of a booklet on 
how to set uv a safety program in a 
local community. 


Wins Springfield Painting 


Mrs. E. W. Cragin, wife of a Las 
Vegas, Nev.. insurance agent (firm of 
Cragin and Pike) was the lucky winner 
of the oil painting of “The Covered 
Wavon.” This is a painting of the famous 
trade-mark of the Springfield Fire and 
Marine. Sprinefield, Mass. The award 
was made at the National Association of 
Insurance Agents convention, Washing- 
ton. D. C., last week. 

The Springfield has been keeping a 
revister of guests at its headquarters at 
NAIA convention since 1933, when it 
instituted the custom of awarding an 
oil painting of its trade-mark to the 
fortunate registrant whose name_ was 
drawn from its lists of guests. The draw- 
ing was made this year by Elmer Miller, 
insurance editor of the New York 


Journal of Commerce. 
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Ashton Springfield 
Educational Director 


CLARKE HANDLING AUTO LINES 


Ashton, Member of Bar Bar, Has Had Many 
Years of Teaching College Level 
Fire and Casualty Courses 


Ralph A. Ashton has been appointed 
director of education for the Springfield 
Fire and Marine Insurance Company, 
Springfield, Mass. Arthur H. Clarke, 
who has been director of education as 
well as superintendent of the automobile 
department, has been relieved of most 
of his educational duties to devote more 
time to the expanding automobile under- 
writing operations. 

Mr. Ashton joined the Springfield 
in November, 1951, as a claims consult- 
ant. He is a member of the Bar in both 
Massachusetts and New Hampshire, and 
has many years of experience in teach- 
ing college-level courses in insurance, 
both fire and casualty. He has taught 
night courses at the ‘Boston University 
School of Insurance and Insurance Insti- 
tute of America courses at the Boston 
Insurance Library. A native of Lewis- 
ton, Me., he attended schools in Man- 
chester, N. H. 

Simultaneously with Mr. Ashton’s ap- 
pointment, company officials announced 
that a new four-month, all-day study 
course will begin about November 15 
with Mr. Ashton in charge. The fourth 
such comprehensive study course run 
by the company, the new course will 
cover all classes of business now writ- 
ten by the Springfield and its affiliated 
companies. Past graduates of the com- 
pany’s courses have gone on to respon- 
sible positions as field representatives 
and as underwriters. 


FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund of 
San Francisco have declared a quarterly 
dividend of 40 cents a share, payable Oc- 
tober 15 to stock of record September 29. 





Herndon Report 


(Continued from Page 26) 


find an answer to the major problem of 
war damage insurance. 

“The Office of Defense Mobilization, 

however, has not dropped the problem 
of war damage, but is now conducting a 
survey of the Livonia, Mich., G.M. fire 
‘to determine what lessons can be 
learned from the disaster which will be 
of value in furnishing guidance to indus- 
try generally—both in reducing the vul- 
nerability of plants to attack, and in 
setting up pre-attack measures designed 
to facilitate rehabilitation and to speed 
up resumption of production.’ 
_ “Every aspect of the Livonia disaster, 
including all facets of the insurance 
phase, is under study by O.D.M. and 
some industry officials. 


First NAIA Survey of Congress 


“The first survey of a Congress of 
the United States to ascertain the pos- 
sible numerical strength of known pri- 
vate insurance interests in the Senate 
and House of Representatives has been 
just completed by the NAIA Washing- 
ton office, with the cooperation of the 
state agents’ associations. 

“The survey discloses that a total of 
38 out of the 535 Congressmen from 
both Houses have some type of private 
insurance connection. The total of 38 
Congressmen with some type of insur- 
ance jinterest’ is divided into 13 Senators 
and 25 Representatives, with 17 of these 
being Republicans and 21 of them Dem- 
ocrats. 

“Out of the 38 total, the industrial 
North and Northeastern section of the 
United States has a total private insur- 
ance ‘strength’ in the Congress of 22 
members, the South has 7, the Midwest 
4, and the Far West 5. The survey 
also discloses that private insurance 
strength,’ while not up to what some 

ATA members anticipated, is on a par 
with other professions and _ businesses.” 


Ann Hargert President 
Brooklyn Brokers Assn. 


Ann Barkley Hargert, president of A. 
B. Hargert & Co. has been elected 
president of the Brooklyn Insurance 
Brokers Association. She is the associa- 
tion’s first woman president. 

Mrs. Hargert, who takes office in Jan- 
uary, succeeds George A. Mutari, who 
was named chairman of the board of 
directors. 

Other officers elected by the Brooklyn 
brokers were Harold Fleischer, Joseph 
A. Carbone, and William A. Vendittelli, 
vice presidents; Jerome H. Gerst, sec- 
retary; David H. Krasnoff, treasurer; 
G. Robert Gunnersen, financial secre- 
tary, and Leroy Williamson, sergeant- 
at-arms. 

Mrs. Hargert has also been appointed 
chairman of the association’s 41st annual 
dinner-dance scheduled for November 
12, at the Hotel St. George. 





Connecticut CPCU Study 
Discussed by Panelists 


Results of a four-months study of fire 
and casualty company organization were 
discussed Tuesday, October 6, by mem- 
bers of the Connecticut Chapter of the 
Society of Chartered Property and Cas- 
ualty Underwriters in their first dinner 
meeting of the 1953-54 season at 
Cooke’s Tavern, Plainville. 

Panelists included chairman B. J. 
Daenzer, assistant secretary, Security- 
Connecticut Companies, New Haven; H. 
J. Doolittle, engineering consultant, 
Aetna Insurance Group; Richard E. 
Farrer, secretary, National Fire; Donald 
W. Ross, assistant secretary, Phoenix- 
Connecticut Group; Ronald M. Streeter, 
Hartford Accident and Indemnity; and 
Donald E. Walker, assistant secretary, 
Phoenix-Connecticut Group, all of Hart- 
ford. 

Thirty of the top 60 premium-writing 
organizations were surveyed in respect 
to functions, responsibilities and line of 
authority of major departments and 
committees. Announcement of the find- 
ings will be released following a report 
to the companies participating in the 
project. 

Company organization is one phase of 
a year’s special study by the chapter 
of the new demands being placed on the 
insurance business as a result of mul- 
tiple-line operations. 


Phila. CPCU Meets Oct. 19 


The Middle Atlantic Chapter of the 
Society of Chartered Property and Casu- 
alty Underwriters will hold a meeting 
Monday, October 19, at the Insurance 
Society of Philadelphia with cocktails at 
5:30 and dinner served at 6:30. Chapter 
members will receive reports on the re- 
cent annual meeting and seminar and the 
research committee will seek suggestions 
of topics for further study. 
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copies of policies rather than certificates 
because in the past there have occurred 
instances where the Navy has suffered 
through not knowing details of insurance 
coverage, which certificates do not fur- 
nish, 

Mr. Harff explained the national de- 
fense rating plan as a form of retro- 
spective rating tailored to the purposes 
of the Defense Department. He feels 
their ideas tend to level off stock and 
mutual carriers and leaves room for the 
local agent under advisory agreements 
with contractors. 

Debate on Neumann Report 


After Joseph A. Neumann had pre- 
sented the report of 


mittee on automobile insurance 


the special com- 
in which 
strong opposition was voiced to compul- 
sory liability coverage and also to reduc- 
tions in commisions by National Bureau 
companies in order to lower rates to 
meet cut-price competition, several mem- 
bers of the national board of state direc- 
tors expressed their views on various 
aspects of the problem. 

Robert E. Battles, Los Angeles, mem- 
ber of the NAIA executive committee, 
told the directors that the four leading 
old-line stock insurers writing auto lia- 
bility and property damage risks, and 
the four leading companies writing at 
lower rates, as two groups reported in 
1952 expense rates of 404% and 40% 
respectively. With expenses ratios prac- 
tically identical there is no room for 
reductions in agency commissions by the 
old-line companies, it was said. The four 
carriers not supporting the American 
Agency System include two direct writ- 


ing mutuals, one direct writing stock 
company and one reciprocal. 
Tom Harman, Seattle, said agents 


must oppose companies, whether friends 
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of the American Agency System or not, 
which would tend to “destroy the Amer- 
ican Agency System” by reducing com- 
missions to the point where the agent 
cannot make a living. He declared that 
as agents render a good public service 
they are tke to a continuance of fair 
pay. He said that “we don’t want cut- 
rate competition in our own offices.” 


Reason for Higher Loss Ratio 
Morton V. V. White, Allentown, Pa., 


pointed out that while expenses ratios 
of the agency companies and the com- 
petitors may be about the same the old 
line carriers have a higher loss ratio 
because they try to give a full public 
service by writing risks “across the 
board,” whereas cut-rate competitors aim 
to limit their writings, extensive as they 
may be, to so-called preferential busi- 
ness. 

Dave R. McKown, Oklahoma director, 
believes agency companies are adding to 
their ratios through a tendency to pay 
relatively small claims without much 
question rather than fight them. He 
feels these companies should be less lib- 
eral jin paying claims for which they 
may not be fully liable. 

It was also suggested that state In- 
surance Commissioners would do well to 
examine more clearly the rate filings 
of cut-rate commniilaiins to ascertain 
whether such deviations are actually 
justified by experience. The NAIA ad- 
ministration stated it is moving to se- 
cure loss statistics which will enable 
state associations to combat efforts of 
some companies to secure Departmental 
approval for lower rates. 

Mr. Neumann, though he cautioned 
agents surrendering their rights, com- 
mended the Bureau causualty companies 
for their acceptance of the public re- 
sponsibility of providing insurance for 
all types of risks, through rate classifica- 
tions, and not refusing to write business 
below the top grade. 


Reply to Readers’ Digest on A. & H. 
Joe H. Bandy, Nashville, Tenn., NAIA 


casualty chairman, reported that Better 
Business Bureau has prepared and will 
soon issue a booklet replying to charges 
with reference to A. & H. insurance that 
recently were published by the Reader’s 
Digest. He restated opposition of agents 
to the “Digest” article and said the 
3etter Business Bureau publication 
would present more correct statements. 

Milton W. Maya, Insurance Execu- 
tives Association, spoke briefly on pres- 
ent status of crop insurance study. At 
Cleveland last year the NAIA requested 
the IEA to study possibilities of insur- 
ance companies underwriting general 
crop risks on a profitable basis. The aim 
is to ascertain whether private com- 
mercial insurers can enter a field now 
handled almost exclusively by the Fed- 
eral Crop Insurance Corp., except for 
hail coverage on growing crops written 
by private insurers. 

Mr. Mays stated that the IEA had 
just received a report prepared by James 
B. Cullison, retired engineer and crop 
expert, and had had no opportunity to 
study it. Before any conclusions are 


reached, he said, the IEA would confer 
with members of the NAIA 
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Maritime Administration Extends 


War Risk Binders for Iwo Years 


The Maritime Administration will ex- 
tend to September 7, 1955, all war risk 
insurance binders now in effect, accord- 
ing to Louis S. Rothschild, Maritime 
Administrator. This will cover vessels 
for the duration of the War Risk Insur- 
ance Act, which expires in 1955. 

The purpose of the law is to insure 
privately owned vessels against war risk 
when such insurance is unobtainable in 
the commercial market. 

The statute was put into effect after 
it was brought to the attention of Con- 
gress that private firms insuring ships 
of the American Merchant Marine have 
clauses written into their policies that 
withdraw protection from the vessels 
48 hours after outbreak of hostilities 





N. Y. Board Losses Rise 


Incurred losses of $1,666,190 were as- 
signed in August to the committee on 
losses and adjustments of the New York 
Board of Fire Underwriters. There were 
776 in number, of which 216 were fire 
and 512 extended coverage losses. In 
the same month of 1952 there were 626 
losses for $825,385, showing an increase 
in number of claims of 24% and in 
amount of 102%. 

For the first eight months of this year 
Secretary E. C. Niver says the commit- 
tee received 6,400 losses for $13,438,875 
compared with 7,302 losses for $17,210,140 
in the same period of 1952. For the year 
so far the number has decreased 12% 


and the amount 22%. 


Aetna Names B. H. Suter 
As Louisiana Special 


Bruce H. Suter has been appointed 
a special agent in Louisiana for the 
Aetna Insurance Group and will be as- 
sociated in New Orleans with State 
\gent A. J. Bolles, Marine Superin- 
tendent M. A. Gressett and Special 
Agents N. W. Johnson and J. E. Carter. 

A native of Arkansas, Mr. Sutter is a 
graduate of Virginia Military Institute 
During World War II he was a captain 
in the Corps of Engineers and upon 
being discharged, joined the SEUA. At 
the outbreak of the Korean War, he 
was again called into service. Released 
early this year he joined the Aetna In- 
surance Group and has received extensive 
training in various home office depart- 
ments. 


Heymann Special at Albany 
For Great American 


The Great American has appointed 
Roy D. Heymann, Jr., as special agent 
in eastern New York, succeeding Mau- 
rice Towne who has resigned to join an 
agency in Albany, N. Y. Mr. Heymann 
has been with the Great American for 
several years as a fieldman in central 
New York, traveling out of Syracuse. 
His new address is 74 Chapel Street, 


Albany. 


ROSS GOES TO CLINTON, N. J. 

The American Insurance Co. has 
transferred Special Agent Guilford N. 
Ross from Newark to Clinton, N. J., 
where he will be associated with Special 
Agent Palmer A. Weis. Mr. Ross has 
been with the American for 14 years, 
during which time he has served as a 
fieldman in Florida and in another sec- 
tion of New Jersey. 


ARTHUR J. ZEEMAN DIES 
Arthur J. Zeeman, 85, a retired in- 
surance agent, died recently in Buf- 
falo, N. Y. His wife and -a daughter 
survive. 


involving the United States, Britain, 
Russia or France. 

The war risk insurance binders written 
by the Maritime Administration provide 
for the substitution of Government cov- 
erage for the cancelled commercial in- 
surance protection. A clause provides 30 
days’ coverage from the date of commer- 
cial cancellation, and in cases where the 
ship may be at sea, this is extended until 
the vessel is able to reach port. In 
such instances, the rate for such exten- 
sion of coverage will be fixed by the 
Maritime Administrator. 

The Government program is of a 
stand-by nature. There are some 1,900 
binders now in effect covering approxi- 
mately 700 ships. 

Ships of the American Merchant Ma- 
rine which have not been covered pre- 
viously by this form of insurance may 
still apply for the protection, it was an- 
nounced, and their coverage will also 
be for the full period of the present law. 

In the event the war risk insurance 
authority is renewed by Congress, fur- 
ther extensions will be arranged for 
policyholders, the administrator  an- 
nounced, 


Jones 40 Years With 


Factory Insurance Assn. 

W. M. Jones, chief engineer of the 
Factory Insurance Association’s eastern 
regional office in Hartford, celebrated his 
40th anniversary with that organization 
on October 1. 

Joining the FIA as an inspector in 
1913, Mr. Jones advanced to engineer, 
special agent, field manager of the 
Philadelphia office, special representative 
and was named chief engineer in 1938. 

A member of the American Society for 
Advancement of Science, he is also a 
member of the joint fire and marine in- 
surance committee on radiation. In addi- 
tion, Mr. Jones serves on a number of 
committees for the National Fire Pro- 
tection Association and is chairman of 
the committees on blower systems, air- 
craft hangars and radiation. 


Fire Assn. Office in N. H. 


In order to increase field services for 
agents in New Hampshire and Vermont, 
the Fire Association of Philadelphia an- 
nounces opening of a new office at 60 
Gove Street, Manchester, N, H., with 
State Agent J. Edmund Carr in charge. 
He has been with the Fire Association 
since June, 1949, working in the home 
office, and later as special agent in 
eastern New York. 
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Over 40% of all businesses damaged by a serious fire or 
windstorm never reopen—even though most of them have 
insured their buildings, fixtures and stock. The reason, of course, 
is that few businesses can stand the drain of a long period with- 
out earnings while repairs are being made. 


Such failures need not happen. A business can insure the 
earnings it might lose after a fire or other disaster. Called Busi- 
ness Interruption Insurance or Earnings Insurance, this form of 
protection affords the businessman a much-needed cushion 
against misfortune. Earnings Insurance protects a firm not only 
against the total loss of income resulting from a complete shut- 
down, but also against a partial loss in earnings if it is unable 
to carry on some portion of the business. 

There is nothing complicated or expensive about Earnings 
Insurance. It is highly useful and ordinarily costs less per $100 
of coverage than insurance on your building and other physical 
assets. Yet a loss in income could be much more serious than 
the property loss you might suffer. 


Ask a competent, independent insurance agent or broker to 
help you determine how much Earnings Insurance you need to 
protect your business against failure. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL e 
Home Office: 49 Wall Street, New York 5 


Baltimore - Boston » Chicago + Cincinnati « Cleveland « Dallas « Detroit «Grand Rapids - Houston 
Indianapolis - Los Angeles - Milwaukee - Newark - New Haven + Oakland + Philadelphia 
Pittsburgh + Portland, Ore. - Richmond « St. Louis + San Francisco + Seattle + Syracuse 


Fire, Marine and Casualty Insurance 
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Package Losses Increasing, 


Seide Warns in Phila. Talk 


Thefts of single packages and cartons 
from pickup and delivery trucks are in- 
creasing daily and are rapidly becoming 
almost as serious as hijackings of truck 
cargoes, Jack Seide, president, Babaco 
Alarm Systems, Inc., told the Philadel- 
phia Chapter of the Society of Industrial 
Packaging & Materials Handling Engi- 
neers meeting on September 28. 

He said that “thousands of dollars 
worth of goods are being stolen from 
vehicles used in city and suburban pick- 
up and delivery service, and these single 
package losses are seriously hampering 
trucking operations and are increasing 
the ultimate cost of consumer products 
to the public. 

“The unfortunate thing is that very 
little is being done about the situation,” 
Mr. Seide explained. “Most of these 
vehicles are left unguarded and unat- 
tended so that they represent easy 
pickings for thieves and pilferers. These 
losses are significant because they are 
running into many thousands of dollars 
each month and they have an effect on 
the trucker’s relations with his customer, 
and, in turn, the trucker’s relations with 
his insurance agent and underwriter.” 

Pointing out that frequently a single 
package loss may run into several hun- 
dreds of dollars, Mr. Seide advised: 
“Such losses could easily be prevented, 
at relatively low cost, if truckers, ship- 
pers and insurers would all get together 
on suitable action. As a matter of fact, 
the cost of effective burglar alarm pro- 
tection per truck for one year could 
easily be paid for if one package or car- 
ton were saved from theft.” 


New York Mariners Hold 


Annual Outing on L. I. 
The New York Mariners Club held 
its annual outing recently at the 
Wheatley Hills Golf Club, East Wil- 
liston, Long Island. Many members of 
the club and their guests participated 
in the various golf events and other 
activities. Frank Burrows of the Provi- 
dence Washington won the Skippers 
Trophy (low gross) and Robert Citroen 
of the Royal-Liverpool Group was 
awarded the Babaco Trophy (low net). 
The putting prize went to William 
Wilson of the Fireman’s Fund and the 
nearest the pin contest to Paul Buch- 
mann of the Commercial Union. The an- 
nual dinner party followed at which 
Skipper E. J. Brill of the Royal- 
Liverpool Group acted as host to the 
attendance which numbered 114. Among 
the guests were Harold Wayne and Jo- 
seph Bill, manager and assistant mana- 
ger respectively of the Inland Marine 
Underwriters Association. 


N. J. Rating Organization 


Governing Committee 

The Fire Insurance Rating Organiza- 
tion of New Jersey, at its annual meet- 
ing, elected the following companies as 
members of the governing committee for 
three years: Hartford Fire, New Hamp- 
shire Fire, North River, Phoenix Assur- 
ance, 

These succeed the following whose 
term of office expired: Royal, St. Paul 
Fire and Marine, Security of New 
Haven, Travelers Fire. 


Admitted to Texas 


Lothar Sudekum, United States man- 
ager of the Union Reinsurance Co. of 
Zurich, Switzerland, announces that the 
company as been admitted to the state 
of Texas. 


OHIO STATE FARM AGENCY 

Incorporation papers have _ been 
granted the Ohio State Farm Agency 
of Cleveland. The incorporators are 
George J. and Richard E. McMonagle 
and Robert E. Sweeney. 
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Not Personal Property, In Policy took the earrings, the ring, and the was limited to articles of adornment, 


Loose diamonds are “jewelry” so far as 
the personal property floater is con- 
cerned so that the $250 limit applies to 
such property. This, it would seem, is 
the law today. 

This conclusion is reached in a paper 
prepared by the chairman of the law 
committee of the Inland Marine Claims 
Association, Inc. These bulletins are a 
regular monthly feature of the associa- 
tion’s educational program. 

Recently in the case of Denny v. 
Insurance Company (Volume 8, Fire and 
Casualty Cases, page 82) the lower court 
held that loose diamonds were _ not 
jewelry under the terms of the personal 
property floater. The case was criticized. 
It has now been overruled by the United 
States Court of Appeals for the Eighth 


Circuit. 
Facts of Case 


Lewis E. Denny, Jr., and Vera Ann 
Denny, his wife, brought this action upon 
a “Missouri personal property floater 
policy.” The claim of the plaintiffs was 
that 176 unset diamonds, which were 
stolen from their residence in Kansas 
City on November 7, 1951, while the 
policy was in force, were covered by i 
for full value as “uncheduled personal 
property.” This the company denied, as- 
serting that by the terms of the 
policy these diamonds were “unscheduled 
jewelry,” for the loss of which the 
liability of the company was expressly 
limited to $250 and that it had paid that 
amount to the plaintiffs. 

The case was tried to the court with- 
out a jury. Controlling issue was whether 
the stolen unset diamonds were, within 
the meaning and intent of the policy, 
“unscheduled personal property” or “un- 
scheduled jewelry.” The court determined 
that the diamonds were not “jewelry” at 
the time they were stolen. It awarded 
the plaintiffs judgment for $11,020 (which 
it found to be the value of the diamonds), 
upon the ground that the diamonds were 
“unscheduled personal property.” 


Policy Provisions 


There was virtually no dispute about 
the facts. The policy covered all risks 
of loss of or damage to personal prop- 
erty owned, used or worn by the as- 
sured, Lewis E. Denny, Jr., or members 
of his family of the same household, 
except as otherwise provided. Under 
paragraph 3, “Amounts of Insurance,” 
the policy provided: 

“Insurance attaches only with respect 
to those items in this paragraph for 
which an amount is shown and only for 
such amount. 

“Item (a) $10,114—On unscheduled per- 
sonal property, except as hereinafter 
provided. 

“Item (b) $3,194—On personal jewelry, 
Watches, furs, fine arts and other proper- 
ty as per schedules attached hereto. 
Each item considered separately in- 
sured, 

“Item (c) $ Nil—On unscheduled per- 
sonal jewelry watches and furs, in addi- 
tion to the amount of $250 provided in 
Paragraph 5 (b), against fire, and 
lightning only.” 

Paragraph — 5 (b) appears under the 
caption “Limitations,” and reads as 
follows: “(b) As respects any one loss 
of unscheduled jewelry, watches and 
furs, the company shall not be liable 
for more than $250 unless the “$94 is 
covered under Item (c) paragraph 3 3, in 
Which event the company’s liability for 


diamonds, and departed. and could not be taken to include 
diamonds after being dismounted from 
an article of jewelry. 
is apparent that the dismounted “Counsel have supplied us with defini 
diamonds were not scheduled in the tions of the word ‘jewelry’ taken from 
The decision of the U. S. Court of policy or expressly covered by it due to various dictionaries, and have cited cases 
Appeals revising judgment, follows in to a misunderstanding between the as- thought to be indicative of the meaning 
part:: sured and his insurance broker. After of the word. Since we are Bem vise, 
“Since no amount of insurance was the diamonds had been removed from that in the policy in suit the word 
provided in Item (c) of paragraph 3, the the bracelet, the assured on October 20, ‘jewelry’ was used in a broad sense and 
diamonds, if they were ‘unscheduled 1950, telephoned the broker to cancel the included mounted and dismounted dia- 
jewelry’ at the time of the loss, were insurance on_ the bracelet (which the monds, there is no point in discussing 
covered by Item (b) of paragraph 5 to assured had forgotten was not covered the cases referred to the counsel, none 
the extent of $250. If the diamonds were’ by the policy in suit)’ and to schedule of which requires a different conclusion 


such loss is limited to the amount stated Diamonds Not Expressly Insured 
therein.” “ty 
Decision on Reversal 


‘unscheduled personal property,’ they the earrings and finger rings which had “If the coverage under the policy had 
were fully covered under Item (a) of been made frome some of the diamonds heen $250 on ‘unscheduled personal 
paragraph 3, because on July 21, 1950, taken from the bracelet. property’ and $15,000 on ‘unscheduled 
prior to the time of the loss, the amount “The broker told the assured that the jewelry’ can anyone believe that the 
of insurance under that item had been bracelet had never been covered by plaintiffs would have asserted the dia 
increased to $15,000, in order to provide the policy. The assured informed the  monds were not ‘jewelry’ or believe that 


$1,500 additional coverage on personal broker that there had been no loss, but the company could have escaped liability 
property in a summer place which the that some things had been made out of for the loss of the diamonds by insisting 


assured had recently acquired. diamonds taken from the bracelet and that when dismounted they had becom: 
“It is conceded that when the policy that loose stones were left, and asked, ‘unscheduled personal property ?’ 
was written, the diamonds, which were ‘What should I do with them ?” “The judgment appealed from is re- 


“The broker said, ‘Well, where do you versed, and the case is remanded with 
have them?’ The assured replied, ‘I have directions to dismiss the complaint.” 
them in a safe deposit box.’ Thinking 
that the loose diamonds had been placed 


record that the value of ‘unscheduled 1! @ Satety deposit = ha — bank, Collision Classification 
personal property,’ as declared by the the broker said: ‘Well, there is no use my 

assured, never included the value of the Spending your money, for insurance on Revision Made in D. of C. 
diamonds, and that the premium paid by those as long as you have them in the \ revision to the present private pas- 
the assured did not reflect the risk of box, but as soon as you take them = senger automobile collision classification 
(Here loss: of there you should let me know. rating plan liad been filed By the Na- 


“The basis for the District Court’s Hiised dakeuuahtes Wienimietiaie: & 
. : ons omobile derwriters ssocia 
conclusion that the diamonds ceased to : ore 
tion on behalf of its member and sub- 


be jewelry when they were removed aioe cited and decal of 
from the bracelet, and that they were  SC™?€! rs” farting and accepte Dy tne 
: ae ca , nsurance Departm f th istrict 
thereby transmuted into unscheduled Insurance Department of the _Distric 
’ ; of Columbia, effective October 5. 
personal property’ and thus brought Pec evedaies ke ge Vote 
within the coverage of the policy, is 1€ present two classes for priva 
that fee wake no loager articles of - Peesctaee automobile collision § rating 
c =v rere oO onge < ic S ° 
' 2 sak ak enielit have been increased to three classes by 
yersonal ado 4 ° 


then mounted in a bracelet belonging to 
the assured’s wife and insured by her 
in another company, were not cov ered by 
the policy. It is also apparent from the 


“Tt is obvious that had the diamonds 
remained set in the bracelet, which was 
never insured by the company, this con- 
troversy would not have arisen. But in 
October, 1950, the assured and his wife 
had a jeweler dismount the diamonds 
in order to use some of them in new 
items of jewelry to be made, namely, 


diamond earrings and a diamond ring for sub-dividing Class 2 into a new Class 2 
e = . } , 4. ° 
Mrs. Denny and a diamond ring for Argument Untenable and a Class 3; the new Class 2 being 
ass i ; = ‘ ; - business and non-business use—opera- 
the assured. “The theory that the dismounting of ; I 


tor under age 25; while Class 3 is busi- 
ness and non-business use, individually 
owned—no operator under age 25, or 
private passenger automobiles owned by 
corporations, co-partnerships or by un- 
incorporated associations. 

The collision premiums for Class 1 are 
reduced ap pre ximately 11%; the collision 
premiums tor Class 3 remain the same 


“When these articles had been made, diamonds from the uninsured and un- 
the assured brought them home with scheduled bracelet reduced them to the 
the dismounted diamonds which were left status of ‘unscheduled personal property’ 
over. The diamonds, which were wrapped seems to us logically untenable. Within 
in tissue paper, were placed in a strong- the meaning of the policy, we think the 
box which was kept in the house and diamonds were as much ‘unscheduled 
for which both the assured and his wife jewelry’ after their removal from the 
had the keys. The last time Mrs. Denny _ bracelet as they were before. 


= or a sialhoahlaere 1, 1952, The Eager sas recognized that 4,5 for the present Class 2—in other 
Hi me mes og ae lit. She mt i dae os ; spot aake at Hae SDOuEY ‘ = al to words, are unchanged. These changes 
le DOX and locked tt. She and her hus ye given their usual and ordinarily ac are justified by the collision experience 


band left that evening for Florida, and, cepted meaning, but was of the opinion 
while they were away, someone entered that the word ‘jewelry’ as commonly 
their home, pried open the strong-box, understood and as used in the policy 


New Leaders Announced 


By Philadelphia Mariners 


The following members of the execu- 

’ ° : tive committee of the Mariners ( “lub of 
We've got something PICK-UPS Philadelphia have been announced for 
the next year. They are: H. Bradley 
Vd HAZARDOUS! Sexton, Boston; Wm. L. Nicholson, 
Home; H. J. Noyes, Fire Association; 
Burton Mansfield, Marine Office; Frank 
Kelly, North America; A. J. Cullen, New 

















that proves 





Every hour somewhere in the Hi impshire ; Frank Henry, Fireman’s 
2B Fund; George Nicholaus, Wm. H. Mc- 
U.S 8 pick we truck has a Gee and George Kurtz, National Union 


package or load stolen. This announcement was made by H. J 


Are you to blame? Noyes, chairman of the club’s public 
Bab Al Syst rel: tions committee. The Mariners Club 
abaco “Alarm systems are is composed of the leading marine in 


preventing these losses. Write surance underwriters in Philadelphia 
or contact Babaco for free new salad adh eapec ate 
folder. TUCKER HOME SPECIAL IN VA. 


The Home Insurance Company an- 


WARNING nounces appointment of William F. 


Tucker as special agent for its South- 






{22 J eastern farm department, with headquar- 
ters in Richmond, Va. Mr. Tucker suc- 

NOT UNDER ceeds Special Agent F. E. Van Deman, 
DRIVER'S CONTROL Ir. who is resigning to enter the local 


agency field in Marshall, Va 
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NBCU Classifications 
Lower California Rates 


FIRST LARGE STATE REDUCTION 


Bureau General Manager William Leslie 
Announces 8% Statewide Drop; Most 
Increases Hit Class 2C 

A new plan of classifying private pas- 
sanger cars for automobile liability in- 
surance rates and an 8% reduction in 
statewide average rates, effective imme- 
diately, have been announced for Califor- 
nia by the National Bureau of Casualty 
Underwriters. The bureau also announced 
that rates for voluntary medical pay- 
ments coverage in liability policies are 
increased $1 on standards amounts of 
$1,000 or less and $2 on the _ higher 
amounts. 

“The new plan, which classifies private 
passenger automobiles in seven classes 
of risks for rate purposes, apportions 
insurance costs more equitably among 
insureds than the three-class plan for- 
merly in use,” William Leslie, general 
manager of the bureau, stated. “It re- 
lates rates to the various recognized 
hazards of automobile operation to a 
greater degree than the former plan. 
Under the new plan, the less hazardous 
risks will pay a smaller share of insur- 
ance costs and the more hazardous risks 
will pay a larger share. 

Most Rates Reduced $1 to $14 


“The new automobile liability rates 
result from a revision of the old rates 
on the basis of improved experience and 
from applying the new classification plan 
to the revised rates. For the great ma- 
jority of insureds, the combined effect 
of the reduction in the sté itewide aver- 
age rate level and the application of the 
new plan has been to reduce rates $1 
to $14. For a small minority of insureds 
there are some increases, ranging from 
$1 to $37. Most affected by increases 
are the rates applying to cars owned 
or principally operated by unmarried 
persons under 25 years of age who, as a 
class, are regarded as the most hazard- 
ous priv: ate passenger car risks.” 

The rates to which the revisions apply, 
Mr. Leslie said, are for basic limits cov- 
erage, which means protection up to 
$5,000 for bodily injury to one person, 
up to $10,000 for bodily injury resulting 
from one accident and up to $5,000 for 
property damage. 

“California is the first large state in 
which a general reduction in the state- 
wide average rates for automobile lia- 
bility insurance has been made since the 
war,” Mr. Leslie stated. “Although auto- 
mobile liability experience generally has 
been unfavorable countrywide, experi- 
ence in California improved sufficiently 
during Pe past year to justify the rate 
reduction that has been made. The in- 
surance companies hope that this im- 
provement will continue because they 
welcome the opportunity to reduce rates 
whenever and wherever experience per- 
mits them to do so.” 


RELEASES 1953-54 BOOKLET 

Harry J. Loman, dean of the Ameri- 
can Institute for Property & Liability 
Underwriters, Inc., has released a 36- 
page booklet containing the 1953-1954 an- 
nouncement of the institute. Changes 
from the 1952-1953 announcement in- 
clude: (1) the dates for the examina- 
tions in 1954, 1955 and 1956; (2) revision 
of the suggested reading list, especially 
for Parts I and II; (3) the examination 
Statistics for 1953, and (4) the minimum 
charge for the composite answers. 


NEW INFORMATION SERVICE 


Ten Texas Companies Form Southwest- 
ern Organization; T. R. Mansfield, 
Pres.; Darby Hammond, Exec. Sec. 
Ten of Texas’ leading independent in- 
surance companies joined hands _ this 
week to establish the Southwestern In- 
surance Information Service, Inc., T. R. 
Mansfield, president of the Gulf Insur- 
ance Co. in Dallas, has announced. Pur- 
pose of the new organization is the dis- 
semination of factual information to the 
public pertaining to casualty insurance 
in the Southwest. Mr. Mansfield, also 
president of the new corporation, stated 
offices will be opened in Dallas on Oc- 

tober 15. 

Companies already members of the in- 
formation service include American Gen- 
eral, Houston; American Indemnity, Gal- 
veston; Commercial Standard, Fort 


DARBY HAMMOND 


Worth; Employers Casualty, Dallas; 
Gulf, Dallas; Houston Fire & Casualty, 
Fort Worth; Southwestern Fire & Casu- 
alty, Dallas; Superior, Dallas; Traders & 
General, Dallas, and Trinity Universal of 
Dallas. Other companies are expected to 
become members of the information 
service shortly, Mr. Mansfield said. 
Officers of the new corporation, other 
than President Mansfield, are: Vice 
presidents Karl F. Vasen, —— vice 
president, Houston F. & C.; R. Mon- 
day, secretary, American cee J. W. 
Jordan, vice president, Commercial 
Standard. T. P. Flahive, secretary-treas- 
urer of Superior holds the same position 
with SILS. G. S. Yeargan, president, 
Trinity Universal; A. F. Allen, presi- 
dent, Employers Casualty, and E. 7 
Earnest, president, Superior, will serve 
as directors along with the other officers 
of the information service. 
Darby Hammond Is Executive Secretary 


The executive secretary of the infor- 
mation service will be Darby Hammond, 
Austin public relations counselor, who is 
resigning as informational representative 
with the Texas Employment Commission 
to assume his position with the new 
organization. Mr. Hammond, a native of 
3urnet, Texas, has been in the public 
relations field for several years. He is 
vice president of the Austin chapter, 
Sigma Delta Chi, national professional 
journalistic fraternity and also vice presi- 
dent of the Texas Association of Sigma 
Delta Chi Chapters. 

Mr. Hammond started his newspaper 
career on the Burnet Bulletin and has 
been senior information specialist for the 
Office of Government Reports and the 
Office of War Information. He has been 
with the Texas Employment Commission 
for several years. 


Resignation From Bureau Enables 


Zurich to Set Up Auto Merit Plan 


Announcement by United States Man- 
ager Neville Pilling of the Zurich that 
the company and its affiliate, American 
Guarantee & Liability, have resigned as 
members of the National Bureau of 
Casualty Underwriters insofar as auto- 
mobile liability lines are concerned, has 
created considerable interest during the 
past week in casualty circles. At the 
same time, these companies have re- 
signed their subscribership to the Na- 
tional Automobile Underwriters Asso- 
ciation. 

This action, as highspotted in The 
Eastern Underwriter last week, is mo- 
tivated by the desire of the Zurich- 
American Companies to provide an in- 
centive for safer driving. As frankly 
stated by Mr. Pilling: “We do not be- 
lieve that the private passenger automo- 
bile liability insurance problem can be 
solved simply by refining the age-of- 
driver and use-of-car elements in the 


edie abdicate 25 ei: 
With Loyalty Group Cos. 


Irving G. Wessman of Chicago, secre- 
tary of the Loyalty Group Companies 
in charge of its A. & H. business in 
16 midwest states, celebrated his 25th 
anniversary with the group on Tuesday, 
October 6, with suitable recognition ot 
the milestone by his associates 

A past president of the (¢ “hicago A. & 
H. Association and chairman of its Har- 
old R. Gordon Memorial award commit- 
tee, Mr. Wessman has built up a nation- 
wide reputation over the years in A, & 
H. circles, both as a speaker and as a 
well-informed underwriter. For the past 
11 years he has been located in Chicago 
and since 1945 has occupied his present 
post. 

Mr. Wessman’s initial experience was 
as special agent in Loyalty Group’s Bos- 
ton branch office. Residing at the time 
in Somerville, Mass., he was civicly ac- 
tive and served as city treasurer, city 
director and on the Massachusetts Com- 
munity Chest. During 1930-31 he man- 
aged the Springfield service office of the 
Loyalty Group companies, followed by 
a three-year period as superintendent, 
fidelity and surety department. 

In 1937 he was called to the home 
office in Newark and served from 1937-40 
as A. & H. special representative. Desir- 
ing a taste of agency experience he be- 
came associated in 1941 with Hayes- 
Harnett General Agency, Nashville, Tenn. 
Returning to the company ranks in 1942 
he was named assistant secretary and 
three years later was promoted to secre- 
tary in the western department at Chi- 
cago. 


Mutual Bureau Announces 
New Colorado Auto Rates 


The Mutual Insurance Rating Bureau 
announced a revision of private passen- 
ger automobile liability classifications 
and rates for Colorado. The new pro- 
gram will apply to all policies written 
on or after October 5, 1953 and may be 
applied to policies written to become 
effective between August 1, 1953 and 
October 5, 1953. 

This revision, which introduces seven 
private passenger automobile classifica- 
tions in lieu of the present three classi- 
fications, is similar to the program 
recently announced for nine other states. 
The revised private passenger automo- 
bile classification plan is now effective in 
Arizona, Colorado, Connecticut, Dela- 
ware, District of Columbia, Maine, 
Maryland, New Mexico, South Carolina, 
and Wyoming. 


classification plan. Such elements at- 
tempt to measure exposure to risk but 
not the quality of the risk.” 

Mr. Pilling made clear that Zurich- 
American Companies will lose no time 
in developing and putting into operation 
a merit classification plan which will 
establish lower rates for accident-free 
drivers and penalty rates for accident- 
producing drivers. While he saw some 





The Zurich announced on Thurs- 
day, October 8, that the merit plan 
has been filed and approved in Cali- 
fornia, Delaware, Idaho, Missouri, 
Montana, North Dakota and Vermont. 








need for recognizing measurable matur- 
ity traits of young drivers, he deemed 
a far greater immediate need to recog- 
nize the accident-free or the accident- 
prone risk and to rate it accordingly. 

In so doing, a more equitable distribu- 
tion of the costs of automobile insurance 
should result, in Mr. Pilling’s opinion, 
“With the transfer of some of the bur- 
den from the careful driver to the care- 
less or inept driver whose obligation it 
rightfully is.” 

The following points in favor of clas- 
sification by merit were cited by Mr. 
Pilling who, incidentally, was in the 
thick of the National Bureau delibera- 
tions during the summer months on the 
problem of classification refinement and 
merit rating: 

1, There is a growing public demand 
for some such type of classification plan. 

2. A number of insurance supervisory 
officials have strongly urged the develop- 
ment of such a plan. 

3. It would be simple to administer 
its applic ation to renewal business, since 
experience would be available without 
contacting insureds. 

4. Merit classification would encourage 
accident prevention by rewarding the 
careful driver and penalizing the care- 
less driver. 

For the present the Zurich-American 
Companies will continue the use of the 

-2-3 classification plan, adding to it 
a schedule of credits and debits based 
on the record of the risk during an 
established experience period. At a later 
date the age-of-driver classification ele- 
ment may be modified. 

“We firmly believe that such a merit 
classification plan is the most practical 
means of coping with the private passen- 
ger automobile liability problem,” Mr. 
Pilling said. 


SUPPORTS RADAR SPEED CHECKS 


Rochester Board Calls Police Use of 

Electronic Timers Good Safety Meas- 

ure; Tests Demonstrated Accuracy 

Police use of radar in checking speed- 
ers has the all-out support of the Un- 
derwriters Board of Rochester.  Dis- 
turbed by the fact that the use of radar 
has been questioned by attorneys and in 
City Court, the underwriters have passed 
a resolution favoring continued use of 
radar in speed control. In a letter to 
Kenneth C. Townson, public safety com- 
missioner, Charles H. Tuke, chairman of 
the underwriters’ safety committee, in 
informing the commissioner of the un- 
derwriters’ action wrote: 

“Last summer, 10 or 12 insurance 
agents, members of the Underwriters’ 
Board, voluntarily submitted to test runs 
all checked by radar. In all cases, the 
reading of radar was almost identical 
with the speedometer readings. 

“The people of Rochester should be 
grateful for the excellent work of your 
department. Through your diligent en- 
forcement of the speeding law, acci- 
dents, deaths, injuries and damage to 
property have been greatly reduced. 
Rochester emerged as the safest city of 
its class in 1952 due mainly to speed en- 
forcement.” 
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Jackson, M: cKown Offer 
Remedies For Auto 
Accident Problem 


White Sulphur Spring, W. Va., Oct. 
5—Attention of this joint convention of 
casualty company men and agents was 
focused at the opening session this morn- 
ing on the serious automobile accident 
situation and remedial steps to meet it 
were recommended by both Harold P. 
Jackson, Bankers Indemnity, president 
of the National Association of Casualty 
& Surety Companies, and Lyle S. 
McKown, Minneapolis, president of Na- 
tional Association of Casualty & Surety 
Agents. 

In urging a strong five-point program 
of action, Mr. Jackson challenged his 
audience with the statement: “The task 
before us is to arouse public opinion to 
a full understanding of the enormity of 
the traffic accident problem and thereby 
force government to stop it.” His pro- 
gram is outlined in detail elsewhere in 
this issue. One of his main points was 
that this program be put before legis- 
lators and fullest publicity be given to it. 

Mr. McKown in a fighting mood scored 
industry inactivity in meeting squarely 
some of the major issues confronting 
the casualty business today. He de- 
clared that a substantial reduction in 
automobile accidents would go further 
than anything else in meeting the com- 
petition of the specialty companies and 
direct writers. Indicating his distaste 
over the hysterics and defeatism that is 
being shown as far as competition and 
highway accidents are concerned, Mr. 
McKown said: 

“Why not get at the job of reducing 
automobile rates by saving lives instead 
of reducing producer commissions. Rates 
can also be lowered by economies in 
operation without curtailing the service 

an agent can afford to offer. The type 
of competition that bothers us thrives on 
high rates. Any reduction will hurt 
them, but let’s get at it the right way.” 


Commissioners Well Represented 


More Insurance Commissioners than 
ever are attending this convention and 
they were introduced at this morning’s 


session. They include: D. D. “Pat” 
Murphy, South Carolina, who is presi- 
dent of the NAIC; W. Ellery Allyn, 


“sme past president of NAIC; 
Alfred J. Bohlinger, New York; Toseph 
A. Navarre, Michigan; Robert B. Taylor, 


Oregon; George F. Mahoney, Maine: 
Thomas R. Pansing, Nebraska; C. Law- 
rence Leggett, Missouri; Warren N. 
Gaffney, New Jersey: Artemas C. Leslie, 
Pennsylvania and Charles S. Jackson, 
Maryland. 2 

Thomas J. Gilloolv, West Virginia 


Commissioner, was obliged to change his 
plans at the last minute and regretfully 
could not attend this meeting. 


Wade Fetzer, Sr. Missed 


The convention missed the stimulating 
Presence this year of Wade Fetzer, or. 
Chicago, one of the pioneer presidents 
of National Association of Casualty Sur- 
ety Agents, whose heart-to-heart talk 
a year ago was one of the high spots 


(Continued on Page 44) 


Earls President of Producers; 


McGinnis Heads 


|: ost sae 


Com pany Group 


By Wat ace L. Ciapp 


Careers of Associations’ Officers 


Thomas W. Earls, NACSA president, 
is vice president of Earls-Blain Co., Cin- 
cinnati, and celebrated his 20th anniver- 
sary with that agency on September 1. 
His insurance career started in 1931 with 
the Marine Office of America in New 
York following his graduation from Holy 
Cross College, Massachusetts. After 
gaining underwriting experience in both 
the head office and Chicago office of the 
Marine Office he returned home to join 
his father’s agency. 

Active in association work, Mr. Earls 
served both the Ohio Association of In- 
surance Agents and the Local Board of 
Cincinnati as a trustee. He is a trustee 





THOMAS W. EARLS 


of the Good Samaritan Hospital, member 
of Cincinnati Country Club, Racquet 
Club and University Club. He and Mrs. 
Earls have five children, all of whom are 
at school. His twin brother, William T., 
is a former chairman of the Million 
Dollar Round Table. 

Ray E. McGinnis who 
40th anniversary in the casualty-surety 
business on February 1, 1954, was the 
general claims attorney for the Metro- 
politan Street Railway Co., Kansas City, 
Mo. (now Kansas City Public Service 
Co.) before starting his insurance career. 
He was educated in public schools and 


observes his 


the Kansas City School of Law. 

His first company connection was the 
Kansas City Casualty as its claims mana- 
ger and he continued in that capacity 
until 1919 when Kansas City Casualty 
merged with Employers Indemnity Corp. 
(now the Employers Reinsurance Corp.) 
Mr. McGinnis served as assistant secre- 
tary of this company from 1919 until 
organization of Central Surety & Insur- 
ance Corp. on July 1, 1926. 

Designated as vice president of the 


new corporation, he won promotion to 
first vice president in 1929 and was 
elected to the presidency in July, 1938. 


r 





RAY E. McGINNIS 


He holds the same office in Central 
Surety Fire Corp., wholly owned affiliate. 
For the past two years Mr. McGinnis 
has served as vice president of the Na- 
tional Association of Casualty & Surety 
Executives. 
Sisk’s Career Started 30 Years Ago 


This is the 30th anniversary year for 
Paul Sisk, elected first vice president of 
the NACSA. His first connection was 
with W. Lyle Dickey in the American 
Agency Co., Tulsa, general agents for 


(Continued on Page 40) 


ONnVvention 


Propose Voluntary Plan 
To Combat Threat 
Of Compulsory 


White Sulphur Springs, W. Va., Oct. 6 
—Details of a proposed voluntary auto- 
mobile insurance plan to be set up by 
casualty companies, primarily for use in 
New York State, as a means of reim- 
bursing persons injured by financially 
irresponsible motorists were outlined 
here this morning at annual business 
meeting of National Association of Casu- 


alty & Surety Agents. It was ex- 
plained that this plan, product of the 
industry committee on motor vehicle 


accidents, is still in the discussion 


stage and that reactions to it are 
now being obtained from various seg- 
ments of the industry. Specifically, it 


would take the place of compulsory in- 
surance, unsatisfied judgment funds and 
assigned case plans in any form 

The plan contemplates the offering by 
companies w riting auto liability insur- 
ance of a new coverage to provide in- 
demnification to the insured and _ his 
household against loss from inability to 
collect valid claims against uninsured 
motorists for injuries, deaths and prop- 
erty damage resulting from accidents in 
the state. Limits would be $10,000/$20,000 
and $5,000 P.D., subject to $300 deducti- 
ble. Coverage would not apply to (1) 
any person covered for injury or death 
by workmen’s compensation law; (2) 
any judgment in favor of spouse, parent 
or child of person causing the accident, 
and (3) any guest occupant riding in car 
owned or operated by person causing 
the accident. 

Not Available to Uninsured Owners 
available to any 
person carrying auto bodily injury and 
property damage liability and to those 
who don’t own a car. It would not be 


available to any person owning car on 
1 


Coverage would be 


which liability insurance is not carried 
nor to any member of his household. 
Premium would be a _ percentage of 


standard limits premium, subject to $1 
minimum premium. 

The plan provides that a Defense & 
Reinsurance Corp. be created in which 

companies would reinsure their liabilities 
under such new coverage. Investigation 
of claims, defense of actions and settie- 
ments would lie wholly within jurisdic- 
tion and control of this corporation, and 
it could avé ail itself of claim department 
services of any company other than the 
direct insuring company. Losses, if any, 
sustained by this corporation in any 
year would be borne by all companies, 
irrespective of whether they have written 
such coverages or not, in proportion to 
their respective premiums in the state, 
after returned premiums and dividends 
to policyholders. 

Although drafters of the plan con- 
template that premium rates will be 
sufficient for the coverage, provision for 
sharing of losses is designed to provide 
for equitable distribution of any losses 
that may be incurred by companies writ- 
ing the coverage. 

Legislation to 
would be by amendment of 


(Continued on Page 44) 


implement the plan 
Section 46 
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HAROLD P. JACKSON 


White Sulphur Springs, W. Va., Oct. 5 

—Minimum penalties of a year’s suspen- 
sion of car driving privileges for all 
speeders and reckless and drunken driv- 
ers convicted of first offenses, with per- 
manent revocation and a prison sentence 
for third offenders, were advocated here 
today by Harold P. Jackson, president 
of the National Association of Casualty 
& Surety Executives, in a strong five- 
point program which he urged the casu 
alty insurance industry to promote “to 
restore law and order and safety to our 
streets and highways.” 

Asserting that “government is not do 
ing its duty” in efforts to control traffic 
accidents, Mr. Jackson bluntly told this 
joint meeting of company executives and 
agents that “because of political implica 
tions only a blind optimist could think 
that the situation will change until a 
thoroughly aroused public opinion d 
mands a rim 

Challenging the casualty industry to 
perform nt public service, he de 
clared that “the task before us is to 
arouse public opinion to a full under- 
standing of the enormity of the traffic 
accident problem and thereby force gov 
ernment to stop it....J] am unwilling 
to believe that 39,000 persons killed, 
some 2,000,000 injured, and nearly $4,0v0,- 
000,000 in property destruction is the 
price we must pay year after year for 
the motor vehicle. I certainly am unwill- 
ing to believe that the American people 
yet realize they are paying such a 
ghoulish price,” he said. 


e 


Go to Legislators With Real Program 


Mr. Jackson, who is president of the 
Bankers Indemnity of Newark, N. J., and 
one of the nation’s most active leaders 
in highway accident prevention, advised 
that we must go to the legislature with 
a clear-cut, down-to-earth, strictly com- 
mon sense program, calling for these 
immediate steps: 

1. A maximum 50-mile-per-hour speed 
limit in every state and on every road, 
including the super-highways that are 
beginning to cross our nation from ocean 
to ocean and border to border. 

2. The employment by every state, 
rural community and municipality of 
enough traffic policemen to patrol every 
highway and byway with sufficient thor- 
oughness and frequency to assure the 
arrest of law violators and thus prevent 
law violations. 

3. The enactment of laws providing 
minimum court penalties for motorists 
who are convicted of violating speed 
laws, reckless driving or drunken driv- 
ing, beginning with a year’s suspension 
of all driving privileges for a first offense 
and permanent revocation and a prison 
sentence for third offenses. 


Jackson Urges 5-Point Traffic Program 


Public Opinion Must Be Fully Aroused to Understanding of Enormity of Highway 


Accident Program, He Says; Casualty Industry Must Take Initiative 


In Getting Remedial Legislative Action 


4. The enactment of laws forbidding 
the reinstatement of suspended or re- 
voked driving privileges and making 
ticket fixing or political interference 
with police and court duties punishable 
as a crime. 

5. Make adequate safe driver educa- 
tion a required course for every student 
in every high school in the nation, and 
possession of a certificate of having suc- 
cessfully passed such a course one of 
the unqualified conditions for obtaining 

1 license to operate a motor vehicle. 


Take the Initiative Now 


Mr. Jackson further told his audience 
that it would not be enough to adopt 
such a program, write a booklet about 
it, "and expect George to do the rest. 
hie 3 won't, you may be sure,” he 
said. “George holds a public job and his 
tenure is substantially dependent upon 
public approval and support. If we are 
sincere in our desire to overcome this 
destructive traffic problem, then we must 
step out of ‘molds of the past’ and take 
the intiative to organize the public sup- 
port George needs and wants. Given 
that, | corfidence that he will do 
the job administration and enforce- 
ment which he alone can do.” 

Encouragingly the speaker reported 
that “we are already on the verge of 
capturing the public support in this un- 
dertaking. The people have said they 
want adequate traffic laws and their 
strict enforcement. They have also said 
they would be willing to pay more taxes 
to get safer streets and highwé ays. The 
push that is needed, then, is to get laws 
to that end on the statute books. Thus, 
I commend to your thinking that we 
assume the leadership in getting that 
public service done... and that a pro- 
cram of real action be given the fullest 
publicity possible.” 


2V 
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Points to C. & S. Assn. Accomplishments 


Giving credit where it is due, Mr. 
Jackson brought out that an “obvious 
dent” in public thinking on the accident 
problem has been made by “the forth- 
right and aggressive manner in which 
the accident prevention and public rela- 
tions departments of the Association of 
Casualty & Surety Companies, working 
closely together, have been driving to- 
ward that goal in the last year or two.” 

Recounting their accomplishments the 
speaker said: “These two departments 
have impressed the public consciousness 
with these facts: the revelation of the 
motor vehicle as a greater killer than 
war, the millionth victim, the need for 
a 50-mile per hour maximum speed limit, 
the inadequacy of traffic police forces, 
the weak-kneed leniency of courts, the 
alarming nature of automobile and petro- 
leum manufacturers’ advertising, the in- 
adequacy of independent safety organi- 
zations. These are among the things 
that have dominated the headlines,” he 
emphasized, “but even more aggressive 
action is needed before real reforms can 
be brought about.” 

Mr. Jackson declared the kind of pro- 
gram that can turn the tide of the traffic 
accident problem almost overnight is “a 
program ear-marked for today, not a 
date in some misty future; a program 
of realism, not one of theories that have 


produced nothing more than chaos con- 
founded ; a program of action, instead of 
words; a program that is forthright, 
hard- hitting and courageous, not weasel- 
worded, slap-on-the-wrist and hesitant.” 

Has Faith in Eisenhower’s Leadership 
President Ejisenhower’s  re- 
ported plans to “take energetic steps to 
promote highway safety,” Mr. Jackson, 
who has been chairman of the Commit- 
tee on Safety Organization and a mem- 
ber of the executive committee of Presi- 
dent Truman’s conferences in recent 
vears, said he saluted that announcement 
‘Sf it really means what the words im- 
ply.” However, he added: “If it merely 
means a resumption of the kind of Presi- 
dent’s Conference on Highway Safety 
we have seen during the past few years, 
I greatly fear that the time and effort 
put into it will be largely wasted.” 

According to Mr. Jackson, the confer- 
ences “begun so ably and nobly some 
seven years ago have long since bogged 
down in technicalities, interminable talk, 
and promises of a tomorrow that always 
manages to remain farther and farther 
on the other side of the horizon.” 

Indicating his faith in President Eisen- 
hower’s leadership, the speaker de- 
clared: “T do not know of any person 
who is better able to solidify public opin- 
ion behind such :* program than Presi- 
rent Eisenhower. I do not know of any 
group that is better equipped to advise 
him in that mighty mission of human 
mercy and economic security than the 
insurance business, which speaks out of 
experience—some of it bitter—rather 
than empty assumption.” 


Noting 


Evidence of Stock Company Unity 


In closing his presidential address Mr. 
Tackson said: “In this inventory of our 
industry affairs may T record the ‘satis- 
faction manv find in the increasing use- 
fulness of the Association of Casualty 
& Surety Companies in its many fields 
of activity and the mounting evidence 
that stock company unity has a firm and 
sound foundation upon which to thrive 
and continue its growth. The associa- 
tion has not onlv provided a forum in 
which we may debate most of the prob- 
lems we hold in common. as its founders 
planned. but it has also shown that many 
of our interests are administered more 
effectively and more economically on a 
group basis than by any other means. 

“Perhaps the highest tribute any or- 
ganization can win is to have those who 
are not included in its membership—and 
never can be so included—look to it for 
leadership and know-how. The associa- 
tion has grown to that stature. It has, 
to a verv large degree. become the 
source of leadership and know-how for 
the whole of the casualtv and surety 
branches of the insurance industry. That 
is a tribute to the integrity and the 
ability of the 113 capital stock compa- 
nies that are the Association of Casu- 
altv & Surety Companies, and through 
unity have found not only strength but 
effectiveness and economy, too. 

“Sometimes we hear it said that we 
are spending too much money in the 
association. Sound growth and progress 
are never acavired without cost. On the 
other hand, there possibly are some who 


become impatient with those who speak 
of economy but the sound discussion of 
costs is a fundamental of good business 
practice. 

“It requires only a casual examination 
of the principal problems on the casu- 
alty side of our business to discover that 
most of them stem from price. A few 
weeks ago, in an address in nearby Penn- 
sylvania, a distinguished insurance at- 
torney (James B. Donovan of Watters 
& Donovan), reminded the state regu- 
latory authorities that a fundamental 
requirement of the laws under which 
they operate is that insurance rates shall 
be adequate. Too many state authori- 
ties, he said, seemed to have ignored 
that fact. That was a statement that 
has long needed to be said; that was an 
important step from the ‘molds of the 
past.’ 

Future Holds Great Promise 


“The future—our future—holds great 
promise and progress, but it is for the 
confident and the courageous. With con- 
fidence in our principles and integrity, 
we must have the courage and the vision 
to stand up and fight for our rights and 
not compromise ourselves into ultimate 
surrender. If the communications indus- 
try and the steel industry had not faced 
those facts a few years ago, they would 
today be puppets of the government. As 
a united industry, we must be willing to 
do no less, for if we fail we shall lose 
forever a future that is richer than any 
we have ever known. 

“Thus the message I would like to 
leave with you is to rejoice in a sense 
of strength and futurity. 

“Down East the fishermen row their 
boats facing the bow rather than the 
stern, as is the more universal custom. 
A summer resident once inquired why, 
and the native replied he was not inter- 
ested in where he had been so much as 
where he was going. Putting it another 
way; New Zealand‘s Ambassador Ber- 
endsen has been quoted as saying: ‘Of 
course, we cannot always see where we 
are going. But a ship’s captain does not 
stop or turn around because he cannot 
see over the horizon. He charts his 
course and knows where he is going 
whether he can see it or not.’ 

“Let these, then be the points of our 
compass: 

“1. To preserve the insurance business 
as a free enterprise. 

“2. To attain the goal, make the true 
facts about this industry known to the 
public. 

“3. To speak out forthrightly in defense 
of our principles, regardless of the source 
that attempts to attack or undermine 
them. 

“4. To stand united as a free industry, 
without in any sense weakening the com- 
petitive system or the rights of indi- 
vidual companies. 

“5. To maintain accident prevention as 
one of the primary principles of sound 
indemnification. 

“Perhaps in these days we might well 
pay more heed to old fashioned Governor 
Bradford of Plymouth Plantation, who 
was certain ‘that all great and honorable 
actions are accompanied with great diffi- 
culties and must be both enterprised and 
overcome with answerable courages. 





0 








ay 


peak 
n of 
ness 


tion 
asu- 
that 

few 
enn- 

at- 
ters 
egu- 
ntal 
hich 
hall 
ori- 
red 
that 


> an 
the 





October 9, 1953 
































LYLE S. McCKOWN 
White Sulphur Springs, W. Va., Oct. 6 
—Lyle S. McKown of Minneapolis, 


president of the National Association of 
Casualty & Surety urged the 
casualty company executives and agents 
assembled here for their joint annual 
meeting this week to make a re-examina- 
tion and possibly a fresh start in getting 
down to the roots of major problems 
confronting the industry. His hope was 
that in so doing “we can come up with 
sound, intelligent solutions.” 

foremost on the 
automobile McKown 
pictured the situation as follows: “On 
the one hand we are faced with high 
rates due to adverse experience. On the 
other hand, we face a cost conscious 
public. Because of these two factors, we 
are confronted with competitors who, 
using a different method of merchandis- 
ing, are able to offer coverage at sub- 
stantial discounts. What have we done 
about it? 

“When we first started to raise our 
rates we virtually apologized as though 
we were at fault when we should have 
placed the blame squarely on the shoul- 
ders of the automobile owner who causes 
the bad experience and who, as a juror, 
awards higher and higher verdicts. To 
be sure we reversed that attitude but 
a lot of damage had already been done.” 


Commission Reduction Not the Solution 


Mr. McKown then said that in order 
to meet this competition “we came out 
with a set of automobile classifications 
which increased the overhead of both 
company and agent.” He felt that many 
believe the new plan to be impractical 
and that it will prove to be ineffective. 
Added to that the producers have been 
told that “we must accept a reduction 
in our commission if we are ever going 
to get the rates down to a real competi- 
tive level.” Mr. McKown did not think 
that this is a reasonable solution. He 
went on: 

“That portion of the premium dollar 
set apart to service claims and to pay 
losses i is by far the largest single factor 
in our rates. Why not start with it? We 
have outlined in three state motor ve- 
hicle accident reports—New Jersey, New 
York and Wisconsin—a safety and law 
enforcement program designed to get at 
the root of the whole problem. That was 
good, but except in New York State 
where a good start has been made, we 
have done practically nothing about 
putting the program into operation. A 
substantial reduction in accidents would 
zo farther than anything else to meet 
the competition that now faces us.’ 


Agents, 


Speaking first and 
rate problem, Mr. 


McKown For Reappraisal Of Problems 






Scores Complacency of Stock Cos. in Moving Slowly on Auto Rate Competition; 


Solution Is Overhead Expense R 
Urges Rating Law Revision 
[= 


The speaker declared that while studies 
are no doubt being made “we have not 
yet come up with any real economies in 
our overhead expense. This applies to 
both companies and producers, and the 
producer does have a very real operating 


expense, as well as the company, com- 
pletely aside from selling costs. 
“Why not develop these economies 


through improvements in our methods 
of accounting, policywriting, recording, 
etc., before we talk about production 
cost reduction,” he asked. 

Mr. McKown then remarked: “If it 
can truly be said that, because of present 
day high auto rates, the producer's com- 
missions are too high, it is equally true 
of the company overhead expense por- 
tion of the premium. This is because 


they both vary with premium adjust- 
ments. Why change one and not the 
other ?” 


Let’s Be Realistic 


Making a plea for realistic thinking on 
this matter, he made the point: “A 5% 
cut in either agents’ commissions or 
company expense loading could be seri- 
ous, but less serious for the companies 
since it would mean merely the elimina- 
tion of the 5% profit factor in the rates. 
A 10% cut in either commission or ex- 
pense loading might well be disastrous, 
both to the public and the companies. 
However, a 15% to 20% reduction in 
losses would be not only healthy but 
well within the reach of all. A program 


to accomplish that objective has already 
been plotted.” 

This brought Mr. McKown to one of 
his main recommendations, and he said: 
“Instead of getting hysterical about our 
competition and assuming a defeatist at- 
titude over the rising toll of highway 
accidents, why not concentrate on reduc- 


ing our automobile rates by saving lives‘ 
We can also effect rate reductions by 
economies in operation without curtail- 
ing the service an agent gives to his 
clients. The type of competition which 
bothers us thrives on high rates. Any 
reduction will hurt them, but let’s ap- 
proach it in the right way. 

The speaker tackled next the “com- 
pulsory bugaboo,” asserting that little 
effort had been made in most states to 
inform the public and the legislators as 
to the real story of compulsory automo- 
bile insurance, what it does and more 
important, what it does not do. “We 
have had years in which to do this 
educational job,” he said, “but having 
waited until the last minute in critical 
states, we are told that it is too late 
to become effective. 

“We compromise with principle and 
submit to further state regulation in 
order to create a fund out of which we 
will pay dollars to the relatively few 
innocent victims of uninsured motorists. 

This is supposed to be‘a palatable 
substitute for a compulsory auto law and 
a permanent solution to the problem!” 

Turning his attention to state regula- 
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tion of insurance, Mr. McKown asked 
the following searching questions: “Have 
we sat by complacently watching the 
product of our own effort—our rating 
laws—serve as a means for public au 
thority to assume gradually more and 
more control over our business? Is a 
business dedicated to the cause of free- 
ing all other types of business enterprise 
from the worry of disaster rapidly losing 
its own freedom and its ability to fulfill 
intelligently the ever-changing needs of 
ever-chz inging and expanding business 
and industry ? 

Saying that he is aware that adequate 
rates are necessary to avoid the catas- 
trophic consequences of the collapse of 
insurance companies, Mr. McKown indi 
cated that the recent address on the sub- 
ject by James B. Donovan, counsel of 
the National Bureau of Casualty Under- 
writers, emphasized his own thoughts on 
this subject. In this address, delivered at 
the annual meeting in August of the 
Federation of Insurance Counsel at Bed- 
ford Springs, Pa., Mr. Donovan charged 
that one weakness of the present system 
of rate regulation is that too many In- 
surance Commissioners have been prone 
to ignore the fundamental legal require- 
ment that rates must be adequate; that 
there has appeared a tendency to assume 
that the principal objective of rate regu- 
lation is to protect the public from “ex 
cessive” rates. 

Mr. Donovan further brought out that 
companies seeking rate increases meet, 
at times, a blind refusal to consider the 
tacts whereas any insurer ordinarily can 
reduce rates at will with the perfunctory 
approval of Insurance Departments; vet 
the laws uniformly declare that it is 
equally important that rates not be “un 
fairly discriminatory” or “inadequate.” 

Summing up on state regulation, Mr. 
McKown urged that a review of the 
rating laws is needed at this time “to 
determine what degree of regulation is 
in the public interest consistent with the 
dictates of Public Law 15.” He observed 
that this law was intended to encourage 
competition, not to stifle it. 


Uniform Accounting-Rate Making Tieup 


The speaker then declared that an 
even more impelling reason for a review 
of the rating laws is the attempt on the 
part of the uniform accounting subcom- 
mittee of National Association of Insur- 
ance Commissioners to use uniform ac- 
counting indications as a guide in the 
determination of the expense portion of 
rates. A separate technical committee of 
NAIC has been studying this matter 
since October, 1952, and although the 
section of its report pertaining to the 
problem has been tabled, Mr. McKown 
said that “it will nevertheless be the 
subject of further consideration at a 
meeting the latter part of this month, 
preliminary to the midyear meeting of 
the Commissioners in late November. 

“Even the fact that some Commission- 
ers might like to use statistical data, 
intended for a wholly different purpose, 
as a basis for determining what, and in 
what amount, every individual factor of 
expense and profit should comprise the 
whole rate, leads to frightening specula 
tion as to the possible impact upon our 


(Continued on Page 41) 
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Harrington’s Report Features 


Automobile Insurance Problems 


Sees NACSA Members Fearful of New Classification Plan; 
Company-Producer Relations Cordial; Counter- 
signature Program Well on Its Way 


White Sulphur Springs, W. Va., Oct. 
6—The annual report of C. F. J. Har- 
rington as executive vice president ol 
the National Association of Casualty & 
Surety Agents, submitted here this 
morning at the business meeting of that 
organization, pointed to the difficult 
problems of the past year and the ability 
and willingness of NACSA in helping to 
cope with them on an industry basis. 

Focusing much of his attention on 
automobile insurance developments, Mr. 
Harrington was glad to report that 
‘although 22 states considered the enact- 
ment of compulsory automobile liability 
insurance this year no state enacted such 
legislation; mor was an_ unsatisfied 
judgment fund law enacted by any state 
legislature.” Mr. Harrington said that 
in appearances before legislative bodies 
“we opposed the ‘tment of such leg- 
islation in accordance with resolutions 
adopted by NACSA from time to time.” 


California Plan Being Studied 


enac 


vear’s activity 
committee on 
referred to 


Referring past 
of the insur: industry 
motor vehicle accidents, he 
its meeting of Sept ember 17 in Chicago 
at which the was largely 
“comprehensive exploration of proposals 
attendant to automobile accidents.” Rep- 
resentatives of the California insurance 
companies submitted at that meeting an 
outline of a plan for that state drawn up 
by 15 company presidents. Consensus 
of the meeting was that “the insurance 
industry opposes compulsory automobile 
insurance but would explore acceptable 
alternatives to such a measure.” Mr. 
Harrington represents NACSA on the 
drafting committee of this industry 
group but due to limited time available 
at Chicago no decisions were reached. 
As to the legislative outlook for the 
coming year, he brought out that New 
York will again consider compulsory 
automobile insurance at the 1954 legis- 
lative session; California will possibly 
consider such enactment or some other 
legislation affecting the conduct of auto- 
mobile insurance; the Wisconsin legis- 
lature has authorized a new interim 
ommittee to further consider the state’s 
automobile accident problem; the Mary- 
land legislature has commenced interim 
activities dealing with both auto insur- 
ance and accidents, and the insure ince in- 
dustry committee is currently consider- 
ing the legislative possibilities on auto- 
mobile insurance in New York State. 
“All of this demonstrates the timeli- 
ness of current meetings of the sub- 
committee of the insurance industry 
committee on autom« obile accidents,” said 
Mr. Harrington he legislatures of 
most states do not meet again until 1955, 
hence legislative activity will be on a 
more limited basis during 1954. We will 
keep in close touch with activities of 
those states whose legislatures do meet 
and with activities of the interim legis- 
lative commissions that are studying 
automobile accidents.” fi 


discussion 


Assigned Risk Plans; Classification Plan 
Mr. Harrington 


automobile 


then declared that 
assigned risk plans are ab- 
sorbing an increasing number of policy- 
holders each year “which evidences a 
continuance of the restricted market.” 
He further noted: 

“Rate increases have been granted in 
most jurisdictions but the selective un- 
derwriting practices of independent spe- 
cialty companies has had its effect upon 


the automobile insurance market. In an 

effort to improve the situation and to 
afford competitive opportunities in the 
acquisition of desirable automobile busi- 
ness, the National Bureau of Casualty 
Underwriters met with our association, 
the NAIA and the National Association 
of Insurance Brokers. Discussed among 
other things was the refinement of the 
three age and use classifications for pri- 
vate passenger automobile insurance and 
a merit rating plan proposal. It was de- 
cided that merit rating required further 
study. The producers offered suggestions 
which were courteously received by the 
company representatives.’ 

Mr. Harrington pointed out that “it is 
common knowledge that any reasonable 
merit rating proposal based on a_bal- 
anced rate level would require increased 
rates if any substantial rate reduction 
were to be made as a reward for good 
experience.” 











C. F. J. HARRINGTON 

Speaking of the refined classification 
plan, the report said: “Some of our rep- 
resentatives fear that this plan is im- 
pregnated with administrative difficulties 
and increased opportunities for misun- 
derstanding which may impede its gen- 
eral acceptance. As a matter of fact, 
our fears have been justified in com- 
ments by Commissioner Robert Taylor 
of Oregon. ag 

Mr. Harrington then indicated that 
further discussion with National Bureau 
representatives will take place October 
14-15 in New York “in an effort to agree 
upon the most economical and desirable 
methods of underwriting automobile in- 
surance. “I cz annot emphasize too strong- 
ly,” he said, “the sincerity manifested 
by the company members of the bureau 
and its staff in an effort to devise classi- 
fications and rates which will encourage 
competition, insure company solvency 
and a broadened market for the insur- 
ing public.” 


In Close Touch with NAIC Activities 


During the past year the NACSA 
through Mr. Harrington has kept in 
close touch with the National Association 
of Insurance Commissioners. He at- 
tended both its midyear and annual 
meetings and presented the position of 
NACSA at both gatherings on problems 


VMI Glee Club Performs 


White Sulphur Springs, W. Va., Oct. 5 
—The 65-voice glee club of the Virginia 
Military Institute provided the enter- 
tainment here this evening at the joint 
convention banquet, and won many 
plaudits for the excellence of their sing- 
ing. Director of the VMI glee club is 
Col. Herbert N. Dillard, a professor at 
the institute. No one in the banquet 
room was happier over the performance 
than Thomas Dew, Chubb & Son, whose 
alma mater is VMI. 

Mrs. Harold P. Jackson, a_ talented 
singer, starred as soloist. She is the wife 
of the Bankers Indemnity president who 
headed NACSA for the past two years. 





facing the industry. His report made 
specific mention of the following: 

1. A new draft of the agents and 
brokers qualifications and licensing law, 
presented by Commissioner Navarre of 
Michigan, contains a number of sections 
so altered from the previous bill that we 
asked and received further time in order 
to give them careful consideration. 

2. William Bruce of the California De- 
partment made a comprehensive report 
on previous recommendations placed on 
the conduct of the reinsurance business. 
This study was received and considered 
by the committee. NACSA joined with 
other segments of the industry in urging 
enactment of a previous reinsurance re- 
port that had been adopted by the NAIC. 
In this connection Mr. Harrington said: 

“The amendments which we_ urged 
would afford amplification of the reinsur- 
ance market through the recognition of 
reinsurance which, according to the pre- 
vious report, would be disallowed in 
annual statements of domestic companies. 
The adoption of a report with the 
amendments suggested, in our opinion, 
would expand the limited insurance mar- 
ket. A continuance of the study was 
voted.” 

Mr. Harrington further said that 
NACSA joined with other segments of 
the industry in requesting and securing 
a postponement of action on the NAIC 
uniform accounting committee report. 
“This matter will be given further con- 
sideration October 28-30 by this com- 
mittee, meeting in Chicago. It is our 
purpose to follow this subject closely 
since it may have a very important im- 
pact upon the manner in which _ pro- 
ducers are compensated... .” 

Countersignature Program 

As to the NACSA countersigned pro- 
gram, about which its members have re- 
ceived complete information, Mr. Har- 
rington said: “There are now 34 States 
participating in this program, an increase 
of three states since our May meeting. 
A total of 188 members representing 360 
insurance companies have agreed to par- 
ticipate in the program. Where not pro- 
hibited by state law, countersignature 
facilities are provided without charge to 
our members. In states where laws regu- 
late the charge for countersignature 
services, members must be governed ac- 
cordingly. The operation of this pro- 
gram involves considerable detail at the 
office of the executive vice president, 
but I am happy to report that such fa- 
cilities are expanding as new members 
are added and new companies are repre- 
sented by older members.” 

Before closing Mr. Harrington paid 
tribute to “the humble but determined 
leadership” of President Lyle _ S. 
McKown; acknowledged the contribu- 
tions to the association’s success of Alice 
Foy and Anita Burke, and urged the 
NACSA members to give their new offi- 
cers all possible support and assistance 
in the year ahead. 

In the fulfillment of his duties since 
the last annual meeting Mr. Harrington 
has traveled about 20,000 miles, appeared 
before legislative committees in states 
of California, Maryland, Vermont and 
New York, and attended many meetings. 
He emphasized that relations of pro- 
ducers with company groups have been 
“most cordial and constructive.” 


Officer's Careers 


(Continued from Page 37) 


fire and casualty lines. Eight years later 
he formed Paul Sisk & Associates, ac- 
quiring the business of several other 
agencies. His office today is one of the 
largest in Oklahoma. 

Native of Texas, Mr. Sisk was gradu- 
ated from Texas A. & M. College at 
3ryan, Tex. He attended Officers Train- 
ing School in World War I and went to 
Tulsa in 1919. Active there in civic af- 
fairs, he was general chairman of the 
annual Red Cross drive for two years 
and a participant in local Community 
Chest campaigns. ; 

Herbert P. Stellwagen, elected vice 
president of the company association, is 
executive vice president of Indemnity 
Company of North America. He began 
his insurance career in 1920 with the 
National Bureau of Casualty Under- 
writers. Later he was manager of the 
automobile department and then secre- 


PAUL SISK 
tary-treasurer. He went with the In- 
demnity Co. of North America in 1929 
as assistant vice president, becoming vice 
president in charge of underwriting in 
1930 and executive vice president in 1941. 
Mr. Stellwagen was educated at New 
York University from which he received 


Fabian Bachrach 
STELLWAGEN 


his A. B. degree. He is a member of 
the Casualty Actuarial Society and was 
elected president of the American In- 
stitute for Property & Liability Under- 
writers in 1946, 
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Lauds U. S. Chamber 
For Grass Roots Work 


INSURANCE HAS MUCH AT STAKE 


C. F. J. Harrington as National Coun- 
cillor from NACSA Explains Inter- 
Governmental Relationships Study 


White Sulphur Springs, W. Va., Oct. 
6—-A clear-cut idea of the active "work 
which the Chamber of Commerce of the 
United States is carrying on without 
fanfare in the interest of the insurance 
industry and that of private business 
generally was presented here today by 
C. F. J. Harrington, executive vice presi- 
dent of the National Association of Cas- 
ualty & Surety Agents, at the business 
session of that group. Mr. Harrington 
reported as national councillor to the 
National Chamber from NACSA. 

Pointing out that the insurance busi- 
ness, aS an industry, is one of the strong- 
est supporters of ‘the Chi umber, both fi- 
nancially and through service. on com- 
mittees and the directorate, Mr. Harring- 
ton said that the membership includes 
over 500 insurance companies of all 
classes. Six insurance executives are 
members of the Chamber’s 58-man board 
of directors; two are elected as insur- 
ance directors—Clinton L. Allen, presi- 
dent of the Aetna-Century Group, who 
represents the stock — and 
Chase M. Smith, general counsel, Kem- 
per Group, who is the mutual repre- 
sentative. 

In addition, Gus Wortham, well known 
agent of Houston, Texas, head of John 
L. Wortham & Son and president of 
the American General Insurance Co., is 
a director-at-large. James L. Madden, 
second vice president, Metropolitan Life, 
is also a_ director-at-large. Lorimer 
Midgett, a mutual agent of Elizabeth 
City, N. C., represents his geographical 
area. Laurence F. Lee, president, Penin- 
sular Life of Jacksonville, Fla., and of 
the Occidental Life of Raleigh, N. C., 
is chairman of the Chamber's board of 
directors and its immediate past presi- 
dent. Carl N. Jacobs, president, Hard- 
ware Mutuals of Stevens Point, Wis., is 
one of the six regional vice presidents. 
Mr. Harrington noted that Clinton 
Allen is chairman of the Chambers in- 
surance committee for the second year 
and that Melvin Miller represents the 
agents of the country on that committee 
“Thirty other insurance men are serving 
on 17 other policy-making committees 
of the Chamber,” he said. “So you see, 
the insurance business is playing an im- 
portant role in the Chamber’s operations. 
Many of you know A. L. Kirkpatrick, 
manager of its insurance department, 
who i isa frequent attendant at our meet- 
ings, 


Inter-Governmental Relationships 


Giving a specific example of the many 
ways in which the National Chamber is 
working to protect private, free economy 
Mr. Harrington told of the formation 
of a 25-member commission, headed by 
Dr. Clarence Manion, former dean of 
the Notre Dame Law School, to study 
inter- governmental relationships and to 
move some of these powers away from 
Washington and back to the states. “The 
Chamber has been advocating such a 
commission for several years,” Mr. Har- 
rington explained, “but it could not get 
this kind of action out of a New Deal 
Congress and Administration.” 

He then told how a national confer- 
ence was held last June of business 
leaders, governors, state and Federal 
officials and members of Congress “to 
Study the problem and to build up grass 
roots support.” Richard Bowditch, presi- 


dent of the Chamber, pointed out at the 
time that, no matter what Congress and 
the study commission did, nothing will 
happen unless the states are ready, will- 
ing and able “to take back the responsi- 
hag which properly belong to them 
unde 


our form of government.” 


Signing of Compulsory Auto Bill 
Big News in Fun Poking ‘Under-Rater’ 


White Sulphur Springs, W. Va., Oct. 5 
—Delegates to the joint annual meeting 
here of the casualty-surety companies 
and agents learned this morning upon 
arrival at this “never-never land of 
whimsy, fun and fantasy” that Governor 
Thomas E. Dewey of New York had 
signed the compulsory automobile liabil- 
ity insurance bill while they were all 
enroute to this convention. This was 
“the scoop of the year” featured in the 
1953 edition of the “White Sulphur 
Springs Under-Rater” along with other 
“news developments” of momentous im- 
portance. 

The “new law,” members of the Na- 
tional Association of Casualty & Surety 
Executives and the National Association 
of Casualty & Surety Agents were in- 
formed to their astonishment, is far- 
reaching in its consequences, implications 
and gobbledegook. More to the point, it 
even reaches into the pockets of New 
York’s Joe Driver, according to the 
Under-Rater’s version of the bill signed 
by Governor Dewey. 

Problems Get Gridiron Club Treatment 

It was all, of course, a Gridiron Club 
treatment of this and other problems 
that currently plague the casualty insur- 
ance business. It reported that the new 
compulsory law “requires the automobile 
owner and/or operator to carry insur- 
ance, keep $20,000 in cash in his pocket 
at all times, or have $50,000 in nego- 
tiable securities in the glove compart- 
ment of his car” in order to “liquidate 
the economic consequences of automobile 
injuries and damages and assist other 
worthy objectives.” 

Continuing its fun with the compulsory 
insurance issue, the Under-Rate said a 
booklet has been prepared by the New 
York Insurance Department, which gives 
the “real” values of the securities that 
will be required of motorists in lieu ot 
cash and will be built-in equipment in 
every vehicle. Governor Dewey was 
quoted as pleading: 

“Please don’t keep calling it compul- 
sory. We describe it as ‘required,’ and 
let’s use that term. We are not going 
into the insurance business. That is a 
prerogative of the insurance business.” 

Grounds on which an insurer can re 
fuse to take a risk, the Under-Rater 
reported, are “that the driver is a con- 
victed user of marijuana or other vicious 
drug, has just been released from an 
insane asylum, or has double vision or 
none. However, a special pool will be 
set up to write these risks.” 

Regarding the matter of profits for 
the companies under the new law, Frank 
C. McVicar of Hartford Accident was 
pictured as having asked: “What about 
doing better than average?” The official 
reply allegedly was: “That will no longer 
be permitted. A company will be allowed 
to do worse than average, but not 
better.” 


” 


Fire Executive Changed Into 
Casualty Man 


The compulsory story was not the 
only scoop in the Under-Rater, by any 
means. Under a Copenhagen date line, 
it published unconfirmed rumors that a 
world famous surgeon who performed 
the notorious operation in the recent 
Christine Jorgenson case has now “suc- 
ceeded in transforming a well known 
fire insurance executive into a casualty 
man.” Results of the reputed oper ration 
included removing of the fire man’s back- 
bone and all the firm cartilage and a 
good deal of bony structure and “substi- 
tution of guava jelly and scotch tape.” 

According to the surgeon, as reported 
in the Under-Rater, “this procedure 
should enable the newly created casualty 
man to be more flexible in his decisions— 





particularly in his dealings with agents.” 
Nerve centers were also changed, it was 
stated, “to give the subject the impres- 
sion that he is going forward while he 
is actually traveling backward.” Further- 
more, the eye area was said to have 
been operated on with these results: “In 
the future, everything that is red will 
appear black to the newly created casu- 
alty leader. This will assure a profitable 
year to his company . in fact the only 
time they will lose money will be in 
those years when they have a good profit 
. a highly unlikely contingency.” 


All-American Reinsurance Market 


Another significant “news item,” of 
particular interest to reinsurance men 
attending this meeting, was the an- 
nouncement that it will no longer be 
necessary for American casualty insur- 
ance companies to reinsure with Lloyd’s 
of London. The first step toward this 
All-American market objective, accord- 
ing to the Under-Rater, will be to amend 
all outstanding contracts so as to afford 
unlimited cover in excess of the primary 
retentions—and to delete all exclusions. 
Vincent Cullen, Casualty Reinsurance 
Association, and Edward G. Lowry, 
General Reinsurance Corp., reportedly 
called the meeting at which this far- 
rez iching decision was made. 

Still in a fun-poking mood, the Under- 
Rater pictured Martin W. Lewis, Surety 
Association’s general manager, as break- 
ing loose from the conservatism for 
which he is noted and urging at his an- 
nual breakfast here “the elimination of 
individual underwriting of contract bonds, 
a sharp reduction in rates and _ liberal 
increases in commissions to agents.” 
Leslie Interviewed on Auto Merit Rating 

William Leslie, general manager, Na 
tional Bureau of Casualty Underwriters, 
got his share of attention when a re- 
porter for the Under-Rater interviewed 
him on the need for an automobile merit 
rating plan at this time. First leading 
question: “Is it true that you agree with 
New York Superintendent Al Bohlinger 
that a merit rating plan is needed for 
automobile liability insurance ?” Answer: 
“Heavens to Betsy, whatever gave you 
that idea?” 

Reporter: * ‘Is your answer yes or no?” 
Answer “Correct. Yes or No.” 

Reporter: “Fine. That gets us off to 
a good start. Now, Mr. Leslie, what 
makes you think a merit plan is a good 
thing?” Answer: “Some of my compa 
nies think so. That’s enough, isn’t it?” 
Reporter: “Who is asking the questions 
—you or me?” 

After some more of this good-natured 
give and take, the reporter cornered 
Mr. Leslie with the question: “Is it true 
as reported that you and good old Boly 
don’t see eye to eye on merit rating?” 
Answer: “Well, I'll tell you the truth. 
It’s this way. Al doesn’t really want 
merit rating. He’s just saying he wants 
it to get us to say we don’t want it. 
But he doesn’t know we are saying we 
don’t want it so as to get him to say 
he wants it. It’s a game of wits, see! 
Nothing like it since the SEUA case.” 

After the conventioneers had scanned 
the pink four-sheet issue of the Under- 
Rater, many faces were the same hue. 

The alleged dignity of alleged “big 
shots” was atomized—and everybody had 
fun, as they were supposed to have, in 
recounting the issue‘s tidbits. 

This edition appeared for the first 
time at last year’s convention here—and 
hasn’t been heard from since, until now. 
It was illustrated with four especially 
drawn cartoons and even carried adver- 
tisements, but officials of the companies 
represented declined to confirm their 
authenticity. In one cartoon, a figure 








McKown on Problems 


(Continued from Page 39) 


freedom and established perogatives of 
management. 

“As you all know the big impetus to 
uniform accounting regulations stems 
primarily from the added authority 
passed on to our public officials by the 
rating laws we permitted to be adopted 
a few years ago. However, we have done 
almost nothing to bring about needed 
changes in them.” . 

Mr. McKown agreed with Mr. Dono- 
van that a rez appraisal of the whole prob 
lem of rate regulation in the light of 
what has transpired since enactment of 
Public Law 15 is a perfectly logical busi 
ness procedure. He added: “Those in the 
fire insurance field who feel they must 
submit to strict regulation in order that 
they may jointly fix rates to assure 
uniformity among the several companies 
needed to insure a single risk, should 
recognize that it is neither necessary 
nor proper to impose the same degree 
of regulation with respect to other 
classes of business which require the 
facilities of only a single company.” 


Public Relations 


As to public relations which affects all 
of the industry’s major problems, the 
speaker wondered: “Here again, have we 
failed to do an effective job? With the 
public sold on a safety program insti- 
tuted by our industry, our competitive 
and our compulsory auto problems would 
not be what they are today. If the 
public really knew what stock insurance 
and the American Agency System have 
done for it we would not have many of 
our present problems. Haven’t we been 
hiding our light under a bushel ? 

“This leads to another subject. I be 
lieve there is full acceptance that the 
American Agency System and the stock 
companies it represents form an indivisi- 
ble partnership. The major problems of 
both as well as the full cooperation of 
both, working as a team, is absolutely 
essential to the solution of these prob- 
lems. It is gratifying to find, particu- 
larly in recent months, evidence of a 
willingness and a desire to get together 
in joint and frank discussion. Despite 
this willingness we have not gone far 
enough.” 


Strange Bedfellows 


The point made by Mr. McKown in 
this connection was that stock companies 
should never be split and find themselves 
with strange bedfellows at all-industry 
meetings which include all segments of 
the industry. He explained: “The mu- 
tuals, reciprocals and direct writing stock 
companies are our competitors and their 
interests are divergent enough from ours 
on many issues that we simply cannot 
afford to weaken our position by being 
divided. On every problem, whether it 
be our own or industry-wide, it is essen- 
tial that we reach a meeting of the minds 
among ourselves. That can be done if 
we approach these problems in a spirit 
of understanding that each of us is 
affected.” 

In closing Mr. McKown made clear 
that the opinions he had expressed were 
not the product of his imagination. 
“They are based on comments I have 
heard and have read from various sources 
including both company men and pro- 
ducers. Perhaps some of the terms I 
mentioned are descriptive of our atti- 
tudes and approaches to our problems. 
In any event, such criticism alone justi 
fies a re-examination and possibly a 
fresh start at getting to the roots of 
our difficulties.” 


strangely similar to Governor Dewey 
was represented as holding on his lap a 
“Charlie McCarthy” dummy who replied 
“Yes-Yes-Yes-Yes-Yes” to the question: 
“Al, do you think compulsory insurance 
would be a good thing for my dear peo- 
ple?” The cartoon was titled: “Guess 


Who Is Asking Who?” 
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Travelers Opens New Branch Office 


Esmond Ewing, vice president of the 
Travelers Companies in charge of all 
agency departments has announced the 
opening of a new branch office in Lub- 
bock, Texas, on October 5. The new 
group, 


office will handle life, accident, 


casualty, fire and marine lines, and will 
representatives and policyholders 
79 Texas counties 


serve 
of the companies in 


WILLIAM J. MURPHY 


and four counties of New Mexico. 
Mr. Ewing said that the office was 
being opened in Lubbock to provide im- 
proved service to agents and the insur- 
ing public and that it is a result of the 
rapidly expanding business developments 
in Texas. Managerial appointments for 
the new office have also been announced. 
William J. Murphy has been appointed 


LEMUEL HUTSON 

manager, life, accident and group de- 
partments; Marshall D. 
ager, casualty, fidelity and surety depart- 


3ranum, man- 


Lemuel G. Hutson, manager, fire 


departments and H. K. 


ments; 
and marine 
3roughton, office manager. 

Mr. Murphy has been associated with 
the Travelers since 1941 when he be- 
came an agent for the companies. After 
service with the U.S. Army from July, 
1942, until July, 1946, he 
Travelers staff as a field supervisor, life, 
accident and group lines at Dallas. He 
was promoted and appointed an assistant 


joined the 


manager there in January, 1950, and in 
July of that same year he moved to 
Sioux City, Iowa, as manager and has 
been stationed there since that time. 
Mr. Branum joined the Travelers in 
1941 as a field supervisor, casualty, 
fidelity and surety lines. After training 
at the home office school he was ap- 
pointed at Dallas. From September, 1943, 


MARSHALL D. BRANUM 


until April, 1946, he served with the U.S 
Army and upon separation from service 
was reappointed at Dallas. He was pro- 
moted and appointed an assistant man- 
ager there in January, 1949, and in 
September of that same year transferred 
to the Lubbock territory. 

Mr. Hutson became associated with 
the Travelers in 1950 at Dallas as a 


r/ 


H. K. BROUGHTON 


special agent, fire and marine lines. He 
became a field supervisor in January, 
1951, and in October of that same year 
moved to the Lubbock territory. He was 
promoted and appointed assistant man- 
ager in December, 1952. 

Mr. Broughton joined the Travelers 

March, 1941 as a field supervisor, cas- 
ualty lines, at Charlotte. He transferred 
to the branch office administration de- 
partment in November, 1942, and was 
assigned to Richmond, Va. He _ has 
served as an assistant office manager 
at Richmond and Detroit and as office 
manager at Birmingham. 


Davis on Sec. 213 


(Continued from Page 8) 


inflation, the increasing practice of em- 
ployers generally to provide security 
benefits and—in the case of the sale of 
the larger policies—the longer time and 
greater expense currently required in 
arranging an insurance program for the 
applicant. 

“The volume of insurance issued in 
recent years has been on a substantially 
higher level than it was previously and 
there has been a substantial increase in 
the average size of policy sold. That in 
itself, however, does not indicate that 
the earnings of agents have gone up in 
proportion. During this period there has 
been some tendency toward the writing 
of a larger portion of the insurance on 
plans with the lower premium rates, On 
such plans, of course, the commissions 
in relation to the insurance are gener- 
ally less than on other plans. 

“Commission rates are intended to 
provide both compensation and _ the 
amounts needed by agents for the nor- 
mal traveling and other expenses incident 
to their work. However, in view of the 
general increase in all costs and the 
ereater expense involved in selling the 
larger policies, there is some reason to 
think that such expenses may have in- 
creased at a greater rate than commis- 
sions. 

“Pending further studies as to what 
further increases, if any, in the limit on 
agents’ compensation may be warranted, 
the limit applicable to renewal commis- 
sions was increased bv the 1953 amend- 
ments to the extent of about 5% of one 
year’s premium provided that at least 
two-thirds of such amount be used to 
provide or augment security benefits or, 
if no plan of security benefits is avail- 
able to the agent, that two-thirds of the 
amount be used to provide a level com- 
mission (which may not be commuted or 
redistributed) on premiums received 
after the 15th policy year. 


Training Allowances for New Agents 


“A person entering on a career as a 
life insurance salesman has great diffi- 
culty earning a satisfactory income dur- 
ing the early years if he must depend 
solely on commissions since he will be 
receiving very little in the form of re- 
newal commissions. To facilitate the de- 
velopment of appropriate supplementary 
income during this period, the 1953 
amendments added a provision (Subsec- 
tion 15) for reasonable training allow- 
ances. Their cost (subject to a defined 
maximum) need not be met out of the 
limit on commissions but is part of the 
expenses subject to the limit on all field 
expenses and that on total expenses. 

“It is intended that a person shall be 
eligible for such training allowances only 
when he is a new agent in the life insur- 
ance business, not merely because he 
may be a new agent with a particular 
company. The statute provides that a 
company may pay such training allow- 
ances to a new agent for a period that 
does not extend beyond the first three 
years of his service as agent. It also 
provides, however, that no agent shall be 
considered a new agent for this purpose 
unless he qualifies as such under rules 
acceptable to the Superintendent of In- 
surance. The Superintendent has issued 
a ruling that an agent may be considered 
a new agent provided he qualifies under 
all of the following minimum rules: 

“(1) He was appointed as an agent by the 
comp: any subsequent to January 1, 1952; 

“(2) has not acted as a life insurance 
agent prior to his appointment by the company, 
or he acted as a life insurance agent for a period 
of less than one year immediately prior to 
~~ appointment. 

(3) He acted as a life insurance agent at no 
time within five years prior to his appointment 
by the company or he acted in such capacity for 
a total of less than two years in the five years 
immediately prior to such appointment. This 
rule shall not apply to any person appointed as 
an agent within six months after h‘s release 
from active duty in the armed forces of the U.S. 

“(4) He received no training allowances from 
any other company for a period of more than 
six months immediately prior to his appoint- 
ment.”’ 

“The statute also provides that such 
training allowances must be in accord- 
ance with a plan of the company for that 


fair as 


ALLSTATE IN NEW HOME 

The home office of Allstate Insurance 
Company, subsidiary of Sears, Roebuck 
and Co., has moved to new quarters at 
7447 Skokie Boulevard, Skokie, Ill. The 
move from its old location in Chicago, 
was completed this week and all depart. 
ments are operating at the new address, 
The office now occupies a recently com- 
pleted 113,000 sq. ft., two-story addition 
to the Allstate building constructed in 
1952 to house the Midwest zone and Chi- 
cago regional offices which occupy the 
entire first floor. 





—. 
purpose which has had advance approval 
of the Superintendent of Insurance and 
he has issued a statement of the follow- 
ing general principles as a_ guide for 
companies in the submission of such 
plans: 

“The plan should be designed to develop suc. 
cessful new agents, and not merely for the pur- 
pose of secuiing a larger volume of new busi- 
ness. Plans under this subsection are to provide 
for allowances solely for training new agents 
and are to be distinguished from salary plans 
under subsection 4. (This is the subsection that 
permits a_ salary plan of compensating agents, 
the cost of which is in substance subject to the 
same limits as commissions.) The plan, or any 
provision thereof which does not conform with 
the provision of subsection 15 as well as the 
principles set forth herein, shall be subject to 
the provisions of subsection 4 of said section, 

“Subsection 135 contemplates that new agents 
under a training allowance plan shall receive a 
stabilized income during their training period, 
Accordingly, such plans shall not be used as a 
means for the payment of commission in excess 
of the company’s normal commisnions scale. 
The plan should contain production requirements 
as conditions precedent to continuance of pay- 
ments to agents. 

‘“‘Any incentive factors in the plan should bear 
a reasonable relation to the commissions which 
would otherwise be earned under the company’s 
standard agents’ contract. 

‘It is expected that the effect of the plan 
should result in the company’s subsidy on ac- 
count of training allowances decreasing as the 
value of commission credits are built up. More- 
over, the agent’s compensation should be geared 
over the training allowance period so as to level 
out his income and with a view to avoiding an 
abrupt drop in such income when he ceases to 
receive training allowances. In other words, the 
plan should permit the agent when he goes off 
the plan to receive regular commissions falling 
due thereafter so long as he continues under 
contract with the company.” 


Increase in First-Year Commission Limit 
for General Agents 


“The limit on first-year commissions 
that was effective through 1952 was not 
between general agency and 
branch manager companies. Since the 
supervisory compensation of branch man- 
agers is not a commission, the branch 
manager companies could pay as little as 
the entire first year commission limit 
to soliciting agents. In the case of gen- 
eral agency companies, however, where 
the general agent is compensated only 
by commission, the first-year commission 
limit applied to his compensation together 
with that of the soliciting agent. Section 
213 was therefore amended in 1953 to 
more nearly equalize the situation be- 
tween the two types of companies. It 
permits general agency companies, in 
addition to the first-year commissions 
previously permitted, to pay to the gen- 
eral agent for supervision, additional 
commission up to 5% of the first-year 
premiums. As previously mentioned, 
however, the full 5% additional is avail- 
able only if the general agent actually 
supervises other agents, and the volume 
of his personal production is less than 
half of the business produced by his 
agency. 


Special Provision for the Employment 
of New General Agents 


“A person starting out on a career as 
a general agent has found it financially 
very difficult during the first few years 
unless he has personal resources to sup- 
plement his income from his agency. A 
large part—if not all—of the first-year 
commissions that he receives have to be 
paid to the soliciting agent and it re- 
quires a number of years for his income 
from renewal commissions to reach an 
adequate level. To alleviate this situa- 
tion, another amendment was added to 
Section 213 (Subsection 9-f) in 1953 
which, in substance, provides that addi- 
tional compensation may be paid to a 
general agent with less than five years 
of service as general agent or agency 
manager provided he qualifies under 
rules acceptable to the Superintendent.” 
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Ray Murphy Selected for 
Brokers’ Gold Medal Award 


Ray Murphy, general counsel of the 
Association of Casualty & Surety Com- 
panies and a former Insurance Commis- 
sioner of Iowa, has been selected as the 
1953 winner of the General Insurance 
Brokers’ Gold Medal Award for render- 
ing the “most meritorious service” to the 
insurance industry, Jack A. Fink, presi- 
dent of the brokers’ organization has 
announced. As the association’s general 
counsel, Mr. Murphy has long had a 
leading part in directing the legal phases 
of the casualty, fidelity and surety busi- 
ness. He directs one of the nation’s 
largest legal staffs dealing with insur- 
ance matters. 

Before joining the association in 1938, 
Mr. Murphy was prominent in public 
life in Iowa. He served as chairman of 
the State Board of Parole and chairman 
of the lowa State Tax Commission, In 
1935, he accepted Governor Clyde Her- 
ring’s appointment as Insurance Com- 
missioner. 

The presentation of the gold medal 
award will take place at the 28th an- 
nual dinner of the General Insurance 
Brokers’ Association on Wednesday, Oc- 
tober 28, at the Hotel Astor, New York. 


HENRY S. MOSER IN REBUTTAL 





Allstate Vice Pres. and Gen’l Counsel 
Replies to Bohlinger’s Buffalo Talk; 
Most Motorists Now Insured 

Attorney Henry S. Moser, vice presi- 
dent and general counsel of Allstate In- 
surance Co., has taken sharp issue with 
New York’s Superintendent of Insurance 
Alfred J. Bohlinger who spoke in fa- 
vor of compulsory liability insurance 
before the New York State Bar Associa- 
tion session. 

“During 1952, 2,100 people were killed 
and 160,000 people were injured as a re- 
sult of motor vehicle accidents in the 
state,” Mr. Moser said. 

“Breaking down the statistics on in- 
juries, we find that less than 50,000 were 
of a serious nature. Assuming that 4% 
of motorists involved in accidents were 
uninsured, it is a fair assumption that 
there was no liability insurance in ap- 
proximately only 80 cases where there 
were deaths, and only 2,500 cases where 
there was serious injuries. 

“Logic and experience drive us inevi- 

tably to the conclusion that the rate- 
making process under compulsory insur- 
ance legislation will be a political one 
and the result of this process will be 
progressive education for decreases in 
the allowable rates for insurance. 
_ “As rates go down, few companies find 
it profitable to write insurance. With 
this restriction, the pressure will grow 
for a state fund. The more appropriate 
course of action which the state should 
explore is the possibility of voluntary 
means of protectine those injured by 
the financially irresponsible motorist. 
Perhaps we need stricter enforcement 
of the Safety Responsibility Law. Per- 
haps we need to devise totally new con- 
cepts for resolutions of this problem.” 


Edward V. Mills Retires; 


Fireman’s Fund Vice Pres. 
Edward V. Mills, vice president of 
Fireman’s Fund Insurance Co. and its 
afhliates, retired from active service on 
October 1, President James F. Crafts, 
has announced. 
; Mr. Mills started his insurance career 
in San Francisco in 1911. He held vari- 
ous executive positions in New York and 
Philadelphia and joined Fireman’s Fund 
Group as secretary of the Fireman’s 
Fund Indemnity in 1930. In 1931, he was 
elected secretary and treasurer of all 
companies in the Group. He was ad- 
vanced to controller in 1938 and to con- 
troller-treasurer in 1944. In 1947, he 
was made vice president and controller. 
In the following year he became director 
of Fireman’s Fund Indemnity, Home 
Fire & Marine and Western National, 
member companies of the Fireman’s 
Fund Group. Last year he relinquished 
his title of controller but continued in an 
advisory capacity. 





D. D. Smith Anniversary 


Harry F. Richardson, general mana- 
ger of the National Council on Com- 
pensation Insurance, announces that D. 
D. Smith, secretary, has celebrated his 
30th anniversary with the organization. 
Mr. Smith has been among 14 who 
have served 25 years or more and now 
joins a select group of five who are in 
the 30-year club. 

Mr. Smith started with the National 
Council in its southeastern bureau in 
1923. His advancement to the executive 
staff of the council’s home office was in 


1935 and his promotion to secretary was 
on January 1, 1945, 

r. Smith is an expert on compensa- 
tion underwriting matters, particularly 
having to do with special hazards. For 
many years he has supervised the opera- 
tions of the coal mine regional commit- 
tee and is one of the few insurance men 
in the country familiar with the rate- 
making and underwriting problems con- 
nected with underground coal mining. 
He has also made a long time study of 
the special problems surrounding the in- 
surance of explosives and other chemical 
industry hazards. 





EMPLOYERS’ APPOINTS NEGLEY 
The Employers’ Group Insurance Com- 
panies of Boston have announced the 
appointment of Joseph J. Negley as 
special agent for the Northern New 
Jersey territory with headquarters in 
East Orange. An employe of the com- 
panies since 1941, Mr. Negley recently 
attended the Employers’ home office 
school for underwriters and_ special 
agents in Boston. In his new capacity he 
will service the following counties: Hud- 
son, Bergen, Passaic, Sussex, Warren 
and suburban Essex. 








Keeping. Americas Babies 
"socially acceptable’’* 


even Mother use the revolutionary new Playtex 
Home Hair Cutter. 


Babies are big business, and catering to America’s 
“diaper set’’ has made International Latex Corpor- 
ation, Playtex Park, Dover, Delaware, the leader 
in this industry. Today, Playtex has come to mean 
keeping babies “Socially Acceptable” with Playtex 
Drypers, panties, bibs, sheets, and other baby prep- 
arations. Playtex is no less a name of importance to 
the rest of the family. Mothers and daughters enjoy 
their “invisible” Playtex Girdles, the entire family 
uses Playtex foam pillows, and Dad, the kids, and 






for the home or industry . 


International Latex is known as a modern, ag- 
gressive merchandising organization. In keeping with 
that reputation, they depend on U.S. F. & G. to 
solve specialized insurance problems and handle a 
variety of insurance coverages. 


Whether your product is for children or adults, 


.. there are U.S. F.& G. 


coverages to meet your needs. 


*Trade Mark of International Latex Corp. 


Over ten thousand agents . . . there’s one in your community. 
Consult him as you would your doctor or lawyer. 


S.F.& G, 


CASUALTY- FIRE 
INSURANCE 


FIDELITY SURETY 
BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Voluntary Plan 


(Continued from Page 37) 


of New York Insurance Law, authoriz- 
ing writing of the new coverage, and 
passage of act creating the new corpo- 
ration. Plan would be supplemented by 
enactment of an impoundment law. 


NACSA’s Program Submitted 
Mr. McKown said that NACSA’s own 


program to meet auto accident situation, 
featuring traffic safety and control and 
broadened legislation to make traffic laws 
more effective, has been submitted to 
the industry committee. He also noted 
that National Bureau’s action last week 
in making available extended medical 
payments coverage for use by member 
companies resulted largely from producer 
pressure. 

Considerable attention was given this 
morning to NAIC uniform accounting 
committee report linking up uniform 
accounting with rate making, and the 
Commissioner’s revised bill, agents and 
brokers qualification and licensing law. 
Fearful that Commissioners are attempt- 
ing to get control of producer commis- 
sions via uniform accounting, NACSA 
adopted a resolution providing for ap- 
pointment of committee of six, at least 
two of whom would serve with Execu- 
tive Vice President Harrington in acting 
for association on this matter. 

In another resolution approved NACSA 
president was empowered to appoint 
committee of three “to consider the 
legislative, administrative and legal de- 
velopments which tend to impair the 
right of agents privately to contract 
with insurance companies relative to pro- 
duction cost compensation for services or 
other remuneration.” Robert Bowen of 
Indianapolis offered this resolution. 


Qualification Law Situation 


In reviewing qualification law situa- 
tion Mr. McKown said _ that Commis- 
sioners’ revision of December, 1951, bill 
was unacceptable to NACSA and not in 
best interests of public and insurance 
producers. However, rather than declare 
cuidiaht opposition to the revised bill it 
was left up to Mr. Harrington and ay 
executive committee to act in NACS 
best interests. 

Attention was also called to memoran 
dum submitted to NACSA executive 
committee at last Sunday’s session on 
developments in Ohio workmen’s com- 
pensation situation. E. B. Berkeley, 
Cleveland, leader in fight for repeal of 
monopolistic section of Ohio’s State 
Fund law, said that while 1953 legis 
lature did not act “more progress was 
made than at any time heretofore.” He 
acquainted NACSA with these facts: 

1. Ohio monopolistic state fund has 
steadily fallen behind level of perform- 
ance of private carriers in other states 
were permitted to operate. 

2. Ohio fund has failed to keep pace 
with progress made in loss prevention 
methods, promptness in claim handling, 
rehabilitation and avoidance of litigation 
in controversial matters. 

Consensus of opinion at this meeting 
is that gap between cost of so-called 
pure premium plan of Ohio Industri: il 
Commission and private carriers’ plan 
has been considerably narrowed by Ohio 
legislature’s action in placing 6624% of 
cost of its administration upon the pre- 
mium. 


Attitude of Chamber of Commerce 


Mr. Berkeley also spoke of change in 
attitude of Ohio Chamber of Commerce 
which has heretofore taken no active 
part in workmen’s compensation matters. 
Reportedly, Ohio Chamber sponsored 
resolution authorizing establishment of 
another legislative commission “to study, 
investigate and report upon operation 
and administration of Ohio workmen’s 
compensation law.” 

Mr. Berkeley felt that this change in 
position indicates not only recognition 
by Ohio Chamber of growing grass roots 
movement in state to amend the law so 
as to make it competitive, but also simi- 
lar recognition that many concerns oper- 
ating in other states have been unable 


Hartford A. & I. Changes 
In Agents’ Service Dept. 


Changes in the field and underwrit- 
ing staff of the agents’ service depart- 
ment have been announced by the 
Hartford Accident & Indemnity. The 
agents’ service department, with head- 
quarters in Hartford, handles the com- 
pany’s New England territory. 

Bernard J. McMahon, for the past 
year special agent servicing the Rhode 
Island and Eastern Connecticut terri- 
tory, has been transferred to Barre, Vt., 
as special agent in charge of the com- 
pany’s service office there. Succeeding 
Mr. McMahon as special agent is Daniel 
R. Willard, formerly supervising under- 
writer in the automobile section of the 
agents’ service department. Harold C. 
Hartling has been named to take Mr. 
Willard’s place. 


Auto Accident Remedies 


(Continued from Page 37) 


of the 1952 joint convention. 
doctor’s care, Mr. Fetzer was 
not to make the long trip. 

Cliff C. Jones, Kansas City, another 
pioneer in the producer ranks, is here 
and enjoying the good fellowship of a 
host of friends in both company and 
agent ranks. Mr. Jones is distinguished 
as a past president of both the NAIA 
and NACSA. 

Another “elder statesman,” Edward M. 
Allen, also a past president of NAIA 
will give columnistic impressions of this 
convention and its personalities in The 
Eastern Underwriter next week. 

At the close of this morning session 
Secretary-Treasurer J]. Dewey Dorsett 
announced the company nominating and 
resolutions committees, respectively as 
follows: Nominating — Wallace Falvey 
Massachusetts Bonding, chairman; R: ulph 
Platts, Standard Accident; W. E. 
McKell, American Surety. Resolutions— 
A. C. Seymour, Royal-Liverpool Insur- 
ance Group, chairm: in; James Cathcart, 
General Reinsurance Corp., and Morti- 
mer Sprague, Home of New York. 

Heading the convention golf commit- 
tee are Edward B. Gill, Glens Falls 
Group, and Carl P. Daniel, St. Louis 
agency hez id, co-chairman. visage s golf 
committee is in charge of Mrs. Carl P. 
Daniel and Mrs. R. Z. Alexander, St. 
Louis. J. Edward Cochran, Hagerstown 
agent, is running the horseshoe pitching 
tournaments, assisted by George AIl- 
brecht, Chase National Bank, New York, 
and Wallace L. Clapp, The Eastern Un- 
derwriter. 


Under 
advised 


to follow their management’s general 
policy in Ohio in respect to workmen’s 
compensation because of the monopolis- 
tic setup. Mr. Berkeley offered to keep 
NACSA members posted on any phase 
of this matter in coming months. 

At close of today’s session resolutions 
were also adopted in recognition of lead- 
ership of Wade Fetzer, Sr., first NACSA 
president, who was unable ‘to attend, - 
of contributions made by Mr. and } 
Charles H. Burras, Chicago, and Alice 
Foy, treasurer, who has missed her first 
convention in 20 years. 

Resolution recommending new sched- 
ule of membership dues was approved. 
It will become effective April 1, 1954. 
Thereafter dues will start at $25 annually 
for members with annual premiums up 
to $100,000, and go up to $250 annually 
for agents writing over $3 million. To 
Lyle McKown was extended thanks for 
his outstanding job as NACSA president 
in past two years. 


POLICY ON TORONTO CHILDREN 

An insurance policy designed to pro- 
tect more than 50,000 school children dur- 
ing their school activities was approved 
by the board of education of Toronto, 
Ont. Prepared by Continental Casualty, 
the policy will probably cover more 
people than any other insurance docu- 
ment in Canada. 


Abbott Offers Advice to College 


. 


H, Paul Abbott, director of education 
of the North America Cos., has written 
a timely article for the benefit of college 
students on the question, “How do I 
get into the property and casualty insur- 
ance business?” This article is published 
in “Education Exchange,” newsletter of 
the Insurance Company Education Di- 
rectors’ Society of which Mr. Abbott is 
president. 

The eight points listed by Mr. Abbott 
in his article which follow were compiled 
in response to a query from Hamp Irwin, 
professor of insurance, Wayne Univer- 
sity, Detroit. They follow: 

1. By talking to those who really know 
the business, try to become convinced of 
the genuine opportunity that lies therein. 

2. Don’t expect to be paid a bonus to 
sign up; your insurance reputation and 
performance to date have not been that 
good, 

3. Be prepared to invest in your fu- 
ture. Property and casualty insurance 
companies have some of the most inten- 
sive, extensive and expensive training 
programs in all of business. They have 
to, because their product is complex. 
Without such training your future prog- 
ress would be very slow. 

4. If big money to begin is important 


Two Associations Elect 
1954 Slate of Officers 


White Sulphur Springs, W. Va., Oct. 6 
—The National Association of Casualty 
& Surety Agents this morning elected 
Thomas W. Earls, president; Paul Sisk, 
vice president; ‘}. Edward Cochran, 
Hagerstown, vice president; Robert EL. 
Stitt, Chicago, secretary (reelected) ; 
Alice M. Foy, Chicago, treasurer (re- 
elected). 

Retiring President McKown goes on 
board of directors and was designated 
its chairman succeeding Holton R. Price, 
Jr, St. Louis, who continues on board. 
New ly elected board members are Pres- 
ley D. Brown, Baltimore; E. B. Berke- 
ley, Cleveland; John C. Conklin, Hacken- 
sack. N, J.3 Travis Bailey, San Antonio; 
Ernest Langston, Houston; Robert D. 
Watts, Beckley, W. Va. 

The company association winced Ray 
E. McGinnis, president; Herbert P. 
Stellwagen, Indemnity Co. of North 
America, vice president. C. Grady Hallo- 
well, Aetna Casualty & Surety vice presi- 
dent, elected to executive committee; J. 
Dewey Dorsett reelected secretary-treas- 
urer. 

Four honorary members were elected 
by the Casualty & Surety Executives. 
Past presidents Wallace Falvey, Massa- 
chusetts Bonding; Ralph H. Platts, 
Standard Accident; H. P. Jackson, Bank- 
ers Indemnity; also Col. Howard P. 
Dunham, retired vice president, Ameri- 
can Surety, who has been attending 
these White Sulphur conventions for 
many years. 


Attendance at Peak 
White Sulphur Springs, W. Va., Oct. 5 
—Attendance at this joint casualty- 
surety gathering here of company men 
and agents topped 425 at today’s open- 
ing session, the largest attendance to 
date. 


1954 Annual Meeting 
The 1954 joint Casualty-Surety Con- 
vention has been announced for October 
3-6 at the Greenbrier, White Sulphur 
Springs. 


Students on Career in Insurance 


to you, take it! Perhaps you will find 
opportunities along with it. If you don't, 
after some business seasoning and ma- 
turity, try insurance. It will probably 
still be hiring when others are firing, 
5. If your college placement office js 
so shortsighted as to think it builds 
prestige by the size of the average sal- 
ary its graduates earn to start, and if 
this means you have limited opportunity 
to contact insurance companies, strike 
out on your own. Look in the newspa- 
pers for insurance company ads. 


In Case of Military Service 


6; TE military service is ahead of you, 
take a “job,” the highest paying job you 
can find (carpenters, bricklayers and 
even ditchdiggers are earning better 
than $350 per month these days). After 
military service you can seek real oppor- 
tunity, but remember that by the time 
you get out, the manpower market may 
be glutted and then even insurance com- 
panies will be hiring only the best. Of 
course, by law these insurance companies 
must give priority to those foresighted 
individuals who started working for them 
before entering military service. 

7. While in service look for insurance 
company ads in the Army, Navy and 
Air Force Times. Keep in touch with a 
company or two even if you still have a 
year or so to serve. 

8. Realize that insurance must be 
written in the policyholders’ interest. It 
is a public service with a terrific social 
impact. For this reason it is rapidly 
approaching professional status. Like 
the professions of law, medicine, edu- 
cation and the church, it does not at- 
tract those who will measure the worth 
of their careers by a monetary scale 
alone. Like these professions it does 
offer those who are successful a very 
comfortable living. Also, like these pro- 
fessions it calls for a low income to 
start while learning its many complexi- 
ties. 


“PRO” 


IS THE BEST DRIVER 


American F. & C. Statistics Show Auto 
Driver at Fault in 72% of Collisions 
With Professionally Driven Vehicles 
Drivers of commercials vehicles in- 
sured by American Fidelity & Casualty 
were involved in less than one accident 
for every 100,000 miles traveled during 
the first six months of 1953, according to 
Lewis Markel, president of Markel 
Service, Inc., which handles safety engi- 
neering for the insurance company. Mr. 
Markel reported that his company’s 
statistics show that trucks and _ buses 
were in 0.99 mishap per 100,000 miles 
driven in the initial half of this year as 
compared with 1.09 accidents in the cor- 

responding 1952 period. 

The total number of accidents involv- 
ing vehicles insured by A. F. & 
dropped 7.2% from a year ago while the 
number of units covered against liability 
increased by 5%. 

“There is no doubt,” Mr. Markel said, 

“that the professional driver is the safest 
on the nation’s highways. We base this 
statement not only on the latest statistics 
culled from our hundreds of thousands 
of road reports, but also on a recent 
survey we made on accidents involving 
trucks and passenger automobiles. 

“This survey disclosed that of the 
50,774 accidents involving collision be- 
tween passnger car and truck in 1952, 
the motorist was responsible for 36,557 
or 72% of all mishaps. The auto driver 
was to blame in four out of every five 
fatal accidents.” : 

In addition to safety engineering, 
Markel Service also acts as underwriters, 
general agents and claims agents for the 
insurance company. Both organizations 
have headquarters in Richmond, Va., an 
operate in all 48 states. In addition, 
Markel Service functions in Canada as 
Markel Service of Canada, Ltd. 
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Bureau of A. & H. Underwriters 


Holds 62nd Annual Meeting in Quebec 


Prominent Canadians Featured; LaFrance, Hansen, Brock, 


Naylor, MacRae; Clarence J. Myers Is Key 
Speaker; Highlights of Program 


The 62nd annual meeting of the Bu- 
reau of Accident & Health Underwriters 
convened at the Seigniory Club, Province 
of Quebec, on October 6, 7 and 8. Over 
87 companies in the accident and health 
field were represented with a record at- 
tendance of 180. 

This year marks the first time that 
the bureau’s annual meeting has been 
held in Canada. As a result, many repre- 
sentatives of Canadian insurance com- 
panies were present, including those of 
Canada Life, Great-West Life, London 
Life and Sun Life of Canada. Also 
present were 
Canadian Life Insurance Officers 
ciation. 

The program of the meeting featured 
several prominent Canadians, among 
them being Georges La France, Quebec 
Superintendent of Insurance; Stefan 
Hansen and E. Reginald Brock of Great- 
West Life; Carman A. Naylor, London 
Life, and Earl M. MacRae, Occidental 
Life, formerly of Winnipeg. 


Highlights of Canadian Talks 


The Honorable Georges La France. 
Superintendent of Insurance, Province of 
Quebec, opened the program Tuesday 
morning with a welcome to Canada. Mr. 
Hansen, who is director of group in- 
surance of Great-West Life, outlined the 
evolution of the concepts of financing 
medical care. Pointing out that the evolu- 
tion has been away from the concept 
of government financing toward some 
form of individual or group action, the 
speaker noted the important fact that 
the medical care insurance that has been 
purchased by an individual, or together 
by a group, is of a type and in an 
amount determined by the buyer. It 
often will include all sorts of frills 
which the underwriter may suspect of 
satisfying whims more than needs. 

Despite this, Mr. Hansen said: “Cancel 
overnight all this insurance, with its 
frills and its idiosyncrasis—and its de- 
fects—and in its place impose a uniform 
compulsory government plan, and I will 
guess it will destroy the government 
that tries it.” 

Arguing against one of the favorite 
proposals of the proponents of govern- 
ment plans, Mr. Hansen said: 

“The expectation that the demand for 
medical care will at first rise, then level 
off and finally decline as the health of 
the nation is improved bv universal 
medical care is an illusion. The demand 
will rise forever. The practical problem 
is by whom. at what level, and on what, 
shall the ceiling be fixed. The European 
concept is that it shall be fixed by the 
government, at the same level for all 
which gives the optimum political bene- 
fit, and on such services as some bureau 
in its omniscience determines to be best 
for the people. The rapidly evolving 
American concept already endorsed by 
nearly one hundred million persons is 
to let all three be decided at once by 
the people themselves by their free de- 
mand for such service as they will pay 
for directly or will voluntarily insure 
against.” 

A. Naylor, associate Group actuary, 
London Life, in his address covered 
“The Problems in Continuing Group 
Coverage on Retired Employes,” men- 
tioned that the scale of benefits for the 
retired worker obviously will not be the 


Asso- 


representatives of the | 


same as for a wage-earner. The most 
important phase of the problem, he said, 
is the determination of the claims cost 
for retired employes and their de- 
pendents. He cited several investigations 
that had been made, all indicating an 
increased claim cost, but said that noth- 
ing could be determined precisely at this 
time. 

He also used several existing plans to 
show the special safeguards that have 
been necessary to prevent the danger 
of excessive use of benefits, such as the 
imposition of maximum limits, use of 
co-insurance, etc. He also covered briefly 
several methods of financing these plans. 

Earl M. MacRae, actuary, Occidental 
Life, in his talk, “What Price Com- 
plexity?” pointed out that, in any major 
line of business endeavor, the degree of 
lasting success achieved will depend 
largely upon the degree to which that 
business is able to earn the good will 
of its customers, and that, in the case 
of A. & H., one of the chief problems 
in maintaining good will is the building 
of public confidence. Adding that “Un- 
derstanding is the keystone of confidence 
and the greatest enemy of understanding 
is complexity,” Mr. MacRae spoke of the 
many pitfalls to understanding present 
in the current methods of the A. & H. 
writing companies and outlined the fol- 
lowing three-point program: 


Three-point Program for A. & H. 


“1, We must reduce expenses by put- 
ting more emphasis on combinations of 
coverages which produce a high average 
premium. 2. We must eliminate the 
coverages which are not realistic. 3. We 
must remember that our business is a 
stewardship and that it is our duty to 
regard the welfare of the policyholder as 
paramount.” 

Continuing in the same 
Reginald Brock, superintendent, A. & H. 
department, Great-West Life, spoke 
against the use of “frills,” or the addi- 
tion of an inexpensive benefit to a con- 
tract as an inducement to buy. The 
speaker admitted that it might “seem an 
austere attitude” to class accidental death 
benefits, indemnity for dismemberment 
or loss of sight, medical and_ surgical 
expenses for non-disabling injuries, as 
frills. “However,” he said, “this has been 
deliberately done that industry may take 
a ‘new look’ at the services being given 
the public in order to eliminate unneces- 
sary frills and that more concentration 
may be focused on the important cover- 
ages.” 


vein, E. 


Other Speakers on Program 


The key speaker of the program was 
Clarence J. Myers, president-elect of 
New York Life, whose talk, “A Life In- 
surance Executive Looks at the Accident 
& Sickness Business,” is reviewed at 
length in the life insurance section this 
week. Other speakers at the opening 
session were Manton C. Eddy, vice 
president and secretary of the Connecti- 
cut General Life, speaking on “Group 
Insurance—Today and Tomorrow”; Mr. 
Hansen, and E. A. Hauschild, of 
Security Mutual Life, as chairman of 


the governing committee of the bureau. 

The second session was devoted entire- 
ly to problems in the field of hospital 
expense insurance. The opening speaker 
president, 


was W. deV. Washburn, 


Laurence B. Soper Named Chairman 
Of Bureau Governing Committee 


At the annual meeting of the Bureau of 
Accident & Health Underwriters, held 
at the Seigniory Club, Quebec, Laurence 
B. Soper, assistant vice president of 
New York Life was unanimously elected 
chairman of the governing committee of 
the bureau. 

Mr. Soper joined Connecticut General 
in 1920, following his graduation from 
Syracuse University. The following year, 
he was appointed superintendent of the 





John Haley 
SOPER 


LAURENCE B. 


accident department, and in 1937, he was 

made assistant secretary. In that year, 
he was also made a Fellow of the Life 
Office Management Institute, being the 
first student to complete all requirements 
and one of the first two to be made a 
Fellow. He is the author of “Study Out- 
line of Accident & Health Insurance,” 
published by the Life Office Management 





American Health Insurance Corp., speak- 
ing on “Hospital Insurance—Where Do 
We Go From Here ?” Other speakers ad- 
dressing this session were S. G. Dulaney, 
secretary, group department, the Travel- 
ers—“Co.-insurance as an Element of a 





A more detailed report on the Bu- 
reau of A. & H. Underwriters’ meet- 
ing at the Seigniory Club, Montreal, 
will appear in The Eastern Under- 
writer next week (October 16). 











Social Insurance Program,” Richard L. 
Glazier, actuary, Life Insurance Co. of 
Virginia—“The Effect of the Age Factor 
on the Cost of Hospital Expense In- 
surance,” and Mr. Naylor 


Program of Third Session 


The third session of the program was 
opened by Francis Perryman, vice presi- 
dent and actuary, Royal-Liverpool Group, 
who spoke on “The Expense Factor.” 
Mr. Perryman was followed by Mr. 
MacRae, Mr. Brock, Berkeley Cox, 
counsel, ‘Aetna Life—“The Proposition of 
the ‘Reasonableness’ of Benefits,’ and 
Ray Ely, group actuary, General Ameri- 
can Life, who spoke on “Duplication of 
Coverage and Over-insurance as Re- 
spects Group Insurance.” 

Arrangements for the meeting were 
in charge of Harry L. Graham, Bankers 
Life. Edward S. Grandin, Sun Indemnity, 


headed the entertainment plans. Other 
members of the committee were: Robert 
S. Schoonmaker, Jr., Berkshire Life; 


William L. Kick, Fireman’s Fund In- 
demnity; E. Reginald Brock, Great-West 
Life; T. E. Gill, London Life, and Paul 
W. Stade, Lumbermens Mutual. 


Association. Mr. Soper joined New York 
Life, November 1, 1950, as assistant vice 
president. He has been in charge of the 
accident & sickness department since 
its organization on June 14, 1951. 

For many years, Mr. Soper has taken 
an active part in the activities of the 
3ureau of Accident & Health Underwrit- 
ers and has served on various ‘commit- 
tes. He has represented New York Life 
as a member of the governing committee. 

Mr. Soper has also served as chairman 


of the Accident Underwriters’ Associa- 
tion, as a member of the A. & H. com- 
mittee of the Life Insurance Agency 


Management Association, and of the un- 
derwriting committee of the Health & 
Accident Underwriters Conference. 


Governing Committee 


The following four companies and 
their representatives are newly elected 
to the governing committee of the bu- 
reau: 

Daniel J. Lyons, second vice president, 
Guardian Life; William R. Shands, vice 
president and general —- Life In- 
surance Co. of Virginia; Graham Watts, 
vice president and assistant United 
States Manager, Royal-Liverpool Group, 
and Clarence C. Clarke, assistant United 
States manager, Zurich General Accident 
& Liability. Other companies and repre- 
sentatives have been reelected as fol- 
lows: 

Logan Bidle, secretary, Aetna Life; W. 
deV Washburn, president, American 
Health Insurance Corp.; Robert K. Met- 
calf, vice president, Connecticut General; 
J. Henry Smith, vice president and asso- 
ciate actuary, Equitable Society; W. L. 

3ates, vice president, Fidelity & Casu- 
alty; W. E. Kipp, accident secretary, In- 
demnity Co. of North America; Paul E. 
Laymon, vice president and _ general 
counsel, Standard Accident, and Alfred 
W. Perkins, vice president, Union Mu- 
tual Life. 


Auditing Committee 


Two new members have been elected 
to the auditing committee. They are Ray 
L. Hills, Great American Indemnity, and 
Edward J. Mallon, Guardian Life, who 
will serve with John F. Lydon, Ocean 
\ccident & Guarantee, reelected. 


TO HOLD UNDERWRITING FORUM 


H. & A. Underwriters Conference to 
Sponsor Meeting Nov. 3-4 at Edgewater 
Beach; Durward Ulfers Prog. Chrmn. 

“Present Concepts of Accident and 
Health Underwriting” is the theme for 
the Seventh Annual Underwriting Forum 
of Health & Accident Underwriters Con- 
ference, November 3-4, Edgewater Beach 
Hotel, Chicago, it was announced by C 
M. Barry, Ohio State Life, chairman, 
underwriting committee. 

Topics scheduled include trends in 
post claim underwriting, coordination be- 
tween claim and underw riting and agency 
and underwriting departments, field force 
training and field man’s view, medical 
viewpoint, female and substandard risks, 
and selection of individual catastrophic 
coverage. Following the pattern of pre- 
vious forums, the last afternoon will be 
devoted to a case clinic with the confer- 
ence director of company relations, Roy 
A. MacDonald, as moderator. 

Durward Ulfers, Mutual Benefit 
Health & Accident, is program chairman 
and Ward Beall, North American Life & 
Casualty and Harry Orpen, Economical 
Mutual, are members of his committee. 
Medical advisor to the underwriting 
committee is Dr. W. H. Scoins, Lincoln 
National Life, chairman of the confer- 
ence medical directors committee. 

As for the past three years, the forum 
precedes the annual meeting of the In- 
stitute of Home Office Underwriters at 
the same hotel, November 5-7. 
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Julius L. Ullman 
On A. & H. Problems 


AT NEW YORK CLUB DINNER 





Executive Vice President, W. L. Perrin 
& Son, Notes Greater Competition Than 
Ever Before; Gives 5-Point Plan 


The first fall meeting of the A. & H. 
Club of New York was held Tuesday 
evening, October 6, at Fraunces Tavern, 
with Julius L. Ullman, executive vice 
president, W. L. Perrin & Son, as the 
principal speaker. Mr. Ullman’s talk on 
“Current Accident & Health Production 
Problems” was the high spot on the pro- 
gram which also featured the showing of 
pictures of the club’s 1953 outing. 

Stating that the big problem is to get 
more brokers and/or agents to sell the 





public more personalized accident and 
health income insurance, Mr. Ullman 
said: 

“Now to get more business, we must 
work harder! There is greater compe- 
tition for the premium dollar we are 
seeking in the commercial A. & H. field 
than ever before in our history. The 
problems of creeping lethargy in the 
minds of our salesmen must be over- 


They need our help to beat the 
their prospects be 


come. 
temptation to let 





JULIUS L. ULLMAN 

lulled into a sense of false security be- 
cause of quasi welfare—veterans benefits 
or compensation plans as well as special 
risk coverages, we must not let our 
broker-agent walk away from such a 
prospect who tells them there is no need 
for A. & H. income insurance because a 
company employe plan, or veterans ad- 
ministration benefits, or compensation, 
or DB... or a professional trade asso- 
ciation plan is carried. 

“You-me-we must accept the job of 
convincing the broker to pick up the 
printed matter on the ‘in-force’ plan 
which the prospects refer to, and if he, 
the broker, cannot find the weak points, 
then he should understand he is to bring 
the data into us for analysis and guid- 
ance. This is a must. For no office can 
or deserves to gain the confidence of 
the brokers, agents, or the public, if it 
does not have the necessary qualified 
trained help in this field. 


Weaknesses Encountered 


“When we analyze the ‘in-force plan’ 
before us, we May find any one or more 
of these weaknesses: 

1. No coverage on the job! 
2. No coverage off the job! 


(D.B.L.) ; 
(Comp.) ; 


3. No coverage if not confined by ill- 
ness; 4. Short term coverage; 5. No 
coverage if not hospitalized; 6. Inade- 


quate amounts; 7. No coverage for spe- 
cified disease or accidents; 8. High cost 
which restricts pure hase of adequate 
monthly income. 

“Then on the weaknesses 
these, we are in a position to 


of any of 
‘pin-point’ 















Washington A. & H. Assn. 
Has 25th Anniversary 


The 25th anniversary of the founding 
of the A. & will be celebrated 
Thursday evening, October 15, at the 
Washington Press Club and will honor 
the living founders: Chatham I. Burt, 
Clyde Shelton, Ellery Newton, Wm. a 
Parkins, Harry Montgomery and Dwight 
Mead. The affair is to be limited to 100 
invitations of men and women who are 
now actively engaged in the Accident 
& Health business. 

Mr. Dwight Mead, the first president 
and later a president of the National 
Association, called this original group 
together on October 13, 1928. Mr. Mead 
will act as toastmaster and principal 
speaker at this meeting. 

The Washington Association is one of 
the oldest in the United States and was 
organized before the National Associa- 
tion. 





the multiple advantages of our broad, 
24 hour a day on and off the job ‘tailor 
made’ coverage. It is not necessary to 
knock the other plans because most of 
them are good and serve well in their 
sphere, it is advisable, however, to over- 
come their weaknesses by superimposing 
our improved coverage. 

“We have had success superimposing 
long term coverage with a waiting period 
of one or three months on trade associa- 
tion policies. Many holders of ‘associa- 
tion coverages’ require _ substantial 
monthly income when they are disabled 
and want the added security of lifetime 
accidental indemnity. We have seen 
‘blue collar’ workers who when shown 
how inadequate the benefits of a ‘factory’ 
or union plan is in dollars returned to 
him, would buy an extra $80 to $150 a 
month with us. Then too, without de- 
flating the value of non-can, we have 
succeeded in selling combination benefits 
where our contact had been made on a 
non-can lead and the cost for the maxi- 
mum or adequate replacement income on 
non-can was more than the traffic would 
bear, and we'd sell the $100 a month first 
day accident, 31 day 120 month non-can, 
plus $200 a month 90-day out commer- 
cial two years non-confining, plus the 
hospital and surgical. 

“These things we must learn to do 
more often and more vigorously. Then 
too, we must show our broker agents 
how they can develop this profitable 
business and thus serve their clients 
better. And let’s not wilt or waiver or 
develop a soft feeling about recognizing 
and accepting the fact that this is a 
profitable business for him. ‘A servant is 
worthy of his hire.’ 

“The record proves our worthiness in 
having collectively, built a business with 
a persistent record of increased volume, 
more people insured each year and a 
diminishing number of contested claims, 
with ever broadening coverages, as well 
as a highly improved claim attitude. 


Distrust “Hangover” From Earlier Days 


“I believe you join me in stating that 
any distrust or dissatisfaction in the 
public’s or broker’s mind is a hangover 
from the early days and emma for ex- 
istence or due to companies which still 
haven’t grown up, or which are circu- 
lated by newcomers in the specialty end 
of our business who keep these stories 
alive for competitive advantage. 

“Now—as to the challenge we face as 
mentioned earlier, do you want evidence 
that there is lethargy and frustration 
amongst us that will adversely affect our 
results unless we act affirmatively now! 
Then listen if you will to the response 
to a questionnaire sent out to some 20 
experienced and responsible A. & H. 
personalities in this area: 

“It is noteworthy that three of our 
best producers, busy, successful general 
insurance brokers, in their early associa- 
tion with our office, always balked at our 
efforts to ‘sell them on A. & H.’ using 
the excuse they had no time, because 
of preoccupation with general lines, to 
put on a special campaign—you no doubt 
have often heard this common complaint, 
more so today than ever before. All 


SCHOOL ACCIDENT RATES UP 


School accident insurance rates for 
school children in Chesterfield and 
Henrico counties, Virginia, have been in- 
creased from $1 to $1.25. The rates were 
increased because of larger policy bene- 
fits and an increase in the rate of claims, 
an insurance company spokesman said. 
The policies now provide for $2,000 in 
medical and dental expenses paid for 
accidents that happen between the time 
a child leaves home for school and re- 
turns. 





we told them was a special time con- 
suming campaign was not necessary. We 
asked them to study our top A. & H. 
policy and our top accident policy as a 
start and to make it a habit when they 
were on a call at their various clients’ 
offices, to ask about A. & H. before they 
left. 

“It was amazing to see how with a 
teaser question, on the same service call, 
prospects developed quicker and less ex- 
pensively than a give-away program. As 
a matter of fact, life business was pro- 
duced too! Life production is also my 
responsibility. I am happy to state that 
our A. & H. producers, mostly general 
insurance brokers, have helped me in five 
years of management with an able staff 
to develop a multi-million ordinary life 
department and, in addition, more than 
a million of group insurance. 

“The problems which have been out- 
lined, are not impasses but are spring- 
boards to opportunity to do a better job, 
to complete the personal security pro- 
gram for your brokers’ clientele. Re- 
member, you can get no greater satisfac- 
tion than a service thus rendered which 
when benefit payments are made, at the 
time of greatest economic need, during 
disability from accidental injury or pro- 
tracted illness to know that you have 
been the source of providing the relief 
in hard cold cash to meet the expense of 
the vicissitudes of life for your brokers’ 
and agents customers. The success of 
our joint efforts will mean greater vol- 
ume and a greater base for spread of 
risk and the closer we can get to offering 
even better coverages to the public with- 
out increasing costs. Do you know any 
better way to demonstrate the value of 
our great service industry to the public? 
Do you know any better way to prove 
the value of voluntary income A. & H. 
insurance as opposed to social welfare 
schemes ? 

Five-Point Plan 

“In summation, I would suggest these 
do’s and dont’s: 

“1. Be honest about your companies’ 
policies benefits. Each premium charged 
gives a full measure of benefits. Don’t 
oversell. 

“2. Be patient. Listen to the broker’s 
problems. Show your strong points. 
Don’t mentally ‘wrestle’ with him. 

“3. Be fully informed on your compe- 
tition, admit it when you are not, then 
get the facts. Don’t bluff. 

“4. Be sure to exchange your ideas 


H. O. COSTS PROGRAM SET 


H. & A. Underwriters Conference Has 
Completed Program for Oct. 19-20 Meet. 
ing at Edgewater Beach, Chicago 

Costs Committee Chairman Gordon M. 
Grady, Monarch Life, and his committee 
have completed the program for the 
Home Office Costs Forum of the Health 
& Accident Underwriters Conference, 

Edward F. O’Toole of O’Toole & Asso- 
ciates, New York, prominent consultant 
in the field of costs, will be the keynote 
speaker at the opening session of the 
two-day meeting, October 19-20, Edge- 
water Beach Hotel, Chicago. Also sched- 
uled for the Monday morning session are 
talks on departmental and _ functional 
costs by Irving L. Wood, Mutual Bene- 
fit Health & Accident and Russell Wet- 
more, Mutual Life of New York. 

Roy A. MacDonald, 
rector of company relations, will moder- 
ate a panel discussion in the afternoon. 
Topics and panelists are “Claim Costs,” 
Ward Schroeder, Wisconsin National 
Life; “Renewal Costs,” Robert Wetzler, 
Fairbanks & Associates ; “Agency Costs,” 
| ae BS Anderson, Great-West Life, and 
“Underwriting Costs,” C. L. Sanders, 
Paul Revere Life. 

The Tuesday morning session will be 
devoted to a workshop discussion session 
with Robert B. Savage, Wisconsin Na- 
tional Life, moderator. Five member 
companies with home offices in the city 
have made their facilities available for 
visits on Tuesday afternoon. 


conference di- 





with each other. Production men, under- 
stand what your underwriters want. Un- 
derwriters, understand what your claim 
men require in properly prepared policies 
and claim men, understand what you are 
expected to do in extending yourself be- 
yond just the payment of dollars and 
cents in a claim check. Executives, en- 
courage a general enthusiasm for this 
cooperation. Don’t let the public get 
the wrong idea that we are all for us 
and not working in their interests. 
“5. Be sure to analyze the public's 
needs and prepare coverages to meet 
them. Don’t let it get you down, though, 
if you can’t meet every challenge, be- 
cause you cannot be everything to all 
people and you must sell your product 
which you must believe in to do the 
job. Obviously, if your product lags and 
becomes inferior and doesn’t fit the 
need, you have a bigger job to do than 
just selling—you must retool and get 
back in production. We cannot justify 
our position in the industry and keep 
the confidence of the public if we are not 
prepared to meet the ever expanding 
challenge for improved income protec- 
tion, paced by the changing trends in 
our economy and social planning. 
“Yes, gentlemen, don’t forget—‘fi 
need and we'll succeed.’” 


t the 





STATEMENT REQUIRED BY THE ACT OF 
, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 
233) SHOWING THE eee” MAN- 
AGEMENT, AND CIRCULATIO 


Of The Eastern Underwriter, published weekly 
at New York, N. Y., for October 1, 19 

1. The names and addresses of the abe, 
editor, managing editor, and business managers 


are: 
Publisher, Eastern Underwriter Co., Inc., 93-99 
Nassau Street, New York 38, 
Editor, Clarence Axman, 299° West 12th 
Street, New York 14, N. Y. 
Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, N. 
Business Manager, W. L. Hadley, 1111 Put- 
nam Avenue, Plainfield, N. 

The owner is: (ati owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
given.) 

Eastern Underwriter Co., Inc., 93-99 Nassau 
Street, New York 38, N. 

Clarence Axman, 299 West 12th Street, New 
York 14, N. Y. 

W. L. Hadley, 1111 Putnam Avenue, Plain- 
field, N. J. 


3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the two 
At pages show the affiant’s full knowledge and 
elief as to the circumstances and conditions un- 
der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ca- 
pacity other than that of a bona fide owner. 

5; he average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid su 
scribers during the 12 months preceding the 
date shown above was 3,663. (This information 
is required from daily, weekly, semiweekly, and 
triweekly newspapers only.) 

Eastern Underwriter Co., Inc., 
W. L. Hadley, Business Manager. 


Sworn to and subscribed before me this 15th 
day of September, 1953. 


(Seal 
FRED T. VOLKWEIN 
Notary —, ome of New York 
No. 03-9479900 


Qualified bs gf then County 
Certificates filed with Bronx and 
New York County Clerks, Bronx and 
New York Register’s Offices 
Commission Expires March 30, 1954 
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THE PLUS VALUES OF REPRESENTING THE NORTH AMERICA COMPANIES —No. 10 ina series 
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wherever you’re needed—yow’re there! 





North America Agents or Brokers, through our Foreign 
Department, represent their customers in practically all 
parts of the world. These world-wide facilities are yours 
to command wherever your customers need them. 


North America’s Foreign Department is a multiple 
line unit. It handles fire, casualty, automobile, inland 
and ocean marine lines. It brings you as near your cus- 
tomers’ foreign operations as your nearest Service Office. 
These operations are entirely independent of any pool 
or association. This gives you the benefits of dealing 
direct with the insurance company. You avoid the hazards 
of remote control. 





All this enables you to offer your customers greater 
service. It is another of the Plus Values you enjoy when 
you represent the North America Companies. For the 
full story write, telephone or see the manager of the 
nearest North America Service Office. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 

Indemnity Insurance Company of North America 

; Philadelphia Fire-and Marine Insurance Company 
PROTECT WHAT YOU HAVE®© Philadelphia 1, Pa. 


Pioneers in Protection—serving with 20,000 Agents in the Public Interest 















































Essential 
Service 





JREINSURANCE, TOO, 


by performing an essential service 
to the insurance industry, makes its 


contribution to the public welfare. 








GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 


Casualty - Fidelity - Surety Fire - Inland Marine 
Accident & Health Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, NEW YORK 
Midwestern Department: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO. 
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